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New! BEAVER MODEL ‘E” 


LIGHTWEIGHT ECONOMY MODEL 
¥g to 2” Portable Pipe and Bolt Machine 


The Beaver Model-E will also cut and 
thread pipe from 212 up to 8", using 
a drive shaft and geared tools. Under 
favorable conditions, up to 12” can 
be threaded. 


One of the many convenient 


features 
Model-E 


is 


e Beaver 


removable 


chip tray — which slides out 


as shown. 


Check These Features 


SEARS RUN IN OIL Gears run in an enclosed oil sump 
Longer gear life—more power—less noise 


A CHUCK THAT REALLY HOLDS A standard, full- 
size, wrench-operated scroll chuck prevents costly losses 
of labor and material caused by “chuck slippage”— 
especially on galvanized, stainless steel or hard copper 
pipe 
GHT-HAND OPERATION. The Beaver Model-E is built 
like a lathe, for right-hand operation. Chuck to left; tool 
mounting to right. 
MOTOR High-speed gecred motor. Choice, 110/115 
or 220/230 volt. Universal, operates on AC or DC, 25 
to 60-cycle. Reversible at switch. Motor develops 1.6 
horsepower. Heavy-duty, weather-proof motor—ac- 
cessibly located for greatest convenience, safety and 
adequate ventilation, insuring cooler operation, longer 
brush and armature service. 
outs PE support Patented. Outboard 
pA AL 2 = RR hd pipe-centering support, separate from 
the spindle, eliminates spindle “whip” caused by long 
revolving lengths of pipe, reduces bearing wear, pre- 
vents flat-sided threads (which leak) caused by spindle 
whip. 
3. BRONZE BEARINGS Renewable. 


Easy to clean. 


With a portable stand and 
14” retractable wheels, the 
Beaver Model-E (185 Ibs.) 
is easily moved by one 
man. 





OlL PUMP. Reversible. 

located. 

SAFETY giuc WRENCH EJECTOR Prevents injury 
to if wrench is in- 





aavertaniiy lett in machine. 
CHIP TRAY. Removable. Perforated to permit quick 
circulation of oil. 
DIE HEADS Quick-opening, adjustable, of the “‘ring- 
type” no hinge te get fouled with fine turnings. There 
are 195 different kinds and sizes of dies in stock, 
ae at your service. 
EVER ACT 10n. Carriage is moved forward and back- 
war y @ smooth-working lever action. 
Standard equipment on the Model-E is the 
patented ball-bearing, a wheel-and-roller 
cutoff, which cuts Vg to 2” pipe and 14 to %” bolts 
or solid rods. Interchangeable knife cutoff also avail- 
able for cutting, grooving or beveling pipe. 
CARRYING | MANDLES Note convenient hand-holds 
‘or easy carrying. 
REAMER. Drop-forged Vg to 2” reamer swings in and 
out of position. 

TEEL WELOMENT BASE Built like an automobile 
rame. Welded base 

WEIGHT. @s carried, about 185 Ibs. Base size 27 x 
1214 inches. 


BE! JER 


216-300 Dana Avenue * Warren, Ohio, US.A 
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SYRACUSE — Partial mo- 
bilization is no excuse for 
sloughing off into order 
taking habits. Onondaga 
Supply’s energetic _ sales 
manager works to “Keep 
Up The Selling Habit’— 
Read Pages 72 and 73. 


os 


pcre 

ST. LOUIS — Keeping a 
61 year old planer operat- 
ing, or driving 140 miles 
on Sunday to help a cus- 
tomer is all in a day’s 
work at R-J Bearings. 
That’s because, this dis- 
tributor says on Page 78, 
there’s “No Price Tag on 
Service.” 


PATERSON, N. J.— 
Drama in trouble-shoot- 
ing? Emphatically, yes!— 
too much, sometimes. 
I'wo “Joes” break down a 
hot job before your eyes 
on Page 82 to show what 
wouldn’t make things tick. 


—_— 


LOS ANGELES-—It takes 
many qualities to sell but, 
to a Minder Chain & Gear 
salesman, the best results 
come from knowing cus- 
tomer’s problems. He tells 
you why it’s important on 
Page 86. 


<<. 


INDIANAPOLIS — Five 
heads are better than one 
at Indianapolis Belting & 
Supply. This house uses 
a five man board to run 
the business. Read how it 
works on Page 88. 


ALLENTOWN, PA. — 
Salesmanship and service 
flow from the same spigot 
at Wm. H. Taylor Co., 
where a reservoir of know- 
how makes certain none 
of the big ones get away. 


Turn to Page 90. 
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Washington Bulletin How You Can 





SO, YOU HAVE PROBLEMS 


You certainly don’t need anyone to tell you that you 
have problems today. But, maybe you can use a 
little he.p in solving them. That's exactly what your 
editors have been working on for the past several 
weeks and you'll see the results in the June issue. The 
very problems that are confronting you as a result of 
current market conditions are the ones for which we'll 
give you tried and proven solutions. 

No. 1 on most problem lists today is the setting up 
of buying operations to conform with government 


regulations and short supplies. That'll be No. 1 in 
InpustTRIAL DisrrisuTion’s special June issue, too. 
After that we'll show you how back orders and 
direct shipments can be handled efficiently, how to 
study manpower problems and what to do about 
them, how to handle stock with less effort and lower 
costs, how to reanalyze your customers, how to work a 
positive selling program, what you can do with pro- 
motion, how to take advantage of new service oppor- 
tunities, and . . . well, that’ll give you the idea. 








UNFAILING 
PERFORMANCE GUARANTEED 


HOLO-KROME 
Complelily lold Forged 
BUTTON HEAD 


SOCKET CAP SCREW 





THIN HEADS — Lower protuberance helps 
streamline designs. 

NON-DEFORMING SOCKETS — Retain original 
shape under continuous tightening and loosening. 
Speeds assembly. 

GREATER STRENGTH — Completely cold forged 
from special analysis alloy steel and scientifically 


heat treated. 


DISTRIBUTORS: The Holo-Krome 100% Distributor Sales 


Policy is worth your investigation. » — een are a 





___ THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN’ > 
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LINK{©) 


Babhbitted Bearings 
Ideally Suited for 
Many Installations 


Link-Belt Babbitted Bearings are per- 
forming many mighty important shaft 
supporting tasks in practically every in- 
dustry. And like so many other Link-Belt 
products, the complete line is the leader 
in the field, offering several distinctive 
sales advantages. 

SUPERIOR BABBITT—Only Link-Belt has 
the secret of “Caldwell No. 3° —a unique 
formula completely balanced for top 
performance under exacting conditions. 


POSITIVE ALIGNMENT—Base of casting 
is finished to assure absolute uniformity 
of backing, real interchangeability. 





Link-Belt Babbitted Bearings are easily 
stocked for quick, simple filling of 
orders. 


FAst, EASy ASSEMBLY—Area around 
top of mounting holes is a true, smooth 
surface. Less chance for cocked or 
stripped nuts. Elongated bolt holes fa- 
cilitate aligning bearing on support. 


LONGER LirE—Correctly lined up and 
efficiently lubricated, Link-Belt Babbitt- 
ed Bearings last indefinitely. Shim be- 
tween cap and base compensates for 
wear. 


COMPLETE LINE—Link-Belt makes a 
complete range of types and sizes. Pillow 
blocks with solid or split housings. 
Flanged blocks. Grease lubricated and 





poent STHIBUTDH NEWS 


Three Types of LINK- BELT Worm 
_ — Offer Wide Choice 


Wy, P. LV 
wf gives you all on advantages — 


ina variable speed drive 





| P.1.V. Advertising Features 


Positive, Stepless Operation 


The current advertising campaign for 
Link-Belt’s variable speed drive gives 
hard-hitting’ engineering reasons why 
“All Industry Uses P.I.V.” Showing a 
“phantom” view of the speed changer, 
these ads develop an exclusive selling 
story for readers in steel, chemical, 
metalworking, food, general industrial, 
glass, textile, pulp and paper, and other 


fields. 


self-oiling types. For light, medium or 
heavy-duty service. 


CAREFULLY PACKED—AII Link-Belt 
bearings are protected for shipment to 
arrive in factory-finish condition. 
LASTING IDENTIFICATION — Recessed 
life-time decals identify Link-Belt bear- 
ings’ serial number and size for simpli- 
fied re-ordering. 





12,435 


LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, Philadelphia 
40, Atlanta, Houston 1, Minneapolis 5, 
San Francisco 24, Los Angeles 33, Seattle 
4, Toronto 8, Springs (South Africa). 











INDUSTRIAL DISTRIBUTION © MAY, 1951 





meen | Link-Belt Worm Gear Drives provide 


many advantages for right-angle power 
transmission. Three basic types cover the 
complete field of application: Single 
worm gear drives, helical worm gear 
drives and double worm 

* SALES 


gear drives. All are 
made in both horizontal MEETING 
IN PRINT 


and vertical housings, 

with either single or 

double gear reductions to permit con- 
venient and compact connection to vari- 
ous prime movers and driven equip- 
ment. 


WORM GEAR DRIVE RANGE 


Top Output 
Capacity 


97 hp 
26:1 to 540:1 56 hp 


26:1 to 8000:1 | 26 hp and 
124,000 in. Ibs. 


= Range of 
Type Reduction Ratios 


3.1:1 to 100:1 


Single 
Helical 
Doubl 


SINGLE WORM HELICAL WORM 


The compact, high-strength design 
permits high-ratio speed reductions in 
small space—high input speeds and low 
output speeds with ample capacity for 
heavy loads. Standard drives cover frac- 
tional to large 
horsepower mo- 
tors. 

Automatic 
splash lubrication 
and large anti- 
friction roller 
bearings assure 
long, trouble-free 
operating life. 

Like all Link- 
Belt products, these drives are efficient 
and long-lasting. Streamlined, internally 
ribbed housings are machined to close 
tolerances to imsure accurate, perma- 
nent alignment. Their versatility permits 
use for many special-purpose applica- 
tions. See Book 2324 for complete data. 
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DOUBLE WORM 


3 











eee AD The Cover 
hreadwell ‘ ; r Three stories that point the way to 


more sales and, for change of pace, 


P E a fourth that gives just a preview 

, ; of what’s planned for the Triple In- 

00 Ss 0 1 dustrial Supply Convention. That’s 
a : 





the neat littl package we've tied 
up for you. So, why not read this 
issue clear through and see if you 
don’t pick up some new tips and 
know-how. We'll bet you will!!! 
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Mom mer =] 


FOR HALF A CENTURY-— 


“ Page ye oeetion we oe In the March of Electric Motor 
SPECIALISTS IN THE DESIGN, Progress—we have lead the way 
in many developments of far- 

reaching importance to Industry. 

MANUFACTURE AND APPLI- For half a century, we have creat- 
ed, pioneered, and built specially 

designed electric motors for the 


CATION OF INDUSTRIAL exacting requirements of this 


country’s outstanding machinery 











: manufacturers. 
ELECTRIC MOTORS No matter what your motor 
\ requirements are — whether spe- 
cial or standard—you can depend 
ey upon Louis Allis. 


Oe ca ' \» th - 
THE Loufp [hitis CO. >.< 


YEAR 


be 
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Torque-Arm 


America’s Most Complete Line of 
Shaft-Mounted Speed Reducers 


@ The new, modern idea in speed reducers—sold from 
Distributors’ stocks —in Single Reduction and Double 
Reduction series — with capacities from 1 to 27 hp, 
speeds from 12 to 330 rpm. 


No special engineering required. No foundation to 
provide. No flexible couplings. No sliding base. No 
“lining-up” difficulties. No expensive installation. 
Stock TAPER-LOCK sheaves prescribed for each job 
to provide desired speeds. Application to other ma- 
chines is practical and easy. 





Unit is driven through any V-Belt Drive. Torque-arm, 

. fastened to any fixed object, anchors the reducer 

of Mishawaka, Ind. —_ unit. Turnbuckle provides fast and accurate adjust- 
f ment of belt tension. 

Backstop available from stock wher required. Simple. 


< Positive. Easily installed. Sealed inside the reducer 
THE TRANSMISSIONEER is featured in every Dodge adver- } housing. 
tisement. Prospects are urged to call the Transmissioneer i . 
for information about the products advertised and news of @ Compact, light weight, rugged. Quality built by 
latest developments in power transmission machinery " Dodge for Dodge dependable service. 


@ WRITE for special bulletin A602. 
DODGE MANUFACTURING CORPORATION, 500 Union Street, Mishawaka, indiana 








V-BELTS AND TAPER-LOCK SHEAVES DODGE-TIMKEN PILLOW BLOCKS ROLLING GRIP AND DIAMOND DB CLUTCHES SOLID STEEL CONVEYOR PULLEYS 





The Dodge Distributor's franchise is backed by 
73 years of specialized experience in manufacturing and merchandising Power Transmission Machinery. 
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Defense 


Industrial Distribution 


Topics 








Inilation—What It Is And What It Means To You 





“Maintaining A Stable Economy” 


Cuarces E. Wirson, Director of De- 
fense Mobilization, is in an ideal posi- 
tion to appraise inflationary trends 
and to know what is being done to 
combat them. Here are some of his 
comments on the subject: 


“All of the things we are doing— 
and must do—to strengthen America 
and the free world can be accom- 
plished only if the American economy 
is kept firm and stable.” 


“The root cause of inflation lies in 
a simple relationship. ‘Total demand 
for the goods and services which peo- 
ple want to buy exceeds the supply.” 


“The reduction of demand is ac 
complished by these principal 
means: a. Reducing credit. b. In- 
creasing taxes. c. Increasing savings.” 


“By the end of 1951 it is expected 
our effort devoted to defense will 
have doubled, with 15 percent of 
total production going to defense.” 


“Civilian supplies will be large dur 
ing 1951—in some instances perhaps 
even larger than those available dur- 
ing 1950—but the amount of money 
available to buy these supplies will 
be even greater, as more people wii 
be at work and they will earn more 
money. We cannot eat tanks and 
guns, but the men and women who 
get paid for making them compete 
with their money for the supply of 
available consumer goods. The efforts 
of these workers add to total buying 
power, but the goods they produce are 
not available for consumption.” 


“In the last half of 1950, industrial 
production rose 10 percent but it 
could not keep up with the increased 
demands. Business expenditures for 
new plants and equipment rose 25 
percent between June and December, 
while business inventories rose from 
$54 billion to $61.5 billion. Con- 
sumers rushed to buy.” 


“When the Government limits the 
ibility of businessmen and consumers 
to bid for goods with borrowed funds, 
it is limiting total demand.” 


“Taxation is a powerful anti-infla- 
tionary weapon. It not only reduces 
purchasing power but also enables 
us to pay for defense production in 
a fair and equitable manner. Instead 
of allowing prices to rise and forcing 
the burden of our defense program to 
fall upon those least able to bear it, 
taxes can distribute this burden fairly 
and equitably—but this is possible 
only if we tax ourselves heavily 
enough, We, therefore, need a tax 
policy which not only keeps the Gov- 
ernment from adding to the infla- 
tionary pressures by pumping into the 
economy more money than it ex- 
tracts, but which also takes as large 
a bite of the excess purchasing power 


as possible.” 


“All the parts of the stabilization 
program—taxes, credit, savings, prices, 
wages and rents—are interdependent. 
Failure to take strong enough ac 
tion on any of these will hurt the 
whole effort. Some Americans are, 
unfortunately, still more concerned 
with loosening one or another part 
of the program than with tightening 
ill of it. The sole purpose of these 
measures is to contro] inflation, which 
will otherwise damage our economy 
and hamper our defense mobilization. 
Until that purpose is achieved, until 
we know our economy has been ex 
panded to meet the increased de 
mands of preparedness as well as civil 
ian requirements, we cannot take off 
controls in any area.” 


“A time will come, if we act pru- 
dently and swiftly now, when some 
or all of these controls will no longer 
be needed. At that point, we will 
have more material and plant capac- 
ity available for the production of 
goods and services for civilian con- 
sumption; we will have given our 
armed forces the production machine 
they must have; we cin begin to re- 
lease resources controlled for defense 
purposes to the greater satisfaction 
of our personal civilian needs. If we 
act wisely now, that time will come 
perhaps in early 1953. If we fail to 
act wisely now, we may be faced with 
a controlled economy for a much 
longer time.” 
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Some Are Hurt, 
Others Benefit 


Tere 1s LirrLe that is simple about 
inflation. It has many causes. But 
when people want to buy more goods 
than industry can produce, you have 
inflation. It is reflected in rising prices. 
In fact, many people speak of rising 
prices and inflation as the same thing. 

What causes inflation? It may come 
when the government increases the 
supply of money faster than the sup- 
ply of goods is increased. That's one 
effect of deficit financing—the govern 
ment is paying out more moncy than 
it is taking away from people in taxes. 

Inflation may come because people 
are hoarding—scare buying. Business 
too, may anticipate shortages and try 
to build up its inventories rapidly- 
so bidding up prices. It may come be 
cause wages and profits are pushed up 
faster than production increases. 


War and Inflation 


War and inflation go together. Mil- 
itary goods are largely shot up or 
shipped out of the country—in any 
case they’re not available to civilian 
buyers. Meanwhile, the amount of ci- 
vilian production is cut down. But 
people are paid for producing military 
equipment—and that money is around 
to bid up prices of the shrinking sup- 
ply of civilian goods. 

There’s no neat and simple way of 
showing what inflation does to people. 
One man may be hurt by inflation be 
cause his salary docsn’t rise as fast as 
prices do. But he may benefit because 
the value of his house or an invest- 
ment in stocks goes up faster than 
other prices. 

For some people, those living on 
fixed incomes, ir flation may b2 almost 
literally murder. In the past in many 
countries, inflation has completely 
wiped out the value of their money. 
This is particularly true of old and 
sick people living on fixed incomes. In- 
flation mav_ literally their 
means of keeping alive. 

Many people may benefit from in 

(Continued on page 10) 
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PREPARED BY LUNKENHEIMER 


ESPECIALLY FOR 


LUNKENHEIMER DISTRIBUTORS 
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INSTANTLY to the data 





you need in your 





LUNKENHEIMER 





GUIDE 





Split-second reference ... convenient size ... complete information, 
You get all three advantages from the Guide that only 
Lunkenheimer offers. 


Slip it in your briefcase when you make a call. Keep it near 

the phone on your desk. It will pay big dividends in minutes 
saved —and in making sure you can recommend the exact 

valve needed for every specific application. 


It’s a natural for those who specify valves. They will find it 
the greatest time-saver they have ever used in specifying valves 
for their jobs. And that will lead them naturally to call 

for your Lunkenheimer valves. 


Your Guide is one more “plus” in the Lunkenheimer program 

of complete distributor cooperation. Nowhere else in the 

valve industry will you find a source of information as convenient 
. as usable . . . as full of easy-to-locate data. : 











Just refer to the thumb-index, put your finger on the pressure- 
rating or product class, and flip the Guide open. There’s your valve 
or engineering device, complete with the essential information. 


Take full advantage of your Lunkenheimer Guide. If you need extra 
copies, drop us a note, and we'll see that you get them promptly. 
The Lunkenheimer Company, Box 360U, Cifcinnati 14, Ohio. 


BRONZE IRON STEEL 


mbes rrr: 


THE ONE NAME IN VALVES 
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DEFENSE TOPICS 





Starts on page 


flation. A business man may find that 

a certified cost-per-hour on every Dumore tool inflation adds to his profits—prices 
rise faster than do his costs of staying 
in business. Of course, if inflation 
reaches the point of chaos, and money 
becomes meaningless, the businessman 
suffers along with all others. 


Many Groups Benefit 


Statistics give us some measures of 
how inflation affects various groups. 
In this country, for example, the in- 
crease in the general average of prices 
has cut the purchasing power of the 
dollar about in half since 1939. 

But— 

The industrial worker—on the av- 
erage—is better off. In terms of what 
it will buy in goods and services, his 
pay is worth about 30% more now 
than it was in 1939. Even after higher 
taxes, industrial workers generally have 
added to their real incomes in the 
last surge of inflation since war began 
in Korea. 

Farmers, too, have done well. Al- 
though the farmer pays almost twice 
as much for what he buys as he did 


Power Tool Sales in 1939, the prices of the things he 


sells have, on the average, gone up 


with THIS TESTED APPROACH come sor laun bic gue apt eal 
ialf. 


On the whole, businessmen have 











Here’s a new, but tested sales pitch 
that will really give you more power Income before 
tool business per call. The salesman toxes 
who invented it has doubled his sales Supply of goods 
° a ° ' and services 
since he started using the system! Our 

men tried it and it works! Here it is: 





VL 
VILLA 


As this star salesman puts it, “It’s eas- 
ier to sell a Power-Flex for only 5¢ an 
hour with a guaranteed production in- 
crease, than it is to reach into a guy’s 
pocket and lift out $70!" He sells 
mechanized bench and tool room fin- 
ishing for a cost of 5¢ or less per hour 
depending on the tool. Figured on 
500 hours of operation annually, the 
hourly cost includes 5 year deprecia- 
tion, interest, maintenance allowance, 
and current. 


Yt 
SS) 


© Reeea aaa aaa 


PY LLLLZ. 





\ 


Why not try this approach on next 
week's calls. You'll be glad you did. 














SLEDITEEEEELELETEEEEMEEIEE EEE EEE EEE, 
VILLA Adda dnd dadatdaddiddidhdid 








TILIA deed 





* 1950 4thQ 4th 
You Can Do More utth DUMORE! Ave 1950 195! iS 


In the opinion of Charles E. Wilson, 


T » pe D U al 0 4 é C ) M PA he Y consumer income will continue to in- 
crease faster than the supply of goods 


1300 17th St., RACINE, WIS. and services. 


(Continued on page 14) 
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Ved yur list 





HAND-OPERATED (CHAIN) 


—___Eiaa- 


N CAPACITY 





CRANES WITH END TRUCKS 


Top running, hand traveling. 
Underhung, hand traveling. 


HOISTS 
Clevis-connected 
Differential. 
Handwheel, extended 
High speed, improved 
Safeway, light, portable 
Screw geared 
Twin hook 


TROLLEY HOISTS 
Army type 

Hi-Way 600 type 

Safeway 


TROLLEYS ONLY 
Double beam 
Hyatt 
SARB 
Timken 


MOTOR-DRIVEN (WIRE ROPE) 


TON CAPACITY 





CRANES 
Top running 
Underhung 
HOISTS 
Frame B 
Frame 1, close headroom 
Frame 1, Speedway 
Frame 1, Speedway, long-lift 
Frame 2, Speedway (all suspensions) 
Frame 3, Speedway (all suspensions) 


1to10 
1to10 


K%to% 
\% tol 
\% tol 
4% tol 
% to6 
1% to 10 


for Information on the complete line of WRIGHT Hoists 


write for Catalog E-50 


t 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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CE UE 
of the VBelt business 








sell the cost-cutting V-Belt with teeth 


AON COG RET 


Gm Lower cost PER DRIVE’ GO” EXCLUSIVE COG FEATURE 


LE MORE SATISFIED CUSTOMERS ee BETTER PROFIT 


Geta whale of alot more V-Belt business with the premium Dayton 
Cog-Belt, with rayon cords—the only truly different and improved 
V-Belt on the market. The Cog-Belt has exclusive, patented, sales- 
making features no other V-Belt can match! 


Premium performance—premium profit! The Cog-Belt han- 
dles 40% more H.P. than ordinary V-Belts of the same cross- 
section size. Well worth the premium price, the premium profit 


you earn! 


Original cost is less! Just figure it out—one Cog-Belt does the 
work of at least 1.4 ordinary V-Belts. You need fewer belts, fewer 
pulley grooves to do the job, when 5 Dayton Cog-Belts do the 
work of 7 ordinary V-Belts. You can talk price, bid lower, yet 
furnish a premium product! 


Cogs keep customers! Cog-Belts are tailor-made for round-the- 
clock production days facing American industry. Cog-Belts are 
built to bend, like your finger, to take up compression strains as 
the belt goes round the pulleys, Results: Less strain, less heat, less 
stretch, less maintenance, longer life, less down-time. That's why 
Cogs keep customers sold. 





Only the Dayton Distributor can offer the Cog-Belt’s premium 
performance. (He also has the Dayton Thorobred line of fine 
V-Belts.) He is backed by the only national advertising campaign 
in TIME Magazine devoted exclusively to V-Belts; and by power- fv i 
ful trade journal advertisements that reach all important markets. / : A THIS = 

For details, write: *T.M. | 43 a MEANS Va 


COG swe nic. 
DAYTON RUBBER COMPANY ® DAYTON 1, OHIO = ai OK 0 THE HIGH-SIGN 


OF BETTER POWER TRANSMISSION 


Daytom hwilbex 


WORLD’S LARGEST MANUFACTURER OF V-BELTS 
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gained. Between 1939 and 1950, the 
share of the national income ac- 
counted for by corporate profits after 
taxes rose from 7% to about 9.5%. 
As a percent of sales, profits after taxes 
climbed from 4% in 1939 to 5% a 
decade later. Small businessmen— 
those owning unincorporated — busi- 
nesses—seem on the record to have 
done at least as well. 

While these people have done well, 
those living on pensions, annuities, 
fixed-income securities, and_ relatively 
fixed salaries have not done as well. 
Inflation has seriously hurt many peo- 
ple in this group. 





First Wave of Inflation Passes 


What are the prospects for more 
inflation? 

In the last couple of months, we've 
lk had a lull. Prices in some cases have 
CHROME-CLAD LEADER ‘ dropped. In others, they have levelled 
j off—or at lIcast not gone up as rapidly. 
and Prospects are, though, that they will 
UNIVERSAL i begin to rise again as military produc- 
Steel Tapes ae a tion gets into high gear. It’s likely, too, 
=f il that the government will run a deficit 
| Have Beauty To Spare ee in the months ahead. That will add to 

| ...DEFY Wear! : at: ie the pressure under prices. 
' he ; In the very long run—in the years 
: ahead—we're not likely to have a run- 
| away inflation. We're not likely to 


+ 


You know that in today’s tight market, steel tape buyers want plenty of | This difference can 


m a 
appearance plus extra quality for the long pull ahead. That's the No. 1 In 1951 total in- be mode up by 
reason the new Lufkin Leader and Universal steel tapes —combining Eye come will exceed Price 
Appeal with the Buy Appeal of greater durability —are “tailor-made” for total goods avail- Increases 

" . | able for consumption 
present se lling conditions. Check these timely, saleable features: Taxes and 
savings 
@ New rich maroon VINYLITE covered cases— protection against water, stains, | Z bi | 


and scuffs. 








= 


4 
@ New recessed winding devices achieve a desirable thinness . . . new bushing jj, 
plates add strength, attractiveness. A 








®@ Maximum rust-resistance with stainless steel edge bands and nickel plated 
fittings. 





The “Leader” has jet black markings protectively recessed below the 
chrome-white surtace easy-to-read and permanent Famous Chrome- ge Total 

Clad non-glare finish will not chip, crack, peel, or corrode. Markings on ; income 
the “Universal” are raised in natural steel against a “Nubian” dead-black 
background extremely durable and readable. Both steel tapes have 
“Instantaneous” readings, marked in feet, inches, and &8ths. Order now— 
available in 25, 50,75 and 100 foot lengths with or without hook ring. 


Goods 
x LUFKIN’S ADVERTISING WINS CUSTOMERS FOR YOU! / Povailable 


Regularly appearing in the Roto sections of leading Sunday Les) ~ 
newspapers, magazines, and trade papers, Lufkin ads mre i. {7 J 
sell ‘millions of prospects every month. Selling is easier when tt te 
you promote Lufkir he line with nationwide appe al. a SS ~~ 
nationwide acceptance Saif ~ 
SELL UF K A i. “We need a tax policy which i 
a tax policy which not only 
I TAPES - ROLES - PRECISION TOOLS keeps the Government from adding to 
the inflationary pressures but which 
THE LUFKIN RULE CO. © SAGINAW, MICH. also takes as large a bite of the excess 


purchasing power as _ possible.” — 
132-138 Lafayette Street, New York City ° Barrie, Ontario Charles E. Wilson. 















































. Continued on page 18) 
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.. WASTING TIME! 
.. HIGH LABOR COSTS! 





Get Performance— 
Long Life and Modern 
Design, by Equipping With 


7 TOOLS 


SIOUX TOOLS are World famous as time 
savers, cost reducers and for delivering on 
exacting jobs. It’s not what we think but 
what you find out that counts. 


SIOUX VALVE FACE GRIND- 
ING MACHINE in use — pro- 
ducing finest finish and factory 
precision without heat or distor- 
tion. 





Sold only through 
Authorized SIOUX Distributors 








STANDARD THE WORLD OVER 


ARN 
es) 
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“Take your time. boys. My Harry has 
a grip like a JACOBS CHUCK!” 


FITS A 


Coz 


IT HOLDS 


THE JACOBS MANUFACTURING CO.. WEST HARTFORD 10, CONN. 


16 


the result of mismanageMent. 
You need a job badly, b& 

a propqasition like that you @oNika 

it isn’t worth while. So yg Laas i oad . 

out and Start the wegpfmnc a > 

all over ag@“cn os fe 

tive complaj li 

can’t hire 


wpe _ (Jacobs 
* advertisements 


e 





or As 
ma ? 
tudt & BRING YOU A 


becd = 


ey CORDIAL WELCOME 


andg <= 


w —_ 
Ou 


niet like this 
<<, fe 


You can count on customers’ good will when 
you mention Jacobs Chucks. Over a period of 
years, these outstanding chucks have proved 
leaders in the field. Customers know from 
experience that if it’s a Jacobs it holds. 


Jacobs’ current campaign in AMERICAN 
MACHINIST, MACHINE & TOOL 
BLUE BOOK and MODERN MACHINE 
SHOP continues to promote good will 
through humorous, interesting cartoons that 
depict, in no uncertain manner, the strength 
es of the grip of a Jacobs Chuck. Depend on a 
a cordial welcome as a Jacobs representative. 
plac The Jacobs Manufacturing Company, 
parky< West Hartford 10, Connecticut. 
bong 
for grivinB Sc 
the rows of 7 ie 
driven by overall-& 
bucket-swi 
Which bri 
isn’t dignifi 
tive to eat 4 
or lunch in 9 
pected to ea 
room—a dol 
We young 
to be coddle¢ 
a little of the 
high brass. 
listening whe 
coon sounds 
shovelled his 


and plain bad manners show that 
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they don’t exist at all, or they are were brought up to be gentlemen, 

but we've still served our share of 
with, time on the foundry floor, the 
Pea Nhe business end 


draggecLour- 
pe clear 
“eblizzard. 
on should 
prganiza- 

He on the 

e ability 
length of 

vy, or the 
company 
first crate 
timer de- 
ard for his 
this should 
executive 
ows definite 


pands to 
min spe- 
ers, 

hey 

eir 

lolds- 
htest 
and 


ithé 
more 

e be- 
s’s mold 
into an 
, mean old 
sideration. 
making 
ow? Do 
eir own 
irspective 
ellow of 
atter of 
‘'r ad- 

q de- 
plete 
you 
ends. 
rare, 
ped, 
‘sed. 
nior 


Business for You 


See Sut 


See aniul you 1 

eS me oy ~- ii 7) you iearn 
loses its point Tf [yas eedors to treat them, not as you were 
treated 50 years ago, but as you 
he’s still shovelling. Perhaps we would expect to be treated today. 





What are You Doing about 


D. 0. RATINGS? 


Unless you do something soon you’re heading for trouble. 

Already, most manufacturers of steel products find inventories 
low and shipments of non-rated steel from mills undependable and 
inadequate. 

And now comes the D.O. 97 rating to help you and your 
customers. It assures deliveries of maintenance, repair, and oper- 
ating supplies to all types of industries for high production of pre- 
paredness essentials. 

That’s why D.O. ratings are important to you. Trouble? Yes! 
More paper work? Yes! But your shelves may soon be empty and 
unrefillable unless you request ratings from your customers 
and pass them along to your suppliers of most steel products. 

Don’t be lulled to sleep by reports of “‘plenty for all.’’ There isn’t 
enough steel to meet the demand... . and there’s no improvement 
in sight. 

Do your part! Keep your customers’ plants going by keeping 
your stocks up. You can do this only by using D.O. ratings 
properly! 





CHECK THESE LAUGHLIN ADVANTAGES 


The broadest line of its kind, including as standard * The new, 44-page Laughlin Catalog-Data Book 

many items ordinarily made up as specials. No. 150, a valuable source of information and a real 
sales-booster. 
* Exclusive sales leaders such as ‘‘Fist-Grip” Wire 
Rope Safety Clips, Clevis Grab and Slip Hooks, Safety » A fair distributor policy and substantial profit margin. 
Hooks, and genuine “Missing Links.” 
A Laughlin representative will be glad to give you the 

Consistent national advertising to keep the Laughlin whole story. Just contact THE THOMAS LAUGHLIN 

name before your customers. CoMPANY, 125 ForE STREET, PORTLAND 6, MAINE. 





Laughlin Protects the Distributor 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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Ask Your 
BILLINGS 
He'll tei y 


Heh your 
BILLINGS DISTRIBUTOR 
Well tell you why! 


H | ‘ i j 
EVERY MONTH... l 


More than 15,000 poster size reproductions of 
Billings advertisements—urging factory empl )yees to qj 
“Use The RIGHT Tool For The Job”—appear on 
industrial bulletin boards from coast to coast. Bearing the | 
imprint of BILLINGS DISTRIBUTORS they win ge | 
and customers everywhere. .. Come to Booth 504 














OISTRiBUTOR 
° 














v why! 














1, CONN 


























‘ 








Mm 


‘ a S| 
THE BILLINGS & SPENCER C0. HARTFORD 1, CONN. ISA. 
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have a collapse of the kind that Ger- 
many had after World War I or that 
some central European countries have 
had since World War II. But the in- 
dications are that prices will continue 
to rise gradually—perhaps three or 
four percent a year. 

(he mobilization program _ itself 
will keep upward pressure under prices. 
Ihe shortages of materials and man- 
power that come with it build power- 
ful inflationary pressures. And—as 
long as we do not have general war— 
it will be very difficult to raise taxes or 
maintain the tough controls that 
could keep prices down. 


Controls Only Suppress Forces 


Controls, at best, do not eliminate 
inflation’s causes. All they do is keep 
the lid on—to suppress the rise in 
prices. World War Il showed that 
sooner or later the inflationary forces 
break loose. They were held down 
fairly well through the four years of 
war, but broke out to force prices up- 
ward once the shooting stopped. 

One reason why inflation is likely 
to continue in the long run is that it 
hurts only a minority of people. As we 
saw earlier, the great majority of the 
members of large groups—industrial 
workers, farmers, and businessmen— 
have actually gained in the inflation 
of the last ten years. 

hose who are hurt are a small 
minoritv—and they're not organized. 
So the political pressures are on the 
side of encouraging a mild inflation— 
prices going up perhaps three or four 
percent a vear. 


Full Employment and Inflation 


Governments around the world have 
found this hard to resist. Since 
World War II, the United States and 
practically all other major governments 
have been supporting full employ- 
ment. Whenever business threatened 
to slow up, governments have stepped 
in to stimulate public works, housing 
programs, or to raise wages or pensions. 
Ihe cffect is to keep business going 
at full tilt and to keep everyone work- 
ing—but one result almost always is 
another mild dose of inflation. 

Ihe ideal, of course, is to keep a 
neat balance—full employment and 
stable prices. But it is probably im- 
possible to iron out all the fluctuations 
in business. In trying to do it, you 
would freeze business into a rigid pat- 
tern that might stifle all progress. Be- 
cause a mild dose of inflation is so 
hard to resist, the prospects are that 
prices will continue to push upward. 





DO YOU KNOW WHY 


CORNING 


a better product. . . built to last 


ORNING GLASS WORKS CORNING, N. Y. 


100 YEARS OF MAKING GLASS BETTER AND MORE USEFUL ox } Couning meant research i GCGhed 
A 


Have you ever stopped to ask yourself about 
gauge glasses, sight glasses and other Indus- 
trial Glassware? Take gauge glasses, for ex- 
ample . . . used wherever “there’s a smoke- 
stack.” And the largest selling gauge glasses 
are Corning, Pyrex and Macbeth brands. 

Small wonder, too. Corning research has 
produced superior products which are tough, 
accurately made and longer lasting. Repeated 
tests have proved the consistently superior 
quality of Pyrex brand Tubular Gauge Glasses 
over any other make, domestic or imported. 

That’s just one of the reasons so many lead- 
ing distributors find it profitable to handle the 
Corning line. They give their customer the 
best product. He gets good service... repeat 
business builds up. 

And Corning helps you sell! Its brand-name, 
Industrial Glassware is constantly advertised, 
promoted and attractively packaged for easy 
identification. You have everything to gain from 
carrying the Corning line yourself. 


Corning products are stocked and sold 


The Profitable Corning “Package by leading Warehousing Distributors 


Pyrex—-Macbeth—Corning Brands 
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WHAT IS THIS NEW NORTON PROCESS? Developed and in- 

stalled by Norton engineers in a new, 5-acre plant, it is a stream- 

lined precision process that produces grinding wheels to a degree 

of uniformity never before possible. The process involves produc- 
tion equipment and quality control methods that assure uniformity of all mixing, molding, 
firing and finishing operations. The result: uniform structure, inherent balance and 
grinding efficiency unmatched in the entire abrasive field. 
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in TOOL and CUTTER WHEEL business 


--ewhen you follow through with... 


NORTON NEW-PROCESS 





GRINDING WHEELS 


Truly uniform within each wheel and from wheel to wheel 


THE ANSWER TO A SALESMAN’S DREAM! 


Never before have you sold grinding wheels with so many 
benefits your customers want. 

Your customers want better-batanced wheels. In Norton 
New-Process Wheels you can promise and prove a degree of built-in 
balance vastly superior to anything else they have ever used. 
Once a toolroom operator tries them, he'll recognize that fact. 
He'll notice the freedom from vibration . .. the absence of chatter 
marks . . . the ease with which he can grind to closer tolerances 
and smoother finishes . . . the amazing way in which the inherent 
balance lasts for the life of each wheel. 

Your customers want more uniform grinding action. In 
Norton New-Process Wheels, you'll give them structural and 
dimensional uniformity never before achieved. Stress the sig- 
nificance of this feature: consistent performance throughout each 
wheel and from wheel to wheel . . . longer and more even wheel 
wear . . . fewer machine adjustments . . . assurance that all 
identically marked wheels will perform identically. 

Your customers want to prevent tool spoilage. Assure 
them that the superior built-in balance and uniformity of 
Norton New-Process Wheels properly selected from your 


*Trade-Mark Reg. U. S. Pat. Off. and Foreign Countries 


Tell your customers they can... 


Distributors’ Manual allow fast, cool, heavier cuts in expensive, 
heat-sensitive, high-speed steel and cast alloy tools without 
drawing the temper. 


TALK NORTON NEW-PROCESS WHEELS ON 
EVERY TOOLROOM CALL...AND CASH IN! 


WNORTONYK 


ABRASIVES 


Qlaking better products to make 
other products better 


NORTON COMPANY, WORCESTER 6, MASS. 


Warehouses in 5 cities. * Distributors in all principal cities. 








Abrasives © Grinding Wheels * Grinding and Lapping Machines * Refractories 
Porous Mediums * Non-Slip Fioors * Boron Carbide Products * Labeling Machines 


+ « « SAVE TIMEtharpering spiral mill- 
ing cutters with the right Norton New- 
Process Alundum* wine . they stay 
sharp and hold their size much longer 
than ordinary wheels. 


+ « » REDUCE SPOILAGE backing off 
reamers with the right Norton New- 
Process Alundum Wheels . . . their free, 
cool cutting does not draw the temper. 
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What Makes Selling FEDERATED SOLDER Profitable? 


REPEAT SALES! 





VOLUME SALES! 


‘SOLDER 








= users buy Federated® Acid Core and Solid Wire Solders because they 

now from reputation and from national advertising that Federated produces only 
k f putat 4 t | advertising that Federated prod ly 
the finest quality products. And they return to buy time and again because the 
performance of Federated Solders is tops. 


For display purposes, Acid Core Solder is packed in a bright blue and white package; 
Solid Wire in neat black and grey. The analysis of the solder is prominently displayed 
on each carton. Available in all commercial sizes and compositions. Listed by 
Underwriters’ Laboratories Inc. 


Fedeiti Mitel Ditiion \f- 


AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N. Y. 
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When you need Go 


QO’ COURSE this picture is a long way from 
machine shop practice. The point is— 

Fast production is built into “Red Shield” Drills. 
This is verified by their selection for use in mass pro- 
duction of all kinds of goods. You will find them speci- 
fied and used by the major producers in the automotive, 
aviation, farm equipment, railway, home appliance 
and electrical industries. 

Design, construction and workmanship insure uni- 
form operating characteristics, reduce delays due to 
tool failure and result in fast, economical production. 
For sale coast to coast by leading Industrial Supply 
Distributors. 


STANDARD [OOL (0. cisvexiio' omo 


THE STANDARD LINE: Drills » Reamers + Taps + Dies + Milling Catters + End Mills » Hobs + Counterbores + Special Tools 
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WASTIN’ TIME WORTH 
TEN TIMES THE 
> 


turning point toward unprofitable 
efficiency: It can be determined by 
tests and general experience Nicholson 
and Black Diam nds welcome 
such tests. Y em yout 
. self. Or, you can safe 
re, a” y” of this g7-year-old file manu 
eis definitely * turn- concem, which continually makes tests 
‘s productivity — Where and never lets quahty lag 
the cost of @ fresh file 18 less than the ‘ 
cost of the time the old file wastes. aan THROUGH DISTRIBUTORS 





- , pe grrr." 48 pese® on 
An important step 's to choose files , use and cere of files Foremen key 
that 6° farthest before reaching the mechanics should have * write for copies 


ste, wicHOLSON FILE co., 48 Acorn St providence 1. & 


bd @. 5.4 che Canade. Port Hore tnt.? 


saa 
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You cant 
tell ‘em if 
you dont 
stop em 


The first thing an ad has to do is to “stop” 
(attract) the reader. The competition for his atten- 
tion is generally keen. Distinctiveness is essential. 
In the series of ads indicated here, Nicholson mes- 


sages approach him through his sense of humor. 


The ads have been very successful. They are 
being used on your customers and prospects—espe- 
cially that vast group of readers of the industrial 
magazines of America. Last year an impartial sur- 
vey of the readership of one of those publications 
was made. The issue used for the survey showed 
that the Nicholson advertisement had been noted by 
63 per cent of its readers. This record gave it first 


on 
soto 
u.8.a. 


NICHOLSON FILE CO. « 


42 ACORN STREET * PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 


place in competition with 135 other large-size ads. 


A similar survey, for another magazine, several 
years earlier, showed the Nicholson ad “stopping” 
52 per cent of the readers—which likewise was first 
in competition with 148 other large-size ads. 


Yet these popular Nicholson ads combine high 
visibility with the convincing sales points Nicholson 
products amply provide. They help industrial dis- 
tributors and salesmen to swing customers to 

the files that tie in with the national 
defense economy because they conserve file 
steel and accomplish more production 
through their longer-lasting quality. 


.- 


- so, 
<> Ss 
’ 
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THESE 


ForT WORTH 


WAREHOUSES 
MEAN BETTER 
V-DRIVE 
SERVICE 


* 
CHICAGO 


KANSAS CITY @ @ st. tours 
@ OS ANGELES 


ATLANTA 


B 
MEMPHIS 
roe worn WC Poauas 


The Fort Worth DublDuty “QD” Sheave has 
larger maximum bore than competitive makes. A 2” 
maximum bore is available in sizes where other stock 
sheaves will only accommodate 15%”. 

A complete V-Drive line is carried in stock. 
Whether for one “A” belt, or twenty “D” belts, 
the proper drive is available 

FORT WORTH V-Belts in the patented Grom- 
met construction (C, D, and E sizes) assure cus- 


tomer satisfaction and long drive life. 


OTHER 


FORT WORTH 


PreooucrTs 


1 


SELL THE ADVANTAGES OF 


“QD” HUB ALSO FITS 
FORT WORTH “QD" 
Roller Chain Sprocket 


Your stock of QD hubs can 
serve a double purpose. The same 
hub fits in either the QD sprocket 
or the Fort 
Worth QD 


sheave. 


Investigate 
the advantages 
of stocking 
the Fort Worth “QD” line . . . 
both sheaves and sprockets. Large 
factory and warehouse stocks 
will make it especially attractive 
during present shortages. 


Write for descriptive catalogs on “QD” Sprockets and 


Sheaves. Address Dept. 15, and they will be sent to you 


ROLLER CHAIN 
SPROCKETS 
SCREW CONVEYORS 
and ACCESSORIES 
SCREW ELEVATORS 
INDUSTRIAL FANS 


immediately. 





FORI Wo RIH MACHINERY CO 


Dept. 15, 3600 McCart Street FORT WORTH, TEXAS 
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test proves that Better Wearing Quales 


give you 


MORE HOLES 
PER GRIND 


It was a smooth-running job—drilling '%2" holes 

in a cast iron cover, ¥2” thick—but the superin- 

tendent wasn’t satisfied with the wearing qualities 

of the high speed drills that were being used. They 

averaged 2705 holes per grind.<> When a C@veland 

Service Representative was called in, he recommended 

a stock CLE-FORGE High Speed Drill that is engineered 

to reduce the wear caused by abrasive action. With no change 

in feed or speed, this drill averaged 3862 holes per grind! <> 
On all drilling operations, a C@celand Service Representative can 
help you speed the job and cut costs. Contact our nearest Stockroom, or... 


Telephone Your Industrial Supply Distributor 
THE MARK ¥ OF QUALITY 


ee THE CLEVELAND TWIST DRILL CO. 
’ 1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 © Detroit 2 « Chicago 6 « Dallas 1 ¢ San Francisco 5 

Los Angeles 58 « London W. 3, England 


ee \ —— . , 
NN C: FUFI A kim f 
Cere.Mmty - 
DISTRIBUTORS EVERYWHERE 
ett ait 


ASK YOUR PNDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND oTHER Cleveland too1s 
This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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THE BIGGEST VALUES 
iG” AND 8” JOMNTERS 


THE LONGEST FENCES 
of any 6” or 8” Jointers 


Rugged enough for planing mills. Accurate enough for 
the most demanding cabinet makers. 


NEW, WELDED, 
ALL-STEEL 
CONSTRUCTION 
Permits strength, permanent ac- 
curacy and alignment, impossible 
with bolted-up cast iron construc- 
tion which tends to warp and is 
vulnerable to breakage. 
In jointer design there is a defi- 
nite relationship between fence 
length and table length. Length- 
ening of a table alone is not suf- 
ficient to increase the scope of use 
of a jointer. The fence, likewise, 
must be extended and should al- 
ways be as long as the infeed 
table plus 60% of the length of 
the outfeed table and ABSO- 
LUTELY RIGID ALONG ITS 
ENTIRE LENGTH. To assure 
accuracy and avoid work spoil- 
age, tables and fences further- 
more must be absolutely flat and 
straight, AND STAY IN THAT 
CONDITION regardless of ab- 
normal operating conditions. 


LENGTH WITHOUT WASTE- 
FUL UNUSED WIDTH 
Using steel, (2} times as strong as 
cast iron of same thickness) join- 
ter tables can be extended with- 
out increasing width, thickness, 
weight or floor space. A cast iron 
jointer comparable all ways to 
Boice-Crane’s new jointers would 
weigh more than twice as much. 


NO SPRINGY OVERHANGING 
TABLES TO SPOIL WORK 
Tables undergirded full length. 
No overhanging ends to spring 

when jointing heavy timbers. 
ENTIRE INFEED TABLE 
A BRABBET ARM 

Three more inches of support the 
full length of the rabbetting side 
of the table, the first 
jointers with adequate support 
for narrow rabbetting on wide 
stock, 


THE 


infeed 


TABLES GROUND FLAT, 
STAY FLAT 
After permanently welding all 
members together, both tables 
are simultaneously ground flat 
and parallel to closest limits, per- 
manently distortion-free. 
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QUICK, POSITIVE, MICROM- 
ETER-ACCURATE KNIFE 
SETTING. FINISHES BETTER 
—OPERATES SMOOTHER. 
First, a special ground steel bar 
(standard equipment) is em- 
ployed as a positive setting stop. 
Then, the knife ends are raised 
by a screw lifter to micrometer- 
accurate setting. Unlike time 
wasting trial and error compensa- 
tions required at this stage in con- 
ventional systems, and which at- 
tain only reasonable accuracy, 
the Boice-Crane knife lifter on 
the very first try, sets and holds 
the knife exactly in position 
while tightening the locking 
screws. All knives cut the exact 
same depth, within .002” to .003” 
setting a new standard for per- 
fect work without chatter marks. 


LARGER HEAD DIAMETER. 
IMPROVED CUTTING ANGLE 
3\-inch diameter head (3}-inch 
cutting circle), 20% larger than 
conventional 6-inch jointers. 
The 8-inch has four knives, the 
6-inch three knives, delivering 
14,400 and 10,800 cuts per minute 
respectively. A new, improved, 
gentler cutting angle cuts rather 
than scrapes. 


e TOLEDO, 





NEW, LONGER TABLE JOINTER 


THE LONGEST TABLES 
of any 8” Jointers 


THE ONLY LONG-TABLE 
JOINTERS AT ANY PRICE, 
WITH FULL-LENGTH, FRONT- 
ADJUSTING, DOUBLE. 
LOCKED FENCES 
The fences are amazingly rigid 
box-type steel main-members and 
double locked. The rear, or sec- 
ond, fence lock is on the infeed 
table, not the outfeed, so that 
after the fence has been double- 
locked, depth adjustment is made 
without disturbing the locked 
fence. This time-saving arrange- 
ment available only on the new 
Boice-Crane. 


ALL CONTROLS CONVEN- 
IENTLY GROUPED AT FRONT. 
DESIGNED FOR WORKING 
COMFORT 

The depth of cut control, two 
table locks, direct reading depth 
scale and switch can be easily 
used in a comfortable, normal 
operating position and without 
squatting, squinting, working in 
close quarters and _ skinning 
knuckles. No projecting switches, 
exposed wiring or bulging projec- 
tions. Now, for the first time, you 
can stand up to a jointer and 
work in comfort. 


right on the machine 


CONVENIENT GUARD— 


ANOTHER BOICE-CRANE 


EXCLUSIVE 

guard stays 
- simply 
turn and swing out of the way. 
When finished, swing it back into 
iafety position. 


When 


rabbetting, 


NEW ROTOR-ON-CUTTER- 
HEAD OR V-BELT DRIVE 
OPTIONAL 
100% efficient power transmission 
plus smoother operation through 
the elimination of vibration. Eas- 

ily removable rotor. 

Despite all the many advantages 
gained by Boice-Crane’s new type 
construction, production econ- 
omies have been simultaneously 
effected so that you don’t pay a 


big premium to enjoy these ad- 
vantages and added capacities. 
Boice-Crane now offers the fol- 
lowing complete line of job-rated 
jointers— 





| Without 
auxiliary 
feeding aids, boards 
r ded | rec an 
Model | for stock for stock panels 
No. Size lengths to sizes to to 


Length 
being 
a factor, 
ded 


Planes 





16” wide 
12” wide 
}12° wide 


8° x 8” 
6” x 6” 
4° x6" 


3400 | 8" x 84” 8 ft. 
2400 | 6” x 60" 6 ft. 
1400 | 6" x 36” 4 ft. 





Use coupon to obtain further 
details. 


BOICE-CRANE CO. 
939 Central Avene 
Tolede 6, Ohie 


C) Please send free literature on the new Boice- 


(Crane Jointers. 


(1 New 44-page Catalog No. 50 on entire line. 











CITY & STATE 
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SPECIALIZED 
LUBRICANTS 


No. 51 Lt. 


Ss 


*Photo courtesy U.S. Hat Machinery Corporation 





This hatter wasn’t mad...thanks to Keystone Grease! 


The plant engineer at B 

Company was responsible to keep 

hat machines—like the one pictured* 

—running, and to get production. He 
had to answer for burned-out bearings... and 


down-time. 


One day he bought a pail of Keystone #51 Light 
Grease. It cost him a few pennies more, but the 
extra performance he got in return was invalu- 
able. He soon found out +51 held up under sus- 
tained high temperature and live steam. His 
maintenance man greased less often, and used 


65% less lubricant than was required previously. 


No. 51 Light is only one of a long list of 


feede Marts tee 


specialized Keystone lubricants. It is insoluble 
in water and is made in consistencies for all 
methods of application. It has numberless uses 
throughout the process industries. 


Results like this are typical of Keystone product 
performance... which is why Keystone guaran- 
tees a saving of 10% on present cost of lubrica- 
tion, including labor... 
and it’s why Keystone 
means profitable business 
for you—the Distributor. 
KEYSTONE LUBRICAT- 
ING COMPANY, 21st & 
Lippincott Streets, Phila- 
delphia 32, Pa., Est. 1884. 


Application Guide 
...» free on request. 





LUBRICANTS CTT 
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BLACKHAWK electricians’ equipment 


gives you extra sales 


1 Now, THIN WALL Conduit can be bent profitably! 





At last, this popular tubing can be shaped efficiently on the job-site — 


thanks to a new Bender, No. S-34. 


features create greater speed, 


Remote control and other exclusive 
tter workmanship. Beautiful, kinkless 


bends, matched offsets and rigid installations are made in new record 


time. It handles 114, 144 and 


‘' sizes. Savings in materials are 


dramatic. This equipment pays for itself on the first good job. 


© It’s a Knock-Out Punch and 
it’s HYDRAULIC! 
No wrench to swing. ‘Porto- 
Power” punches holes up to 
4\/," in distribution boxes, etc. 
Saves at least 60% of job time. 





4) Eliminate hand pumping! 


A motorized, portable hydraulic 
pump (No. P-182) can triple the 
output of a pipe bender. It 
works wonders on other hy- 
draulic equipment also. 


2) More Speed on RIGID pipe, too! 


The “Porto-Power” hydraulic unit has 
many exclusives. Because the ram 
works in any position, a Blackhawk 
Bender adapts to floor or bench use 
—or overhead on existing runs. Two 
models serve 8 pipe sizes, 1” to 4". 


5] Lift machinery, pull pulleys 


Dozens of allied jobs are licked 
by the “Porto-Power” hydraulic 
jacks which serve Blackhawk 
Electrician's Equipment. 


Tell plant electricians and industrial electrical contractors about these 


dramatic savings. 


The many new products, pictured here, have made 


Blackhawk the hottest equipment line in the electrician’s field! A 
product of Blackhawk Mfg. Co., Dept. P-1751,Milwaukee 1, Wisconsin. 


BLACKHA 


HypRauLiC Porto-Po 


wer EQUIPMENT 


Visit us at the Industrial Supply Distributors Convention 


San Francisco—Booth No. 514 


teh ee ei AO I RENCE NA, 


LLL ALPE LDL AAA AL sees wa 








They brought 
LaRis 
To the oil helds 


A wonderful new fashion show was 
held in Paris... 

One week later, the same show was 
staged —in Texas! 

The place was Neiman-Marcus of Dal- 
las, one of the most remarkable stores in 
the world. Though hundreds of miles 
from the “fashion capitals,” they sell more 
exclusives from more top designers than 


32 


any other store in the U. S. 

After new Paris creations arrive in 
New York, it’s only a matter of hours be- 
fore they're displayed in the N-M salons! 

Want to know their secret? 

When Neiman-Marcus want a fashion 
scoop, they bring their high-fashions in 
at high altitudes. They use Air Express! 

You don’t have to be a Texan to want 
the fastest service in the world. Your 
business doesn’t have to be fashions to 
profit from regular use of Air Express. 
Here are its unique advantages: 

IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick 
up and delivery service in all cities and 
principal towns, at no extra cost. 

IT’S MORE CONVENIENT —One call to 
Air Express Division of the Railway 
Express Agency arranges everything. 
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IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 

IT’S PROFITABLE—Air Express expands 
profit-making opportunities in distribu- 
tion and merchandising. 

For more facts call Air Express Division 
of Railway Express Agency. 


“OAR HOES 


GETS THERE FIRST 





tow Luttertield Advertises YOO 
to YOUR Market 


Point No. 5 in the 
Butterfield Sales 
Policy 


For e687 nesuirs “We will advertise nationally 
iN ANY TAPPING 508 to your customers and 











OR txamme... 





THE GINe THAT'S 


consistent campaign 
built around the ‘Buy 
Through Your Distributor’ 


oo. — : 


Ow bur io Hand Taps prospects with an aggressive, 











Like every other point in Butterfield’s 7-point 
Sales Policy, this one is not only down in black and 
white — it is lived up to 100%! 

Messages like these full pages in color appear 
regularly in your customers’ preferred magazines — 
and every one of these ads tells the reader to order 
from his nearby Butterfield Distributor. 

Plus Plenty of Merchandising Material 

Butterfield supplies a full kit of colorful, informa- 
tive folders and tell-at-a-glance decimal equivalent 
and tap size charts. With your imprint they’re con- 
stant reminders — at both point-of-sale and point- 
of-use — of you as the logical source of supply. And 
Butterfield’s modern, non-spill packaging is another 
sales clincher. 

Plus Expert Personal Service 

Butterfield’s trained experts know cutting tool 
applications from A to Z. They know how to build 

good will for Butterfield Distributors, too — and 

Spoyba toe = Bates Tor they’re at your and your customers’ call, any time. 
pct Tape « Serial Tape « TOPO to r D 
ere" ' BUTTERFIELD Everything's Here! 


Neorby 1! 100% insPEcTED . 
punetfield Distributor ; saad Inepacted You’ll find every single feature you need for pro- 


For Prompt Deliveries tection and profit-boosting cooperation in Butter- 

end Service field’s Sales Policy. Investigate it — and let’s get 
together about a possible opening in your area. 

: Contact the Union Twist Drill Company, 

Amaricang™*: BUTTERFIELD DIVISION, Derby Line, Vermont. 


=F i 
: BUTTERFIELD 


THE 100% INSPECTED TOOLS 
Every Tool Individually Inspected 


* DIES + REAMERS + SCREW PLATES 








Welcome to our Booths 509-511 at the Triple nars 
Industrial Supply Convention 
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New General Electric ads 


feature “lighting for production 


— show industry how better lighting can cut spoilage, 


reduce accidents, lessen fatigue, boost production 





r 


You can 
catch error 
here. 


put you 
1 stop them 
here-- 
with better 
plant lighting 


cal 


cemenar @ evecrel’ 


So DIES made by General Electric lighting engineers 
during the past five years have shown that 60% of 
industrial plants are now underlighted. To help bring 
the lighting in these plants up to modern standards, 
General Electric ads like those above are telling your 
customers about lighting for production. Nearly a 
dozen national magazines and business papers are 
carrying the new campaign. 

The right lamps in the right fixtures in the right 
locations can help manufacturers cut rejects, reduce 


yrcHasine POST 


oder, nN Pe 


BUSINES 
da a4 : 


ee 


New de Ve lopme ‘nts in 


industrial oie 


CENERAL a, 
ERALD erecrare 


accidents, lessen worker fatigue, and boost production. 
So by telling your customers about better lighting, 
you'll be helping them solve some of their most im- 
portant production problems. 


If you want further information on new plant 
lighting developments, and help in selling better 
lighting to your customers, call upon your G-E Lamp 
office, or write Lamp Department, General Electric 
Company, Division 166-ID-5, Nela Park, Cleveland 
12, Ohio. 


GENERAL @@) ELECTRIC 
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\, 7 
ew your ONE DEPENDABLE 

SOURCE of SUPPLY for 

STUDY UUM ar tmalbailicm rele) i 


| OOS 








only ATKINS makes ndustrial distributors\save time, trouble and money—get 
OB ’ (and give) better valuas—by concentrating their orders 
> for standard metal culfing tools to ane reliable supplier. 
’ The full line of Atkins ‘Silver Steel’’ metal cutting taols 
puts youlin position to give your customers the tools they 
need when they need theln!... And with fhe assurance \ 
/ that anything marked ‘’Siiver Steel’’—anything made or \. 
products sold by Atkins—will help \you build a profitable clientele 
based oh satisfied customers and repeat bisiness. 








£ . Cc . AT K I N S A N D Cc oO M PA N Y @ Home ened and Factory: 402 S. pm 8 Street, Indi lis 9, indi 


Branch Facfory: Portland, Oregon Knife Factory: Lancaster, New York 
Branch Offices: Atlanta «+ Chicago’ + Portland + New York 


eee 
TRIPLE MILL SUPPLY 
CONVENTION 
San Francisco Civic Auditorium 
JUNE 12, 1951. 
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N 0 W sell your tube & pipe customers 


WEATHERHEAD Ermeto, FITTINGS 


FOR FAST, EASY CONNECTION AT ANY PRESSURE 


_ Bt... LESS COST INSTALLED; BIG SAVINGS 
tT) in INVENTORY! 


A baker’s doz 
exclus 


Tube and pipe connections can be made 
at high pressures, 1000 psi and up with 
NO FLARING, NO THREADING, 
NO WELDING, NO SOLDERING! 


Ermeto’s patented design requires no 
special tools; permits pressure-tight 
joints to be made with a wrench. 


Ermeto fittings cost less installed be- 
cause time is saved, extra materials 


Ermeto meets J. 1. C. requirements 


Meeting Aircraft Requirements Makes 


en of unmatched advantages 
ive with Weatherhead 


eliminated. 


Easy to take apart and retighten with 
a pressure-tight joint. 


Many users are standardizing in Ermeto 
for all joints including low pressure— 
the savings in inventory are obvious. 


Ermeto is made in steel, stainless steel 
and brass—sizes ¥” to 2” O. D. 


The Mark of Duality 


Satan Wi; aTHERHEAP 


fittings. Work on vibration, metallurgical factors, 
low pressures and temperatures and work on 


corrosion resistance has helped us meet the rigid 


FIRST IN 


hinniiaidiiecliiaines HYDRAULIC CONNECTIONS 


This knowledge and experience has guided the 


Plants at Cleveland, O., Angola and Columbia City, Ind 


design and production of all the fittings we make. 
That’s why you can recommend Weatherhead— 


in complete confidence! 
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and St. Thomas, Ontario 








fitting. The sleeve and nut are slipped on the 


] The hardened sleeve is the heart of the Ermeto 
tube; end of tube is inserted into body of fitting. 


As nut is tightened, the pilot of the sleeve con- 
tracts, engaging outer surface of tube. 





Fully tightened. Tube end butts tight against 
body shoulder. 


Nut presses sleeve bevel, causing entire sleeve 
to clamp the tube. This strengthens seal and distrib- 
utes vibration strains. 


Forces acting on sleeve cause it to bow slightly, 
giving it a spring action which holds constant tension 
between the body and the nut— prevents loosening. 








TO HELP YOU SELL! 


Get the new Weatherhead catalogs imprinted 
with your house name, address and phone. Write 
The Weatherhead Co., Dept. I, 300 East 131st St., 
Cleveland 8, Ohio for sample catalogs. 


F-1456 Weatherhead Standard Fittings 
E-1457 Weatherhead ERMETO Fittings 
H-1451-A Weatherhead Hose & Reusable Ends 
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This man... 


GIVES Ist 
TO SICK 


PLA 


The plant de 4 and fi sh et hartment 
look after sick or Thywgeeiggesers, but when a machine 


or department is thr@#fenéd with “down time” medical science 
is helpless while production costs rapidly rise. 


But there is a man you can phone, just as you would call the doctor, 
or the fire or police department, and he will get on the job just as 
quickly, supplying the parts, materials or knowledge needed. 





Emergency cooperation is this man’s specialty. He has at hand about 
every remedy a machine or factory could need for any kind of trouble. 
He has prepared himself to meet the special requirements of the plants in 
his locality. Just pick up the phone and call him. 


“This man’ is an industrial distributor™™ or a specialist in certain indus- 


trial items. You will find him listed in the classified section of your tele- 
phone book—most likely under the heading Bars, bronze or Bearings, 
bronze. If he is the leading distributor, he almost certainly is the Bunting 
Distributor. He carries in stock for your money saving convenience Bunt- 
ing Standard Stock Industrial Bearings, Electric Motor Bearings, and Pre- 
cision Bronze Bars—ask him for catalog. 








2 

v There are approximately 2,000 Industrial Distributors serving every indus- 

trial section of the United States. In 1948 their total sales were more than 

$3,000,000,000. They carry an average inventory of $500,000,000, curn 

\ cheir stocks 5 to 6 times per year, fill 200,000 orders per day. have 12 ,000 
outside salesmen and engineers, 10,000 inside ler exp 
operate 8000 trucks delivering merchandise on which whet average net 
profit is .0292 cents per dollar of sales. 


Bunting. 


SROMEE BEARINGS - BUSHINGS - PRECISION BRONZE BARS 








TING BRASS & BRONZE €CO., TOLEDO 9, OHIO 


Copyright 1950 By The Bunting Brass & Bronze Company, Toledo, Ohio 
No. 3 of a series — As advertised in Factory M 9 and Mai * Steel + Machinery 
American Machinist + fron Age « Mill and Factory * Southern Power and Industry + Industrial Distribution 
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EASY TO HANDL 


Corley HOMOFLEX HOSE 


“We like this hose.” e You'll hear a lot of good words about Condor 
Homoflex Hose from the men on the job—and for good reasons . . . It’s 
lighter, more flexible, and easier to handle. . . coils and uncoils without 
kinking e Homoflex Hose lasts longer too. It’s built for strength and 
takes abuse in its stride e Bulletin 6879D, mailed on request, describes 
the unusual qualities of Homoflex for handling air, water, other fluids 
and gases e Unusual qualities are also engineered into other R/M Hose, te has like these PF 


* : qributol 
products for out Se rs of 


n a million Fe 


mo te 
industrial magozine 


V-belts, flat belting and conveyor belts. Just phone your R/M distributor. 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


Manufacturers of Mechanical Rubber Products « Rubber Covered Equipment + Radiator Hose « Fan Belts « Brake Linings « Brake 
Blocks » Clutch Facings « Packings + Asbestos Textiles « Powdered Metal Products « Abrasive and Diamond Wheels « Bowling Balls 





"National Advertising ... Unique Packaging 
Merchandising Aids Make Selling 


Linco/rt LUBRICATING EQUIPMENT 


fast, pn, 
~* fitabl ble! 


JOHN N. STONE, 


Director of Sales 


“As an Industrial Distributor of Lincoln Lubricant Application Stone Supply Company 
Equipment, we find this complete and well-engineered line rating Houston, Texas 
high among our other leading lines. Advanced engineering to meet the 
requirements of the market, insures ready acceptance by customers in all 
major industries and paves the way for easier, more effective selling. 

“Lincoln's consistent national advertising in leading trade papers, 
constantly directing the buyer to the Distributor, further preconditions 
the market for faster, easier sales. 

“Lincoln's packaging of parts, accessories and replacement items in 
uniform, metal edged boxes has been of definite assistance in 
stepping-up volume on these items. This unique packaging program, 
plus various merchandising aids have greatly enhanced our 
sales presentations. 





“We feel privileged to handle an outstanding qu 
line such as Lincoln.” 


JOHN N. STONE, Director of Sales 
Stone Supply Company 
Houston, Texas 
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Linco/n 





Lever-Type Grease Guns 
15 of 19 oz. capacity 


A a ant LER Mia, 


Grease Fittings 
(A Complete Range) 
100 Ib. Drum 
Pumps 
(Air- Motor 
Operated) 


Powerluber* 
(Air-Motor Operated) 
60 Ib. capacity 

Two Wheel 


eae NN ILE LEELA LA LAO LIA IN 





Push- Type Grease 
Guns 9 or 15 o7. 
capacity 


Centralized 
Lubricating Systems 
For One or Batteries of 

Machines. 
(Mlustrated, the New 
CentrOiler System for 

achines requiring periodic 


applications of oils.) 400 Ib. Drum Pumps 


(Ait-Motor Operated) 


"Registered Tradename 


} 


a 
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‘Registered 
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WIRE ROPE SLINGS j y ‘d DUALOC y. 


@ Made from preformed 
bee} oS cohig-te Mo) (0) Aa-1 4-1-9 8 dw 20) ol) 
with independent wire rope core. 


® Develops full catalog 
strength of rope. Ending is 
locked for full life of 


the wire rope. ; i @ Flexibility of DUALOC 
a permits close, secure snubbing. 


@ Wire ends are completely enclosed. 
Can’t snag hands or clothing. 


YOU CAN STOCK THEM 


@ The demand for certain sizes of STRAND-LAID and CABLE-LAID 
ACCO Registered WIRE ROPE SLINGS makes it profitable for you to stock them 
for quick delivery. Our advertisements in trade journals have developed a 
demand and we tell buyers to see their local distributor—meaning you. 


r 


@ ACCO Registered WIRE ROPE SLINGS are proof-tested, registered 
and warranted in writing. They are no new experiment. They have been 
proved in service by thousands of users since 1945. If you are not stock- 


ing these fast-moving slings, write us today for information. 
*Trade Mark Registered 
<e S*o. 


MEMBER THE NATIONAL SAFETY COUNCIL } 
Qe 


¢o Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


@ 
M. AMERICAN CHAIN & CABLE 


WIRE ROPE SLING DEPARTMENT 


’ In Business for Your Safety 
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..»For well over a quarter of a century Conscientious, skilled craftsmanship... ' 
BAY STATE has consistently Modern Manufacturing Equipment... 
supplied Highest Quality grinding ..» Research Facilities...Personnel 
wheels and allied abrasive products with Extensive Engineering Back- 
to world-wide industry. This ground...Patented Manufacturing 
steadfast Quality aim has been a Features...these factors all 
major factor in BAY STATE’S Ss contribute to BAY STATE’S 


recognition as a leader in the continued aim to keep Quality 
entire abrasive industry. paramount at all times. 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass., U.S.A. 


Branch Offices and Warehouses — Chicago, Cleveland, Detroit, Pittsburgh 
In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ontario 


Tete Performance Consistently Duplicated 
Write for details in handling the BAY STATE line. 
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HERES THE VARIETY THEY WANT 





No matter how wide the variety of bolts and related items that your customers 





need, you can count on meeting their requirements with Bethlehem Bolts. 
The Bethlehem line of bolts is an all-purpose line, including just about every 
type and size that are called for. Bethlehem Bolts are good bolts. They’‘re 


strong and dependable, with accurate heads and smooth-fitting threads. 


BETHLEHEM STEEL COMPANY. BETHLEHEM. PA. BETH LEH E 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation STEEL 
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1. PRODUCTION-ENGINEERED 


BELTING 


Quaker offers a full line of conveyor, flat 
transmission and V-belts to fill every order. All 
developed and proved through the years to 
give maximum, trouble-free service. 


2. PERFORMANCE-PROVED 


Proved for flexibility and strength . . . built 
to stand abrasion and resist wear . . . there's 
@ Quaker Hose for air, steam, welding, suc- 
tion, chemical, water or fire protection. 


sus MERCHANDISING THAT 
BUILDS REPEAT SALES 


Quaker’s big, colorful advertisements in leading industrial and 


consumer publications. . 


. plus catalogs, technical booklets 


and folders help distributor salesmen close the sale. 


Now, the newest Quaker program to help you keep customers 


ordering . . . and to win new ones... the Quaker Conservation 


Maintenance Plan. Includes an informative booklet, plant wall 


charts, maintenance memos. Write for the complete plan. 





3. LONGER LASTING 


PACKINGS 


Developed to assure positive, safer seals . . . to 
last longer . . . Quaker Sheet Packing is made 
to give the finest service on pumps, com- 
pressors, water, air, steam and chemical lines. 


‘ gets 


MDUAKER RUBE 


RUBBER CORPORATION 


DIVISION OF H. K. PORTER COMPANY, 


INC. 











QUAK 


a ea ee 24 PENN A: SBemaAaNCHES 1 N PRIN CIPA-1L 


CITIES 











Precision, high-speed tapping is done by 
simply installing a tapping attachment on the 
machine spindle. 


For surface grinding— a flare cup or recessed 
wheel equips the drill press to handle many 
different surface grinding operations. 


For drilling— capacity to 14" drills. A wide 
range of speeds and dependable accuracy make 
this an ideal machine for all shops. 


DRILLING is only one 


of many jobs your customers 


can do with a 


WALKER-TURNER 
DRILL PRESS 


WALKERITURNER 
ent} ibe) . 


Wei: 
KEARNEY AND] TRECKERLLORPORATION 


PLAIWEIELD-N, J. 


For spot polishing and finishing — bare 1 etal Abrasive polishing of valves is a simple, easy 

surfaces (of machines) can be given a new “pre- operation with a Walker-Turner Drill Press and the 

cision” finish by using an improvised polishing tool _— special set-up shown above. Abrasive cloth, backed 
by rubber, does the polishing. 


For removing rust, scale and paint— with a 
wire end brush attached to the spindle, the easily 
controlled pressure of the drill press readily 
removes hard incrustations such as these. and running drill press at slow speed. 


DRILL PRESSES e RADIAL DRILLS e TILTING ARBOR SAWS e BELT and DISC SURFACERS 
METAL-CUTTING BAND SAWS e METAL-SPINNING LATHES e SPINDLE SHAPERS e JOINTERS 
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THESE ADS WILL PAY OFF IN 
THE FUTURE... 


Our advertisements keap your prospects sold on 
Spang CW Pipe with ifs many favorable charac- 
teristics. And they pav¢ the way for easier, quicker 
sales for you when the demand for Spang Pipe 
is again normal. 








but the name on the pipe is the same... 


SPANG CW 


When you're planning and laying-out radiant heating systems, be sure 
to specify “Steel Pipe”... and to be sure of top-quality, specify 
“Spang CW Steel Pipe”. 

You'll like working with Spang CW Steel Pipe. It's uniform in quality, 
mill-tested, easy to cut, bend and weld. It's strong to withstand mechan- 
ical pressure, and rough handling. It stands up for a lifetime in closed- 
circuit systems. 

Even when wet-system central heating was a novelty, Spang was a 
famous name in pipe . . . it’s been famous for 110 years. 

And today's great demand for Spang CW Steel Pipe . . . greatest in 
our long history . . . makes it difficult for your supply house to fill all 
orders as quickly as they'd like to. But keep in touch with them... you 
can depend on them to do their best for you. 


SPANG-CHALFANT 


Division of The National Supply Comp 
GENERAL SALES OFFICE: Grant Bidg., Pittsburgh, Pa. 


District Sales Offices: Atlanta; Boston; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh; St. Louis 





STEEL PIPE 


QUALITY 


that 6 
yecognized 


Tie wherever’, 14 GC. 
1s USC 
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@ The Steel Wire Scratch Brushes shown 
here are of highest quality and are widely 
used. Each has a back of sound hardwood 
lumber free from defects. The tempered 
steel wire used is of highest grade made. 
Each hole is generously filled with wire to 


insure maximum service life. 


Excellent painters’ tool for removing dirt. 
paint, and general cleaning preparatory 
to painting flat surfaces. Also good tool 
for general industrial cleaning purposes. 


Rocker or curved back style used on flat 
surfaces—-easy grip—minimum effort. 


® Adaptable for cleaning narrow surfaces 
and for work on shaped metal parts. 
Used also for small weld cleaning jobs. 


He never changed from 


MILWAUKEE QUALITY - 


once he knew it 


Such a statement can be said 
about many an_ industrial 
executive who purchased 
MILWAUKEE Brush Tools 
years ago and never changed 
from MILWAUKEE quality. 


You'll find a large demand 
for MILWAUKEE Industrial 
Brushes—all types from this 
one source—and good replace- 
ment business. There is always 
the same high standard regard- 
less of the number of any one 
type ordered—no variance even 
in repeat orders. Custom-made 
industrial brushes to specific 
needs of your customers is one 
of our services. 


®@ Heavily filled unit for extra-tough clean- 


ing jobs on flat surfaces. 


@ For cleaning small, difficult-to-get-at 


places, and pipe-threads. Shaped han- 
dle gives easy grip. 


Ask for 
Bulletin No. 40-11 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
2212-36 NORTH 30th STREET, MILWAUKEE 45, WISCONSIN 
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THE LINE THAT GIVES 
YOUR CUSTOMERS THE 
RIGHT TOOL QUALITY FOR 


EVERY 
INDUSTRIAL 
NEED 


Power Driven Wire Wheel Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt” Wire Cup Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 

Miscellaneous Maintenance 
Brushes 


YOUR MARKET 


Steam & Electric Railroads 
Marine Industry 

Aviation 

Power Companies 

Public Works 

Quarries 

Mines 

General Contractors 
Chemicals 

Ceramics 

Public Buildings 

Paper Mills 

Food Industries 

Packing Plants 

Dairies 

Textiles 

Metal Working Industries 
Wood Industries 

Glass 








We are proud to introduce the famous 
Armstrong-Bridgeport pipe tool line under 
the Capewell name. These are quality tools 
throughout, backed by eighty years of manu- 
facturing experience and everyday use on the 
job. 

Tools for every use and the kind of tools 
that make work easier, results better —adjust- 
able stocks and dies, solid stocks and dies, 
ratchet die stocks for adjustable, segmental 
and solid dies, 3-way diestocks, improved pipe 
vises, pipe cutters, portable vise stands, in- 
tegral Vistands, tube cutters, handy threaders, 
reamers, 


vosper PORTABLE PIPE THREADING 


MACHINES SOLD THROUGH DISTRIBUTORS 


Two rugged high production ma- 
chines that bring your shop to the 
job: The Vosper designed SUPER 
CHIEF and PAPOOSE power ma- 
chines for pipe and bolt threading, 
cutting and reaming. Both have 
patented VOSPER quick opening, 
adjustable die heads which are de- 
signed for greater rigidity, more 
chip clearance and positive support 
of the high speed steel segments 
— These die heads permit cutting 2” 
pipe nipples 2%” long without the 
aid of a nipple chuck. Both have con- 
stantly primed centrifugal coolant 
pumps located below the sump. THE PAPOOSE 
2” portable heavy duty 


power pipe and bolt 
threading machine. 


See Ree RRR eee eS 
THE MORE WE TELL 
THE MORE YOU SELL! 


Your selling efforts are backed up by 
Capewell’s aggressive new advertising 
in AMERICAN MACHINIST, MILL & FAC- 
TORY, ELECTRICAL CONSTRUCION & 
MAINTENANCE, PLUMBING & HEATING 
BUSINESS, MODERN MACHINE SHOP, IN- 
DUSTRIAL MAINTENANCE, FOUNDRY, 
AMERICAN IRONSMITH, AMERICAN EX- 
PORTER INDUSTRIAL, THOMAS’ REGISTER 
OF AMERICAN MANUFACTURERS and 
FRASER'S CANADIAN TRADE DIRECTORY 
++. as well as by a hard hitting direct 
mail program. 


THE CAPEWELL MANUFACTURING COMPANY 


62 Governor Street, Hartford, Connecticut 
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MORSE PLAYS BALL 
with its Distributors! 


A MORSE- Franchised 


Distributor 
(Under the Morse Code) 


the Morse Standard of Quality originated and has MORSE TWIST DRILL & MACHINE CO. 
) NEW BEDFORD, MASS. 


Backing up every play is the Morse factory where 


been maintained, at all costs, through the years, as 


(Division of Van Norman Co.) 


the hallmark of good, honest tool-making. Each M O R “ E 


Morse user knows that when de needs that winning 
run, he can depend on the Morse Team...the plant CUTTING TOOLS 
and the M-FD*...to back Sim up with the complete ' 


Morse line, regular or Electrolized. 


This is another good reason why the M-FD* 


salesman is the busiest man in town! a7 haa 
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The black head 
with the red handle= 
exclusively PLUMB 





PLUMB 


HAMMERS 
HATCHETS 
AXES 
FILES 


4 They give that extra sales appeal, that final 
finishing touch. 





Here’s why... 


Hexagon heads —full finished —completely machined 
—top and bottom ... bearing surface washer faced. 


Top of head chamfered . . . sides parallel and smooth, 
mirror-finish. Clean-cut and precise. 


Threads uniform and accurate to close tolerance dimen- 
sions for perfect fit to standard gauges. 


Points machine turned — flat and chamfered. 








More and more buyers simply specify Shinyheads. Justi- 
_ ae fiably famous — Shinyheads have earned the reputation 
Shinyheads as “America’s best looking cap screw.” 


NC or NF Thread 





The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD e a CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS » MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS » SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS - FERRY PATENTED ACORN NUTS 
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Zoe ELYII Tait Weds 


LYON offers more than 
1500 regularly cataloged items 
i of Steel Equipment to meet 


a your customer’s regular needs. 


Zoe CEL ects 
DEFENSE 
te 
- Your customers will find 
e many standard Lyon products 
(listed below) of vital help in 
increasing their defense production. 


2 STRATEGIC PLANTS... AURORA, ILL., AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 553 Monroe Avenue, Aurora, Illinois 
Sold Nationally through Factory Branches and Declers 


























LYON 


STEEL EQUIPMENT 
—— | | Pe 

















LEADERS IN QUALITY 
roe BE veaes 
1901 - 195! 


¢ Shelving © Kitchen Cabinets - 
® Lockers © Cabinet Benches ° 
® Stools © Storage Cabinets ¢T 
© Bin Units © Welding Benches . 
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THE RIGHT ABRASIVE 





is the impartial recommendation 
of the right abrasive from the only 
complete line of abrasive products. 


This recommendation of the cor- 
rect wheel, belt or other abrasive 
product includes the latest infor- 
mation on improvements in these 
products and their applications — 
an especially important considera- 





tion when your production require- 
ments may be changing frequently. 
For bigger sales and profits in abra- 
sives, supply your customers with 
products by CARBORUNDUM. You 
can recommend them impartially. 


(yg CARBO 


. = 8-2 SG 


“Carborundum”,"Aloxite’ and “MX” are registered trademarks which indicate manufacture by 
The Carborundum Company, Niagara Falls, New York. 
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A Sales Story that only CARBORUNDUM can tell... 


appearing consistently in large) 
space, colorful advertising in lead- | 
ing industrial publications. Promo- | 
tional mailings are being directed 
to specific market groups. Addi- | 
tional promotion material is avail- 
able for your own use. Compre- 
hensive training classes are giving 
CARBORUNDUM distributor sales- 
men the factual information to sell 


anne yh 0 DED OE hat A 


abrasives more intelligently. With 
these and other methods in sup- 
port of your own sales effort, it is 
easier to build volume and profit 
with Abrasives by CARBORUNDUM. 


Write Department 1D 80-17 for more information. 


° \ 


MAR K 


DISTRIBUTORS have a complete line of 


abrasives identified by one brand name 
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Here ’s your Inventory 
of JOHNSON ([PBEARINGs 


S.: HOW SIMPLE IT Is for your customers to order 
Johnson Bearings! They look first for inside diameter, then 
outside diameter, then length. Out of more than 850 sizes 
available your customers can select the right size bearing and 
order by number. For example... 14% inch I.D., 17% inch 
O.D., 3” length, is Part No. 401-GP. See that each customer 
has a copy of the Johnson Bronze Catalog. It will get you 
more sales and simplify his orders. 


Remember that nine-tenths of industry’s requirements in 
sleeve bearings are available from your stock of Johnson GP 
(General Purpose) Bearings. They are produced from high 
quality bearing bronze, are uniform in finish and workmanship 
and are made in correct tolerances . . . ready for immediate 
installation. Each bearing is guaranteed. Then, too, Johnson 
GP Bearings are produced in long runs of each size at very 
low unit cost. No charge is made for patterns and tools. 


4S , 
AUHIOUL Tf 
SLEEVE BEARING HEADQUARTERS 


535 SOUTH MILL STREET © NEW CASTLE, PA. 
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UNION TWIST DRILL CO. 
ATHOL, MASSACHUSETTS, U.S. A 


MANUFACTURERS OF 


Ou Cut ¢ 
45 metal. Osts as wel] 
with 


27. 
28. 
29 . 
30 . 
31. 
32. 
33. 
34. 
(35. 
36 . 
(37. 
38. 
39 | 
40 : 


These Sales Aids are but one of many ways in which Union helps distributors reach new 
customers, keep old ones and thus continue to enjoy profits. Union’s comprehensive merchandising 
includes striking counter display for ad reprints, colorful folders, handy charts and gauges. All 
Union distributors’ names appear — without charge — in a special insert in THOMAS’ REGISTER 


under “Drills, Twist.” 


National Advertising An 8-Point Policy 

continually brings the Union story to guarantees strong backing and fair 
Union prospects ... and directs them treatment to all Union distributors. 

to contact their local distributor. 


No,other cutting tool 
will outperform a 


UNION TWIST DRILL COMPANY, artHoOL, MASSACHUSETTS 


+3. wee: 
f aN Ps aad 
Milling Cutters SS Gear Cutters ie) Twist Drills -?. Hobs mane 
. ‘ ‘ 
4 a ‘ va . 
Reames © Carbide Tools ~~ °~ 
OA 
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§. J. Shanske uses SKIL Drill Model 
47 on a door installation at The 
Chicago Manufacturing Company. 
"This drill has lots of power for 
good fast drilling jobs.”’ 


SKIL Drill Model 47 


One of 25 SKIL Drill models —a drill to 
solve every problem. 


- es 
\ as 


Model 47 is a heavy duty drill. Quarter inch 
capacity geared chuck with key and holder (Keyless 
chuck available). Standard speed 1800 r.p.m. 
with faster or slower speeds available. Weighs 3'2 
pounds; length: 71% inches. 





1 et! 


ee. ; 
ay. 











and sells another for you! . 


The Chicago Manufacturing Company 
buys one S&/Z tool after another 
because “SKIL Drills do the job where 


others fail” 


There are 20,000 holes a year behind this 
sales story! Amazing performance... but 
typical of the reason it pays—and continues to 
pay—to be a SKIL Distributor 
Those 20,000 holes a year are the number 
drilled by each SKIL Drill at The Chicago 
Manufacturing Company, builders of steel truck 
and tractor cabs. They say: ‘You need SKIL 
Drills when you use tools as hard as we do. 
While other drills overheat, stop turning and 
fail, SKIL Drills stand up under this tough 
work load.” 


With a job-proved record like this, it’s easy 
to see why SKIL Drills are replacing all other 
drills at this plant. But the sales aren’t limited 
to SKIL Drills. The company needs disc sand- 
ers to shape and finish the curved areas of the 
cabs. That means SKIL Disc Sanders on the 
job! The story has been repeated hundreds of 
times all over the country: One SKIL tool 
recommends and sells another . .. and you make 
more profit. 

Call your SKILSAW Factory Branch for 
complete information. 








Six of these S47 Disc Sanders have been on the 
job for 6 years at The Chicago Manufacturing Co. 
6 years and no breakdowns, no major repairs! 


A complete line of SKIL Sanders—belt, disc, oscillating 


or floor type—solves every surfacing 
problem in every industry. 


SKIL Disc Sander—Model 12. Efficient sanding for metal, 
wood and many other materials. Easy operation. Light, bal- 
anced weight. 7 inch molded rubber pad. Speed 4200 r.p.m. 


Overall length: 1534 inches not including pad. 








SK TOOLS 


SKIL Products are made only by SKILSAW, Inc. 


5033 Elston Avenue, Chicago 30, Ill. 
Skilsaw factory branches in principal cities 


In Canada: Skiltools, Ltd., 66 Portland Street, Toronto, Ont. 











ET 


The prime requisites of efficient metal turning are a 
properly ground tool, well supported, rigidly held, and 
correctly applied to the work. The following hints on 
the use of Williams Turning Tool Holders represent 
our recommended practice for general machine work. 
The two diagrams oe illustrate application of cut- 
ting tool to the work and proper grinding angles for 
machining cast iron and steel with high speed steel 
cutters. If, after grinding, cutting edges are honed with 
an oil stone to remove burrs the bits will cut better 
and last longer. 
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For turning brass and bronze, a round nose cutter... 
similar to the one illustrated above ...is usually used. 
Brass cutting tools should be set at exact center of 
work ... not above ...and should be ground with a 15° 
negative back rake so that the top of the cutter will be 
flat when inserted in the Tool Holder (which has the 
cutter channel broached at 15°). 


TURNING TOOLS 


5 & 
ah fiat i ala tia 


Carbide Turning Tool Holders 


Since Tungsten Carbide Cutters are extremely brittle, 
it is essential that the cutter bit be held very rigid and 
the cutting edge su ee as much as possible. 
Williams offer a Carbide Holder of heavier and longer 
design than the Regular Tool Holders of equal cutter 
capacity previously described. The cutter channel is 
broached parallel with the base of the shank rather 
than at the usual 15° angle. The parallel broaching of 
the cutter slot permits proper grinding of the cutter so as 
to give maximum support to the cutting edge. Williams 
Carbide Cutter Bits are ground ready for general use. 





ON CENTER 
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_ 
FEED EITHER |] 
DIRECTION 


seams” GL) ganaees enoaces ROUND NOSE 
CLEARANCE ANGLE CARBIDE 
TURNING 
CUTTER 


FULL SUPPORT 
UNDER CUTTER 











Copies of this and other “Memos to Mechanics” are 
available free upon request. 


OPEN END, BOX, ADJUSTABLE & RATCHET WRENCHES; DETACHABLE SOCKETS & 
SETS; IMPACT SOCKETS, TOOL HOLDERS; LATHE DOGS, “C” CLAMPS; CHAIN 
PIPE TONGS & VISES; FLANGE JACKS, PLIERS; SCREWDRIVERS; PUNCHES & 
CHISELS; SOFT FACED HAMMERS, HOIST HOOKS; EYE BOLTS; ROD ENDS; CRANK 
& BALANCE HANDLES; THUMB SCREWS: & NUTS; BODY & FENDER TOOLS. 


J. H. WILLIAMS & CO., BUFFALO 7,N.Y. Zishicbulors Everywhere 
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TO SAVE TIME ON YOUR 
PRODUCTION LINES 


Allen standards of accurate 
manufacturing, finish and 
inspection result in screws and 
keys that speed assembly and 
add hours of productivity to 


every day. 


YOU CAN DEPEND ON 
ALLEN 0 HEAD SCREWS 


wARNING 


aren't 
Allen-Type «7#™8 
gecessarill Allen-Made 


e eae eed screws it 


iver bet. 


this black and 5 


* * 


Allen Spotlights 
Contribution of 
Distributor in 
Critical Times 


* x * 


New advertising cam- 
paign features his func- 
tion, over his signature 


If you are an Allen Distributor 
you are going to do some ex- 
tensive advertising in leading 
business publications over the 
next twelve months, and it isn’t 
going to cost you a cent. 


§| For forty-one years the Allen 


Manufacturing Company has 
been a firm believer in the princi- 
ple of selling entirely through 
leading Industrial Distributors. It 
believes that the Distributor per- 
forms a particularly great service 
during periods of shortage to both 
manufacturer and user of pre- 
cision screws like Allen O Head 
Socket Screws. 


To bring this forcefully to the 
attention of buyers, Allen is 
“splitting its advertising down the 


middle’”’, as you see on this page. | 


The left column is devoted to the 
advantages of Allen products, and 
is signed by the company. The 
right column is used to stress the 
importance and helpfulness of 
Allen Distributors, and is signed 
“Your Allen Distributor’. Both 
columns feature the common 
theme of saving people’s time under 
the stress of today’s conditions. 
This campaign will continue 
through April, 1952. Allen is glad 
to pay this tribute to its Distribu- 
tors and believes the campaign 
will serve to increase the aware- 
ness of how greatly their Allen 
Distributor can contribute to the 
supply of vitally-needed products. 


* * * 
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TO GIVE YOU FASTEST 
ALLENO HEAD DELIVERY 


To keep precision screw 
products from becoming a 
bottle-neck in your work, your 
Allen Distributor always main- 
tains the largest possible stock 


on hand. 


YOU CAN DEPEND ON 
ALLEN o DISTRIBUTORS 
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SALES WITH GOOD PROFIT 


The story of RUST-OLEUM is not new to you— 
yet itis a story that has so much meaning in sales, 
profits, and satisfied users that it will always be 
a top one in importance. 


Your customers know the value of RUST-OLEUM 
—they know that it stops and prevents rust—that 
it is applicable to metal, 

wood, brick, concrete, etc., 

—that it is used both in- 

doors and outdoors, in 

almost every industry, 

to resist fumes, outdoor 

weather elements, brine, 

salt water, salt air, slight 

abrasion, etc. 


You know that the RUST- 
OLEUM Sales policy, 
which fully protects Rust- 
Oleum Distributors, is well 
planned—that it is one that 
assures fast, profitable 
turnover on reasonable 
inventory—that almost 
every plant and account 
in your territory is a pros- 
pect—that every sale means 
a good profit for you— 


. Ns Lee) 

that continuous, demand- ster / 
° . - tr 

creating national advertis- ett 


ing will repeat in more 

than 43 leading publica- 

tions “STOP RUST with RUST-OLEUM”. Total 
monthly circulation of this basic message will be 
4,888,494—many times to each of the industrial 
organizations you serve. 


Keep the RUST-OLEUM story in mind, it pays off. 


Pe attest FPL 9 
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RUST-OLEUM 


Corporation 


2413 Oakton Street, Evanston, Illinois 
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Jacking Up Sales 


With the baseball season just budding, it’s still a toss-up 
which of the teams will nail down the title bunting come October. 
Pay your money and take your choice .. . but don’t ask us to risk 
any predictions. One thing's certain though—1951 should reward 
live-wire jack salesmen, SIMPLEX Jacks. that is. Construction, 
industry, shipping int e work and other activities are 
in high gear—all of which means MORE need for jacks of all 
types. Catch on? Hop on the Simplex band-wagon and let ‘er 
roll up bigger profits for you. 





GO UNDERGROUND, 
MINE FRIEND! 


You'll call mines your friends 
when you discover how many 
jacks are used underground. It's 
a big market! In the Simplex line 
of mine jacks you have practical 
advantages to offer that make 
selling easier. They're all safety- 
engineered . . . Timber Jacks, 
Mine Roof Jacks, Ratchet Jacks, Pin-up Jacks, Pulling Jacks. 


AND, THIS UNDERGROUND ITEM KEEPS YOU 
ON TOP. You don't have to visit the bowels of the earth to 
find plenty of prospects for Simplex Trench and Timber Braces. 
Just keep your eye peeled for construction jobs where trenching 
and timbering is involved. These drop-forged steel braces provide 
safe support to protect against cave-ins . . . and they support 
your sales, as well. 


WHEN “TENSION” 
PAYS OFF! 


A. T. & T. stock isn’t the only “blue 
chip” in the phone field . . . actually. 
the whole telephone industry from 
independents on up is one sweet 
blue chip for jack salesmen—Sim- 
plex, of course. Cable and wire ten- 
sioning jacks are a ‘phone man’s 
item ... and they're widely 

used in public and private 
utility maintenance and con- 
struction work. Other good 
items are real or drum jacks, 
aluminum pole pulling and 
straightening jacks. 








I 


Vo 
mn 


THAT JACK AGAIN . 


We can't keep it hidden . . . the fame of the new Re-Mo-Trol 
Puller has travelled far and wide—which means lots of interest 
in this really hot number. These hydraulic pumps and remote- 
controlled rams lift, pull. or push hydraulically in any direction 
—from a distance. Makes difficult jobs simpler, safer and quicker 
by getting into tight places where cther jacks can’t squeeze in. 
In most cases that means greater safety. Simplex’s famous 
“center hole” ram is a basic feature. Seven sizes—in capacities 
of from 10 to 100 tons—it offers the broadest capacity range in 
the field for a thousand and one uses. We predict a brilliant 
future for Re-Mo-Trol. 


TAKE A 7T/P MAN 
—/M REALLY 


ON THE BALL/ 


For heavy-duty lifting and lowering you can’t 
equal a low-cost Simplex Screw Jack. Friction 
is cut 88% because a single, large chrome- 
molybdenum steel pivoted ball is nested in a 
hardened ball seat under the cap to center the 
load. The load can’t flatten this ball! Both 
4-way and ratchet type head types are avail- 
able—with malleable bases. For quick identificati 
Jacks are painted a different color for each capacity. 





SALTING AWAY THAT FIRST MILLION 


Maybe you can't take it with you—but it’s fun trying. . . 
especially when you jack up your sales with T-K sales promo- 
tion material. The first guys to roll up their million are those 
team-minded individuals who pre-sell their prospects with Simpl 
bulletins, catalogs, leaflets and other sales-makers. Check with 
your T-K salesman and let him show you how to multiply your 
personal sales work with hard-hitting ads, printed matter and 
publicity. 





TEMPLETON, KENLY & CO 
1036 S. Central Ave., Chicago 44, Ill 
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PRODUCTS OF UNITED STATES GAUGE 


Out of This World... Magnetically 








A compass is a sensitive 
instrument, so sensitive it is easily 
led astray by local magnetic gremlins. 

Before the operational virtues of a compass 
can be put to test, the effects of the earth’s 
magnetic attraction and of surrounding mag- 
netic disturbances must first be overcome. 

United States Gauge engineers do it by null- 
ing them with a magnetic field of their own, a 
field induced by the USG-built version of the 
Helmholtz Coil you see above. 

Here at USG we make no fuss over this in- 
strument. It is just another fact-finding tool— 
an example of how far we go to find the right 
answer to an instrument problem. 





The same investigative approach was applied 
to the development of a pressure governor for 
a large electrical manufacturer, to a submers- 
ible thermometer for a transformer, to an 
electrical motion-transmitting system for fight- 
ing planes, and a temperature gauge for a 
household heating system. 

So, if you have a puzzler in thermometry or 
one involving pressure measurement, or a dis- 
tant cousin of either, see whether we can help 
you before you get too far along. 

United States Gauge, Division of American 
Machine and Metals, Inc., Sellersville, Pa. 


Raley Me Fa , of 
& tuildly Dugas Cryiuciadl boy Crating. Seuliy 


Ship and Air-Brake Gauges * Voltmeters «© Ammeters « Welding Gauges 
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Absolute Pressure Gauges © Aircraft Instruments * Air Volume Controls ¢ Altitude Gauges © Boiler Gauges * Chemical Gauges 
Mercury, Gas, and Vapor Dial Thermometers ¢ Glass Tube and Industrial Thermometers * Flow Meters © Inspectors’ Test Gauges © Precision Laboratory Test Gauges * Marine, 


OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC., AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 
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How to be sure 
of getting First Grade Rope 


. BR , N 








] “AMERICAN BRAND’”’ 
PURE MANILA ROPE has a 
paper tape that’s marked 
“American Manufacturing 
Company”, in one strand. 
(in all sizes 2" and larger) 

















2 “AMERICAN BRAND” 
PURE MANILA ROPE has red 
| and green surface markers. 
(in all sizes %" and larger) 














3 “AMERICAN BRAND” 
PURE MANILA ROPE has this 
tag attached to the starting 
end of the coil. (in all sizes) 











HANDY COILS 
100-foot coils of 4"—*/As" 
%"—and 2" “AMERICAN 
BRAND” Pure Manila Rope pack- 
aged in 15-lb. cartons to sell from 
the counter. 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 


Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. Sales Offices: Boston + Chicago * Houston + New Orleans + Philadelphia * San Francisco 
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Talk of the Trade 


REUNION: One evening while attending the Rocky 
Mountain Association conference in Colorado Springs, 
Ray Neal (R. C. Neal, Buffalo) left the hotel for a bite 
to eat with Mr. and Mrs. Ed Neal (Nicholson File) . . 
Chey had just settled in a cab when the driver turned 
around to Ray and said: “Hello, Neal” . . . Ray, who 
usually has an excellent memory, had to admit defeat . . . 
Che driver, it turned out, was Jasper “Jap” Ireland, who 
had called on Ray when he was a sales representative for 
American Screw . . . Jap now owns a cab company in 
Colorado Springs. 


CONGRATULATIONS: The offices of Briggs-Weaver, 
Dallas, were thick with smoke—cigar smoke, that is—last 
month .. . C. C. Crockett was handing out the cigars 
... Mrs. Crockett presented him with a baby boy. 


TASTY TIP: Bertha Wellman, industrial editor of the 
Cleveland Press, recently wrote a piece about Miss Emma 
F. Miller who is with Mau-Sherwood Supply . . . I'm 
anxious now to make a trip to Cleveland . . . The Press 
feature told how well versed Miss Miller is in plumbing 
and heating—she’s an engineering assistant . . . But, the 
article also said Miss Miller loves to make fruit cakes 
and cookies , . . We'll see. 


EASY DOES IT: Let’s see you figure this one out: C. W. 
Holland is store manager for C. E. ‘Thurston & Sons, 
Norfolk . . . Right across the street there’s a distribution 
firm called Thurston-Holland Co., of which J. H. Holland 
(no relation to the above) is first vice president . . . How 
ever, L. D. Thurston, president of Thurston-Holland, is 
a brother of C. E. Thurston, Jr., president of C. E. Thurs 
ton & Sons. 


WHERE TO GO? When you get to San Francisco for 
the convention, you'll probably be wondering just what 
spots you should put on your “must see” list . . . Don’t 
worry about it .. . InpusrRiat Distripution will have a 
guide book for you that will tell you where to go to 
see what and where to go to eat what you want to eat... 
Pick up your copy at our rooms in the St. Francis Hotel 
or at our booth in the auditorium . . . We'll be seeing you. 


PLANNING A PARTY: Manufacturers’ men in all sec 
tions of the country are really putting the pressure on 
their sales managers these days . . . Everyone, it seems, 
wants to attend the Triple Convention in San Fran 
cisco . . . By the way, if you're attending and planning 
some kind of a party, how about letting us know about 
it in advance so we can stop in and take a picture or 
two ... We haven’t yet figured out a way to get to a 
party we don’t know about. 


HOSPITALITY: ‘The Cleveland Chain & Mfg. Co. tries 
to make its visitors feel at home . . . When you call 
there, you receive a folder welcoming you and advising 
you of the facilities available to you . . . The folder also 
tells you that you should feel free to use the telephone 
and warns you not to hesitate to ask the receptionist to 
reannounce you if the person you want to see keeps you 
waiting more than 15 minutes. 


TO THE POINT: The Grinding Wheel. Institute's 
“Gossip and Chat’ reports this Ham Wood comment: 
“There are some who think we ought to pin a sign over 
our Far East Policy: “Washington Slept Here’.” . . . And 
that was before the MacArthur dismissal. 


R. W. B. 
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THIS SECTION DOUBLES ITS 
INFORMATIVE VALUE 
Today, with so many new men to be trained 
in good piping practice, this compact manual 
will provide an abundance of information 


in a form that can be quickly understood. 


New help for valve-users 


The New PRACTICAL PIPING LAYOUTS Book No. 2 


Remember the hearty welcome that greeted Jenkins 
first book of Piping Layouts? Now a second series, 
Layouts Nos. 26 to 50, has just been published, and 
is destined for an even more enthusiastic reception 
from thousands of piping planners throughout 
industry. 

Again, Jenkins provides a “best-seller” in service 
literature. No better means for creating sales- 
building good will has ever been devised, as thou- 
sands of pre-publication requests for the book 
will testify. 

Today, when service is such an important factor 
in sales contacts, this new Jenkins booklet is a 
bright feather in the Jenkins Distributor’s cap. 
Timely as well as informative, it’s another example 
of the effective sales literature Jenkins Distributors 
can count on. 

It’s another reason, too, why Jenkins is the pre- 
ferred valve franchise, why year in and year out, 
it pays, and pays well, to sell Jenkins Valves. 
Jenkins Bros., 100 Park Ave., New York 17, N. Y. 
Jenkins Bros., Ltd., Montreal. 





.. another “best-seller” for 


JENKINS DISTRIBUTORS 





piping layouts 
Book No. 2 is a 32-page booklet containing dia- 
grams and descriptions of 25 basic piping layouts 
with complete recommendations for valve velec- 
tion and location in the lines. In addition, there 
is a section on the fundamentals of valve design 
and application. Tells “which valve where, and 
why”—with information in chart form for quick 
reference. A “liberal education” for anyone who 
plans piping, it also shows the range of Jenkins 


Valves available in each classification. 





Reput Rubber advertisements. like the one shown here 
are appearing in national business and trade 
papers to help point ‘out the need for proper 
application and care of Industrial Rubber Products 
Alert Republic Distributors get full advantage of this s 
assistance. Frequently they're on the spot with 
e — 
D | § TR] new suggestions that help prospects solve difficult 
B UTO RS problems in the application of Industrial Rubber Products 
. 
make profitable Sal t And when replacements are needed, it's the Republic 


Distributor who gets the first chance at the business 
Remember, with a written sales policy and an aggressive attitude 


. . 
despite fla onal rubber Shortage toward customer relations, Republic Distributors 


are set for more record breaking profits in the days ahead 


‘ 
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INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


Lee Rubber & Tire Corporation 
YOUNGSTOWN, OHIO 
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Industrial Distribution— 





Keep Selling 


IRST off, | want to establish the fact that “sell 

ing’’ in this field involves much more than “order 
taking.”” Among other things it involves a thorough 
knowledge of each customer—what he makes, how he 
makes it and what his growing or changing require 
It involves a knowledge of products and 
product applications, their availability and delivery 
time, as well as effective substitutes and their limi 
tations. It involves many forms of extra services 
that go bevond the regular line of duty 


ments are 


The Competitive Spirit 


When the sales curve is up, there is a very natural 
tendency to “‘slack off” on the selling job. But selling 
is defined above requires more of every salesman 
when we are in a period such as the present. Short 
iges, long delivery dates, production shifts in your 
customers’ plants, expansion of old plants and the 
building of new facilities, all require more in the 
way of knowledge of the customer’s requirements, 
more in the way of knowledge of product availability 
and application, and more in the way of service so that 
your customers can meet the higher production goals 
which have been set by the requirements of the 
defense program. 

How does complacency come about? And it is 
found among distributor top management as well as 
among salesmen. In large measure it goes back to a 
mistake in arithmetic. The boss savs, my sales this 
year are running 50 percent above last vear. That’s 
wonderful! The salesman on his part and taking 
the lead from his boss will say, my sales so far this 
vear are 55 percent above last vear. What a smart 
boy am I. My sales are up more than the house 
iverage. No question about it, I’m good. 

But anyone with a true competitive spirit (and no 
salesman or sales organization is worth its salt if it 
doesn’t have it) will ask, how am I doing as compared 
with the rest of the industry? Am T holding my 
competitive position? Everything is going up. Am 

as far ahead as the best? You can hide your 


head in the sand and relax in the thought you have 
made what would be a fine showing in normal times 
while the rest of the industry breezes by you. 

Let’s take a look at these fellows who are content 
with a 40 or 50 or even 60 percent increase Over 
last year. For the first two months of this year dis 
tributor sales on the average were 77 percent above 
sales in January and February 1950 (see p. 98). That's 
the national average. Many firms and many salesmen 
were obviously far ahead of that. Distributor sales in 
January 1951 were 86 percent above January last 
vear and sales in February this year were ahead by 
72 percent. And, if you happen to be a distributor 
or salesman in one of the Pacific Coast states, the 
iwerage gain is even more—first two months of 1951 
were 116 percent over the comparable months last 
vear. How do you feel now about your gain of 40, 50 
or 60 percent? 


Others Did It 


lo be sure, you can think up excuses for a less 
than average performance. Indeed, it is usually easict 
to think of excuses than it is to do the job. Even |] 
can think of excuses, “I could have sold more if I 
could have gotten more goods from my manufac- 
turers.” How’s that? 

The point is, however, other distributors faced 
with the same problems did show wider gains. Maybe 
they did a better job of keeping their purchasing 
departments abreast of the rapidly changing supply 
situation. Or, maybe they really sold the goods on 
their shelves that are not in short supply. In any 
event they kept selling as the record shows. The 
pavoff does not come from the ingeniousness of 
the excuses but from sales, 


pee aa 
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HOW HE KEEPS them selling is explained to George S 
Rogers, Carl Adelman and Thomas Curtiss of Carborundum, 
by F. J. Grunder, Onondaga Supply Co., Syracuse, N. Y. 


SALES FIGURES go to punching machine for recording 
specific data, helpful in analyzing selling job, on cards and 
emerge as 


Keep Up The Selling Habit 


Sales analysis, meetings, training still important despite 


industrial mobilization and easy market, distributor says 


OF wuat vse are sales analysis and sales meetings during 
a seller’s market? A lot, according to Frank J. Grunder, 
industrial sales manager, Onondaga Supply Co., Syra 
cuse, N. Y. 

Mr. Grunder sees sales analysis and meetings as effec- 
tive tools to maintain sound competitive selling prac- 
tices. The industrial expansion now taking place through- 
out the country underlines, not undermines, the impor- 
tance of maintaining the selling attitude. He is using 
sales analysis and meetings to: 

. Keep the sales staff alert to growing potentials, not 
merely increased sales which are probably inevitable. 
Maintain high standards of customer service with 
calls and with emphasis on efficient maintenance 
and proper product usage. “Good Will’ is a highly 
perishable asset, especially in days of shortages. 

3. Maintain and develop well-trained sales personnel to 
assure progress and growth in the future. 

. Promote Onondaga Supply Co. as the source for 
the manufacturer-suppliers it represents. 

By encouraging the competitive selling attitude on his 
staff, Mr. Grunder feels that he is merely keeping in 
step with the times. Industrial mobilization means in 
dustrial expansion, and Mr. Grunder feels his firm should 
expand with its market. The goal is increased overall 
production toward which the distributor can contribute 
with sound selling and service. The job is still to sell 
efficiency and to channel customers’ spending into pro 


ductive goods 


Onondaga Supply owns Remington-Rand _ tabulating 
equipment which provides Mr. Grunder with several dif- 
ferent break-downs of sales figures. These help the sales- 
men to be constantly aware of selling performance. 

The company groups its products into seven major 
categories: (1) cutting tools; (2) abrasives; (3) fasteners; 
(4) portable power tools; (5) light machine tools; (6) 
machine tool accessories; (7) power transmission access- 
ories. Sales in these lines are watched closely. 

Invoices are coded for each of the seven key lines, 
salesmen and customers. The invoices are sent to the 
statistics department conducted by Edwin Pierson, gen- 
cral office manager. In two or three days after the end 
of each month, Mr. Pierson supplies Mr. Grunder with 
two sales reports: (1) Sales, by Customers, by Lines 
and (2) Total Sales of Key Lines, by Customers. 

Other breakdowns showing gross margin on sales by 
customers and by lines and salesmen’s expenses, by cus- 
tomers, are prepared at less frequent intervals from the 
same cards and also contribute to efficient sales direction. 


Efforts Analyzed 


From the Sales, by Customers, by Lines report, Mr. 
Grunder can see each salesman’s strong points and weak- 
nesses in selling lines and in selling different customers 
The results of the analvsis are discussed with the sales- 
man concerned. who also helps in the analysis with his 
knowledge of the customer’s operations. By the same 
token, the second report—Total Sales of Key Lines, by 
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SALES ANALYSIS reports from automatic tabulator-printer 
showing salesmen’s performance by customers and by key 
lines 


Customers—can show many facets of sales such as increas 
ing potentials for lines and for particular customers, 
need for greater sales effort on certain lines or on cer- 
tain customers, or additional product training. 

lhe salesmen’s interest in the statistical report and sub- 
sequent analysis, Mr. Grunder says, is evidence that they 
are an important stimulus to creative selling. The reports 
themselves often give suggestions for sales meeting sub- 
jects, by spotting weakness in selling lines. 

Onondaga Supply is equally well-equipped to conduct 
sales and training sessions under ideal conditions. ‘The 
firm has an isolated section of its building in which are 
located a meeting room, a cafeteria and a storage room 
for sales mecting paraphernalia. The firm has its own 
projectors, sound amplifier, recorders, screens, etc., to 
take advantage of manufacturer’s sales aid such as motion 
pictures, slides, records, etc. 

Located away from the busy part of the building, the 
meeting room affords all the privacy needed for sales or 
product sessions. It is outfitted with all the outlets 
necessary to conduct actual product demonstrations or 
projecting pictures. 


Meetings As Usual 


Industrial mobilization or not, Mr. Grunder conducts 
a sales meeting every other Wednesday night. He starts 
to work on the agenda for the next meeting as soon as 
one is over. Whenever the meeting is to be attended 
by Onondaga’s salesmen and key inside men only, Mr. 
Grunder prepares the program. The first part of the 
meeting is always devoted to a discussion BS individual 
problems and their solution. Since Mr. Grunder goes 
out with his salesmen each month-—he spends an average 
of from 10 days to two weeks with them—he understands 
most of their problems and can lead discussions relating 
to them. 

Manufacturers’ field representatives are encouraged to 
attend the meetings. In fact, about 60 percent of the 
sessions are conducted by the factory or field men. These 
sessions are also prepared in advance with Mr. Grunder 
outlining what his men are particularly interested in 
hearing or seeing. The program plan is studied before- 
hand by Mr. Grunder. 


SALES MEETINGS are held in privacy in a room fully 
equipped with stage, props and electrical outlets for dem- 
onstrations, and 


SALES AIDS such as projector, screens, amplifier, black- 


boards, recorders to help salesmen do a creative selling job. 


Field men are encouraged to make calls with Onondaga 
salesmen, but at least a week’s notice of the visit is 
required to set up calls. In some cases, field men make 
the calls on customers alone but they are asked to notify 
Mr. Grunder of their intention to make such visits. They 
are then provided with the latest customer information 
by the salesmen. The field men are also asked to report 
on their visits to the salesman concerned. 

In addition to the regular product sessions, Mr. 
Grunder schedules factory training visits for his men. 
Factory visits, Mr. Grunder thinks, make the men more 
product conscious. Association with men who know how 
the product is made and how it is used instills salesmen 
with confidence in presenting the products to customers. 

With the sales tools he has and the sales objectives 
he set, Mr. Grunder is cenfident his firm will grow 
soundly, not merely become inflated. 
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San Francisco 


Dear lary: 


I know I just wrote you how to dress while you're in San Francisco 
with Jim next month for the Triple Industrial Supply Convention. But I've 
long since learned that three letters on the subject seem to be the 
minimum requirement, 


Nobody believes me when I tell them we don't have summer in 
San Francisco, It's always spring! And early spring, a little on the 
cool side, most of the time, 


When mother came out last summer I barraged her with letters 
telling her to dress warmly, But no--she showed up with a typical 
tropical wardrobe--sheers and cottons and a featherweight coat. For- 
tunately she's about my size, so I was able to fit her out. So (again) 
unless you want to (1) look like a "turista" and (2) Freezes 


Don't bring just your white shoes and bag and hat and cotton dress. 


Do bring your "spring" clothes --suits, dark colored accessories and 
a warm top coat. 


And Do give Jim the same word--especially about the top coat. 


You probably won't be bringing a big hat, anyway, 
since they're not very good travelers, but if you're 
planning to—-I wouldn't. You'll get awfully tired 
holding it on. One of the reasons for our wonderful 
"invigorating" climate is a more or less coftstant breeze. 


Outside of San Francisco is something else again— 
15 miles from the city practically in any direction you 
run into the kind of summer you're used to. So do bring 
summer clothes for your time in the rest of California. 


Don't misunderstand me, I think we have 
the most spectacular climate in the world! 
Maybe a little fog now and then, but usually 
just in the morning. By 11 o'clock or so 
it will be brilliantly clearmd the sky will 
ce cloudless, and the air will have that first 
day of spring feeling. And the bay will be one 
of its million shifting shades of blue— 


Oh-oh. I'm tanting again. But really, 
Mary, you'll love it, 


I'm desolate that 1 won't be here to show you around, But 
the standard SF guidebook that Industrial Distribution will give out 
in its rooms at the St, Francis Hotel and at its booth in the auditorium 
will tell youabout the standard "points of interest". And they're all 
more than worth seeing--I don't believe you'll be disappointed anywhere, 


the Top of the Mark—that's required, Then there's 
Fisherman's Wharf, where'll you'll discover abalone 
steaks, and the very best crab you've ever tasted, and 
see (and smell) the little fishing boats. And the Cliff 
House, very historic, out at Ocean Beach. If you can 
manage it at all, you should go across Golden Gate 
Bridge to Marin County--maybe have dinner at the Alta 
Mira Hotel at Sausalito, where you can look across the 
bay and see the lights of the city. 


You'll want to see the panorama of the city from \ 
1 


Well, I'm going to pull all the wires I can to try to be in 
town to show it to you. But you'll cet along fine anyway—you 
can't miss, 


Remember, San Francisco's weather is stimlating, invigorating, 
winy, sparkling---but practically never hot. (it would be just like it 
to throw a heat wave while you're here-—-get up to 85 degrees, that is-= 
but the chances are all against it.) And you'll be well dressed in your 
spring or fall clothes--and conspicuous in your whites. ; 


Lots of iove Wt 


P,S, Another thing-- if you start out at noon and won't be stopping 
back at the hotel before dark, take your coat with you. As I said, 

it will be a perfect spring day at noon but it cools off pretty sharply 
at night. 
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Here's what to tell your wile... 





when she asks... “What'll I wear 








REGISTRATIONS INDICATE 1,600 TO ATTEND 


INDUSTRIAL DISTRIBUTORS in all sections of the country are 
preparing to follow Horace Greeley’s advice. They're 
planning to go West. More specifically, they’re planning 
to go to San Francisco for the Triple Industrial Supply 
Convention June 11, 12 and 13. 

Advance reservations for hotel space, for sightseeing 
tours and for manufacturers’ booths indicate that total 
registration will be above 1,600. 

As in former years, the three sponsoring associations are 
The National Supply and Machinery Distributors’ Asso- 
ciation, The Southern Supply & Machinery Distributors’ 
Association and The American Supply & Machinery 
Manufacturers’ Association. 

Arrangements for speakers have not been completed 
as yet but a meeting program has been drafted: 


Monday morning, June 11: Joint meeting of Southern 
and National Associations, Empire Room, Sir Francis 


FISHERMAN’S WHARF is a must on any 
visitor's tour of San Francisco. Here’s how it 
looked to Walter Crowder, editor of INpus- 
rRtAL Disrripution. He painted this from a 
photograph he took when he yisited the city 
last vear. 


Drake Hotel; individual meeting of American Association 
Members. 

Monday afternoon, June 11: National Association meet- 
ing, Empire Room, Sir Francis Drake Hotel; Southern 
Association meeting, French Room, Sir Francis Drake 
Hotel; American Association meeting. 


Tuesday, June 12: Contact booth program, Civic 
Auditorium, morning and afternoon. 


Wednesday morning, June 13: Joint meeting of three 
associations, Gold Room, Fairmont Hotel. 


The tour program is being handled by Thos. Cook & 
Son, travel agents. There are five tours from which dele- 
gates may make a choice. They provide for sight seeing 
on the way to San Francisco, on the return trip, or both 
ways. Chicago is the starting and termination point for 
all five tours. 
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PRODUCTION CLIMB started in 1950 may result in a 20 percent boost in nation’s output in 5 


years. 


Growth Industries of the ‘50s 


Mobilization will bring rapid expansion of our basic industries: steel, aluminum, 


chemicals, power transportation. 


Looking further ahead, peacetime markets for 


ars and trucks, industrial and agricultural machinery are still growing 


By the McGraw-Hill Dept. of 


Economics 


made thing 
S. economy will have to 
It will take more 
power, more capacity in 
lines to turn out planes and 
tanks, as well as an adequate supply of 
civilian pt 

Rearmament is not the only reason 
growing. In a study made be 
fore the Korean War broke out, the 
McGraw-Hill Dept. of Economics esti- 
mated that total national output would 
about 20% if a normal 
economy prevailed for the decade of 
What rearmament has done 
is to accelerate the pace of growth, and 
concentrate expansion for the present 
in the lines which support our defense 
effort. 

It now seems possible that a 20% 
rise in total national output may be 
achieved within 5 years. And the 
step-up will be even faster in such 
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vital industries as steel, where capacity 
is now being increased by 6% per 
year, compared to normal growth of 
2% a year. 


Growth May Be Interrupted 


This remarkable expansion may, of 
course, be interrupted. For example, 
no one can foretell the possible effects 
of war. It is conceivable that much of 
industry would be destroyed in a death 
struggle with Russia. Or the strain of 
war might warp our social system in 
such a way as to leave no incentive for 
industrial expansion. 

It is possible, too, that we may over 
expand our defense industries and run 
into severe disclocations before we re- 
sume our normal development in 
peacetime lines. But economists are 
a less worried about this now than 
they were during World War II. The 
record shows that manufacturing in- 
dustries expanded capacity 30% from 
1939 to 1945. But from 1945 to 1950, 


capacity increased another 27%. In 
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absolute terms, this was a bigger gain 
than during the war period. 

So if we do not have a war, but a 
period of limited mobilization lasting 
perhaps 5 years, there is every reason 
to think that American industry will 
keep right on growing. Of course, cer- 
tain industries will grow faster than 
And the leaders in growth will 
both during the mobilization 
period and in future years when more 
normal trends are resumed. 

Lhis article discusses, first, the prob 
lem of mobilization and its effect on 
various industries. The second section 
deals with industries which have out- 
standing growth prospects for the 
vears beyond the present emergency. 


others 


} 
Change, 


The Effect of Mobilization 


If mobilization continues for several 
vears, must we face increasing short- 
ages? Or can our industrial plant be 
expanded to carry the extra burden of 
rearmament and gradually ease the 
pinch on our civilian economy? 
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STEEL AND POWER industries are expanding more than 5 percent annually; aluminum capacity will go up 50 percent. 


This question is being widely 
argued among economists. The Presi- 
dent’s Council of Economic Advisers 
points out that it would be possible for 
national output to grow 25% in the 
next five years. Such a record has been 
made in the past under favorable cir- 
cumstances. But other economists 
contend that a period of mobilization, 
involving considerable sacrifices but 
lacking the crisis atmosphere of a real 
war, is not one in which to expect 
great increases in productivity, which 
is the key to industrial growth. 

Output per manhour—for the 
economy as a whole—did not increase 
noticeably during World War II. 
Among the reasons: Conversion to un- 
familiar military products, shortages of 
skilled labor, and a lack of new tools 
for many purposes. The same factors 
stand today in the way of increasing 
productivity now. 


Industries Plan Capacity Increase 


On the favorable side, of the growth 
question, is this: many industries—par- 
ticularly those in critical defense ac 
tivities—are planning substantial in 
creases in capacity. These expansion 
plans as they are carried through, will 
result in a larger, more productive 
economy, partjcularly in the vital field 
of metals and metalworking. 

Here is how the pattern of expan- 
sion for the mobilization period is 
shaping up: 

The steel industry is increasing its 
capacity, from 104.2 million tons a 
year now to 117.5 million tons by the 
end of 1952. This will enable America 


to turn out more steel than the rest of 
the world all together turned out last 
year. The new goal will top peak steel 
requirements of World War II by 28 
million tons. 

There’s also a big program for 
auxiliary facilities to supply the steel 
mills: railroad cars and ore boats, 
plants for refining low grade ores, coke 
ovens, and_ steel-making chemicals, 
such as oxygen and ferro-alloys. 


Aluminum To Expand 50% 


Aluminum is another basic indus- 
try which is expanding under forced 
draft. Current plans call for upping 
capacity by 790 million pounds, more 
than 50% above the current total. 
And government agencies are calling 
for still more expansion to add as 
much as another billion pounds of ca- 
pacity. (Actually part of this goal is 
likely to be realized by imports from 
Canada rather than by U. S. plants.) 

Production of other non-ferrous 
metals—copper, zinc, magnesium and 
titanium—will be pushed to the limit. 

Metalworking industries—generally 

are not likely to expand their ca- 
pacity as rapidly as they did in World 
War II. Some types—those geared to 
key military programs—will expand 
rapidly. But overall the country now 
has more capacity for chewing up 
metal than for producing metal. To 
fill their defense orders, of course, 
metalworking industries will convert 
many of their present facilities 

Shifting auto plants over to pro 
duction is one good example. The 
government is setting up facilities 
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to produce 50,000 planes a year, al- 
though it won’t order that many pro- 
duced under today’s program. In 
World War II, we hit a peak rate of 
96,000 planes. But when its current 
expansion is completed, the aircraft 
industry will have a capacity about 
equal to its World War II peak. To- 
day’s bigger, more complicated planes 
take roughly four times as much effort 
to produce as did the World War II 
models. 

To meet its expansion goals, the in- 
dustry will have to reopen standby 
plants, convert auto plants, and prob- 
ably build a few new plants. The em- 
phasis, however, will be on making use 
of plants already existing. 


Metalworking Stimulated 


Metalworking activity will soar, even 
with the limits on supplies of metal. 
Military products take more man-hours 
per chunk of metal than do automo- 
biles or appliances. In this program, 
too, the emphasis is on the new, more 
complicated weapons—jet engines, su- 
per-sonic planes, and guided missiles. 
All this will push dollar values of the 
industry’s output to new highs. 

Materials will be a key to the 
mobilization program. Military pro- 
duction, as planned now, will be tak- 
ing 15% or more of the nation’s steel 
in another year. It will take much 
higher proportions of aluminum and 
copper. And the program—particu- 
larly jet engines and guided missiles— 
will take the bulk of available supplies 
of key alloving elements—tungsten, 

(Continued on page 156) 
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Louis distributor drove 280 miles, 
customer out of a jam, 


A SALESMAN for a St 


spent a day and a half helping a 


and wrote a $10 order. Was it worth it? It sure was, 


says the distributor, because there’s . 


“No Price Tag On Service” 


Do a job for the customer first, count the 


cost later, says St. Louis distributor 


'AKING MORE than just a financial interest in keeping 
their customers’ plants operating has won a “trouble 
shooting” reputation for the salesmen of R-J Bearings 
Corp., St. Louis. 

Since the company was founded 16 years ago, R. N. 
Dames, president, has operated on the theory that it’s 
ilways better to help any customer out of a tight spot 
first, with whatever extra service necessarv, and count the 
cost later. As a result 

1. R-J Bearings has built up a tremendous store of 
good will, and a long list of established customers. Many 
customers who first think of R-J Bearings as the one to 
call in an emergency end up by calling the company 
regularly for merchandise 

2 The second effect h iS been to Save countless days ot 
production for hundreds of manufacturers in the St. 
Louis area. This was of particular importance in World 
War II, when St. Louis was a center of defense produc 
tion. And Mr. Dames figures that it’s likely to be just 
is important during the present mobilization program 

\ recent example of R-J Bearings’ without 
cost’”’ policy is the case of A. W. Robinson, salesman, 
ind a burned out saw 

The telephone rang at Mr. Robinson’s home in St 
Louis at 9 o'clock one recent Sunday morning. The 
Illinois Lumber Co., building pre-fabricated homes 
around the clock 140 miles away, had a burned out bear 
Production had halted completely, 
How about 


* SCTVICE 


ing on a master saw 
and work crews were standing around idle. 
rushing a new bearing down? 

From his previous experience with this plant, Mr. 
Robinson knew the saw in question, and the bearing 
ipplication which had broken down. He also knew, un 
fortunately, that this tvpe bearing was not in stock 
ind the factory was quoting 90 davs delivery on it 

Hoping for the best, he loaded up his car with sub 


stitute pillow blocks and bearings from the warehouse 
and drove the 140 miles to the southern Missouri plant 
on Sunday afternoon. At 6 a.m Monday he was at work 
on the saw. At 7 p.m., 13 hours and countless improvisa- 
tions later, the saw was back in operation. 

How much profit did R-J Bearings show on this trans- 
action? On a short time basis it was a dead loss, but 
over the long haul the salesman created a valuable bit 
of good will. 

“If you stop to figure your profit on every job like 
this,” says R. N. Dames, president, “you end up without 
the business and the profit. We don’t put a price tag 
on service, and we don’t lose money.” 

Another example of how these salesmen stay ready 
to give “extra” service is the case of R. W. Bristol, 
salesman, and a 61-year-old planer. 

A large meat packing plant in St. Louis uses the planer 
to produce finished lumber to size to maintain and build 
refrigerated railroad cars. 

One of the oldest employees at the plant remembers 
that the planer was doing the same work when he began 
his employment in 1890. In 1931, the building housing 
the planer burned to the ground, but, with a few minor 
repairs, the machine was in operation again. 

\ few months ago it puffed up a little blue smoke, and 
quit. 

The company was ready to jettison the machine on 
the basis of its age alone, but called in R-J Bearings’ 
Bristol “just in case’. Mr. Bristol found that the main 
shaft bearing was completely burned out. And to make 
matters worse, the odd-sized bearing hadn't been pro- 
duced in years, which ruled out ordering a replacement. 

\s a substitution, Mr. Bristol installed three roller 
bearings on the shaft, something that R-J Bearings sup- 
pliers said couldn’t be done. They were wrong—for the 
machine is now in its 62nd year of operation. Unless 
the building burns down again, it’s likely to run another 
60 years. 

Sometimes the salesmen get involved in complicated 
engineering problems. The Mississippi River near St. 
Louis is contained by an elaborate system of levees. 
Water which continually seeps through, and sometimes 
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PROBLEM CONFERENCE is held between R. N. Dames 
second from right), president of R-J Bearings Corp., St 
Louis, and A. W. Robinson, J. A. Walsh, and R. W. Bristol 


EMERGENCY ORDER is given to Mr. Walsh, salesman, 
for delivery by Tom McDermott, inside man. — Special 
services like this cost money, but pays off in good will 


breaks through, the levee has to be pumped back into the 
river from the “‘dry”’ side. 

Che utility which operates the pumps recently called 
in Mr. Bristol to help them solve a double problem. 
Each pump, as originally installed, had a direct shaft 
connecting the engine to the impeller. Since the im 
peller was located in the mouth of the outlet pipe 18 
feet below the normal surface of the river, the river ex 
erted a tremendous pressure on the pump engine. 

Further, the concrete floor supporting the pump was 
beginning to sink, causing shaft misalignment. 

R-] Bearings’ staff designed two radial thrust bearings 
to absorb the pressure of the river water, and a flexible 
coupling to correct the misalignment. It was a lengthy 
and complicated engineering job. 

After the parts has been cast and machined in St 
Louis, Mr. Bristol supervised their installation. The only 
charge made by R-] Bearings was for the stock items 
sold for the installation. 

On a cost accounting basis, the distributor probably 
lost a considerable amount of money. But Mr. Dames 
has found that it’s worthwhile to take a loss today which 
will insure a profit tomorrow 


HURRY-UP TRIP is discussed by Mr. Robinson, one of 
R-J Bearings Corp.’s salesmen, and Mr. Dames. Mr. Robin 
son drove 140 miles on a Sunday to repair a customer’s saw 


WEARY PLANER is examined by R. W. Bristol and 
shopman. ‘The machine is 61 years old, was put back into 
operation by Mr. Bristol after main bearing burned out 


BEARING INSTALLATION recommended by Mr. Bristol 
ind designed by R-J Bearings Corp.’s salesmen saved a 
Levee association thousands of dollars 
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DEMONSTRATION by C. H 


Bailey of the Chattanooga 
Belting & Supply Co., utilizes a thorough product knowledge 


TO INCREASE YOUR SALES... . 


Get In The Plant 


A Tennessee salesman lists method of opening up new sales opportunities: 


FOLLOW-UP VISIT enables Mr. Bailey to check operat 


ing results and also look for other service opportunities. 


1. Know products; 2.. Put knowledge to work in the plant; 3. Follow up sales 


[HE BIGGEST PROFIT OPPORTUNITIES 
1 industrial supply salesmen, accord 
ing to C. H. Bailey of Chattanooga 
Belting and Supply Co., Chattanooga, 
ire in the customer’s plant. 

Fifteen years of selling supplies have 
Mr. Bailey that increased 
sales come mainly from recognizing 
ind seizing new service opportunities. 
And these opportunities he has found 
ilmost entirely on the production line. 

Mr. Bailey's recent experience in a 
oiler and tank company shop is an 
example of a plant sales opportunity 
recognized and exploited. As in most 
job metal shops, a wide variety of work 
was in progress. The constant use of 
pneumatic tools with long lengths of 
hose presented constant kinking prob 
is well as safety hazards where 
isles between work 


nvinced 


lems, 
the hose crossed 
areas. 

In addition, the heavy pneumatic 
hose required a great deal of manual 
labor for proper positioning 

The salesman studied these prob 
lems carefully, with a view toward 
greater serviceability, simplified pro 
cedure and increased shop efficiency. 
On his recommendation, the company 


nstalled an air line around the inside 


80 


wall of the plant. Outlets were in- 
stalled at strategic points so that 
shorter hose lengths could be used. 
Mr. Bailey, working closely with the 
shop’s master mechanic, recommended 
a lightweight flexible hose which 
would not kink. A trial installation 
proved successful, and the hose was 
installed throughout the plant. 


Builds Customer Confidence 


In addition to the value of the 
equipment sold by Mr. Bailey, he 
profited by increased customer con 
fidence and the resulting opportunities 
for solving other plant problems 
where supplies and equipment could 
result in better operations. His sales of 
packing, pneumatic tool bits and acces 
sories, abrasives, and other supply 
items have increased sharply in this 
plant. 

“But it’s not enough just to get in 
the plant,” said Mr. Bailey. “You've 
got to be able to make sound recom- 
mendations after you’re in. This 
means a salesman has to k abreast 
of new products, new developments 
ind now applications of standards 
products.” 

According to Mr. Bailev, 


the cus 
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tomer has to have a feeling of conf 
dence in the supply salesman’s train- 
ing and know-how. And this know-how 
can result only from thorough product 
knowledge, gleaned from experience 
ind a continuing study of manufactur 
ers’ product literature, as well as other 
sources of product information. 

Armed with this knowledge, Mr. 
Bailey feels that every time a salesman 
gains entrance to a plant, he should 
study every operation with the idea in 
mind that some improvement can be 
suggested which will save money for 
the customer and boost his own sales. 

“All this doesn’t mean that the pur 
chasing agent should be a forgotten 
man,” savs Mr. Bailev. “He is still the 
one who in the end, okav’s your orders. 
It’s just that often a P.A. isn’t in a 
position to know what can and should 
be done in the plant. He’s doing him 
self a favor by allowing a salesman to 
check the production lines for service 
opportunities.” 

On a recent trip to a Chattanooga 
chemical plant, Mr. Bailey watched a 
standard conveyor belt transfer coke 
from a shaker to railroad gondola cars. 
In talking with plant men, he learned 

(Continued on page 166) 








PLANS FOR SHOWS are drafted at Oliver H. Van Horn 
Co., Fort Worth, by John A. MacLaren, (right) company 
head, and his sales manager, Clifford B. Votaw. 


7 
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SALESMEN ATTEND and they are privileged to invite 
customers. The salesmen receive advance notice of meetings 
along with reviews of the films to be shown. 


Does Visual Education Help? 


“Sales meetings at which films are 
shown are ‘tops’. You get the real dope 
on products, and what they can do. 
It’s the help I need”—Jaye Shelton. 


“The lecture type sales meeting is good 
but you get more help out of this type. 
It’s perfect when they’re combined”— 
Ray Wipert. 


“Meetings at which films are shown are 
far better than any other type. They’re 
instructive; they bring out points much 
more forcefully’—Jack McDade. 


Texas Salesmen Say “YES” 


EXPERIMENTS with various types of 
sales meetings have convinced John A, 
MacLaren, head of Oliver H. Van 
Horn Co., Inc., Fort Worth, that ses 
sions at which films are shown are the 
most interesting and most helpful to 
salesmen. As a result, Van Horn sales 
men now attend “movies” at least 
once every three weeks. 

While there is some preparatory 
work to staging such meetings, Mr. 
MacLaren has found that it is not 
nearly as great as the work involved in 
setting up lecture-type meetings. 

“The main thing in arranging for a 
visual education session,’ Mr. Mac- 
Laren said, ‘‘is to work several weeks in 
advance. Otherwise, you'll find’ that 
you won't be able to get the film you 
want at the time you want it. Work 
ing so far in advance is really a help; 


you're sure of having sufficient time 
to notify all salesmen so that they, in 
turn, can make plans to attend.” 

Mr. MacLaren and his sales man 
ager, C. B. Votaw, keep a listing of 
available films. There are several 
sources for films, the most important 
being manufacturers and government 
agencies. Once a film has been decided 
upon, Mr. MacLaren writes to deter 
mine if it can be obtained on a speci 
fied date. 


Films Reviewed 


After confirmation is received from 
the owner of the film, Mr. MacLaren 
and Mr. Votaw study literature on 
the film and prepare a notice to all 
salesmen. Included with the notice is 
1 review of each film scheduled to be 
shown at the meeting. One, two or 
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three films are shown at each session, 
depending upon the length of the 
film, If more than one film is shown, 
Mr. MacLaren makes certain that the 
films are on allied products. 

Salesmen are privileged to invite 
customers if they think the customers 
will be interested in the subjects. At 
every meeting so far, there has been a 
sprinkling of customers in attendance. 

While there is no attempt made to 
convert the sales meetings into open 
house affairs, most salesmen take ad 
vantage of the opportunity to show 
guests through the stockroom. 

One of the most important things 
about staging such meetings, accord 
ing to Mr. MacLaren is to notify the 
salesmen of both the starting and end 
ing times and then to live up to the 
schedule. 
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HUNTING TROUBLE in Lembo M 
Mullaney (American Saw & Mfg. Co.) ar 
Supply Co., Paterson, N. J inspect old bl 


Lembo saved to show where it snapped 
PI 


achine Works, Joe 
id Joe Frank, Eagle 
ide Foreman Tony 
on band saw job 


TESTING WELD, Joe Mullaney bends the new blade al 
most double upon itself to demonstrate strength of the weld 
under stresses far beyond those it would take in normal use 
The blade is ready now to be inserted over the band wheels 


How To Trouble-Shoot With a Factory Man 


Two “Joes” team up to show you the good trouble-hunting habits and poten- 


tial-prospecting techniques 











RULES TO KEEP WHEN 
TROUBLE-SHOOTING 


. Corner-cutting doesn’t always 
save you time 

. Check off first 
including the 
seem to work okay 

. Start with the variable factors 
and keep your hands out of 
the until 
gone through all the variables 

think 


gim 


things first, 


things that 


invariables you've 


ven you 
“the 

, and might be inclined 

to 


though 
you've discovered 
mick” 
to stop right there, it pays 
go through your whole rou 
tine, checking’ everything, 
down to the type of lubricant 
if one 
. You can’t make 
of the thing and go away 
content that it’s “fixed.”” Do 
it that way and eight times 
out of ten they'll be calling 
you back before you get as far 
as the front door 
. Very often the trouble turns 
out to be much simpler than 
you thought it would be when 
you started to hunt it down 


is neéded 


i single test 








; that win steady 


Jor Frank, the salesman, got through 
his early morning office routine at 
Eagle Supply Co. in Paterson and set 
himself up for his daily calls; then he 
said he was ready to start. Joe Mul 
laney, factory field man for American 
Saw & Mfg. Co., suggested they take 
ilong some band saw stock for that 
first trouble shooting job. So, on the 
way out, Joe Frank picked up a coupl 
of lengths and slipped them under his 
irm. Once in the car and on the way, 
the factory man got out his notebook 
and pencil 


Mullaney: What's 
: Joe? 
Lembo Machine They 
manufacture plastic print 
ing machines—you know, 
the machines that print de 
on shower curtains 
and table cloths. 
Oh yeah. And they 
the blade keeps breaking 
at the weld? 
Vhat’s it. 
Mullaney: Cutting plastics? 
Frank: No, metal 
Mullaney: What metal? 
Frank: General purpose 
; whatever comes 
Uh-huh. What tooth? 
Iwelve. ‘The blade’s 10-ft 
5-in. ‘Three-quarter width 
Sounds right to me. Well 


the plant again, 


Frank: 


signs 


Mullaney: 


Sa\ 


Frank: 


cutting 
up 
Mullaney: 
I’'rank: 


Mullaney: 
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customers 


and volume = sales 


. . . let’s go have a look at 
the thing. 


The drive over took about 20 
minutes. It was an overcast day, but 
neither man had the weather on his 
mind. Instead they talked about the 
job coming up. You could see it 
working into something in Mullaney’s 
face. He'd go silent every now and 
then, and when he spoke again it was 
generally another question about the 
band saws that had cracked up. 


Mullaney: Good customer of vours, 
Joe? 

They do all right with us 
What’s the potential? 

In band saws?—couple of 
dozen a month hey 
order two dozen at a time. 
Use power hack saw blades, 
too, and regular band saws. 
Sounds as though we ought 
to spend some time there. 
‘They'd sure appreciate it 
Me, too 

Sell a lot of 
there, hanh? 

Just about everything in 
the book. Lembo’s been 
with us a long time. . . 


Frank: 
Mullaney: 
Frank: 


Mullaney: 
Frank: 


Mullaney: other stuff 


Frank: 


Joe Mullaney fell silent again, longer 
than usual, this time. Joe Frank 
started to whistle. When Mullaney 
broke in again there was an under 








HOLD IT, TONY! the two salesmen yell as the first test 
pieces begins to work free in the vise. The shopman grabbed 
for the vise handwheel and gave it an extra twist. Don’t 
overtighten it, the factory man cautions, just a notch. 


current of conviction in his voice, as 
though he was on to the trouble 
already. 


Joe, it isn’t the weld, it’s 
the machine. It’s got to be 
something in the machine. 
Band saws seldom break at 
the weld, unless they’ve 
taken a lot of abuse over a 
long period. 

Not these. They're never 
in there long enough to get 
any real use out of them. 
How about the machine. 
Pretty old, isn’t it? 
Yeah, it’s been around a 
long time. We had to re 
place some parts for him, 
new band saw wheels, and 
guides, too. 

Roller guides, hanh? 
long ago? 

Not long. We'll ask 
Lembo about it when we 
get there. Almost there 
now. 

The Lembo Machine Works, Inc. 
was of medium size. The two men 
went by the manufacturing area and 
called around back at the mainte- 
nance shops. Tony Lembo, foreman 
of the shop, looked happy to see 
them. 


Mullaney: 


Frank: 


Mullaney: 


Frank: 


Mullaney: How 


Frank: 


We sure can use that ma 
chine, mister, (he told Joe 
Mullaney). You think you 
can get it to work—for 
longer than 5 minutes, | 
mean? 

We're going to make a 
good try, Tony. Suppose 
we begin with the blade 
itself. Do you have an old 
piece of saw stock you've 


Lembo: 


Mullaney: 


» 


rrouble call took 


tried to use on the ma 
chine, one that snapped on 
the job? 

Sure, right here, (he 
reached into the shelf of 
his shop desk). That’s the 
last one we put in. 

Good enough. Now let me 
. say, wait a minute, 
Tony. Are you sure this 
is the one? — 

Must be. ‘That’s the only 
one I’ve got here. What's 
the matter? 

Just that this one isn’t 
broken off at the weld. 
They don’t always break 
at the weld—but most of 
them do. 

They shouldn't, ‘Tony 
That weld should be 
stronger than the band saw 
stock itself. 

What do you think does 
it then? What else could 
it be? 

rhat’s what we're going to 
find out. Here, (handing 
Tony Lembo a length of 
the stock he had brought 
with him Let one of 
your men weld this new 
one for us. 

Then we can start to break 
this thing down. 


Lembo: 


Mullaney: 


Lembo: 


Mullaney: 


Lembo: 


Mullaney: 


Lembo: 


Frank: 


Mullaney: 


During the next hour the two Joes 
and ‘Tony Lembo scrambled all 
around the band saw machine, adjust- 
ing handles and levers, running the 
machine free a while, watching it 
perform, then shutting it down to 
make further adjustments 
Mullaney: Hydraulic works perfectly 

(Joe Frank noted down the 
fact in his book). Ten- 
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FINDING TROUBLE he'd suspected all along, Joe Mul 
laney points to scored saw blade, explains how tight roller 
guides bind blade, 


eventually cause it to snap under stress. 


14 hours but had to be thorough. 


sion’s okay. ‘Tension spring 
should be in down posi- 
tion parallel with the leg. 
'hat’s recommended prac- 
tice for all-purpose cutting. 
I guess you cut a good deal 
of tubing, hanh, Tony? 
Most of it is tubing, about 
80 percent maybe. 

Well, that’s the position 
for tubing cuts, and light 
stock cutting. And that’s 
the position you want to 
keep it in whenever you 
start a new blade. How 
are we doing, Joc? 

Okay, so far. Hydraulic is 
all right; wheels are in 
alignment; tension is 
right; frame control works 
perfectly, blade pressure 
seems to be about right; 
blade rides the wheels prop- 
erly—I guess that leaves us 
with only the roller guides 
to check. 

We'd better test the vise 
jaws too; they’ve got to 
run square to the blade. 
All square? Good. How 
about it, Tony? You want 
to set up a job? 


Lembo: 


Mullaney: 


Frank: 


Mullaney: 


l'ony Lembo grabbed up a piece 
of angle iron and slipped it between 
the vise jaws. He spun the vise hand 
wheel and the jaws moved up and bit 


into the work piece. ‘The motor .was 
started and the blade lowered itself 
gently into the work. The blade was 
about a third into its cut when the 
roller guides started screaming. ‘ 
Frank: Shut it off, quick Tony! 
Mullaney: No, wait—let it go (he put 
out a hand to catch Tony’s 
(Continued on page 166) 
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DOUART 
KIL HOME-SHO 


THEATER MARQUEE SIGN calls attention of industrial quarters in Seattle, Wash. The building is located at an 
people passing Campbell Hardware & Supply Co.’s new intersection where many thousand cars pass daily. 


‘There’s No Business Like Show Business’ 


Theater-type sign with changeable letters attracts attention 


of industrial community to Seattle distributor’s building 


iti. 


ATTRACTED by the sign, industrial people get a good the long, continuous windows. ‘The display area is well 
view of Campbell’s large, well-arranged display area through lighted by rows and rows of fluorescent fixtures. 
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CHANGEABLE LETTERS (17-in. high) are red and 
transparent. ‘The sign (43 x 4 ft.) is lighted by neon 


A LITTLE SHOWMANSHIP goes a long way for the Camp- 
bell Hardware & Supply Co., Seattle, Wash. The Airport 
Way industrial community is now aware of what the 
company sells and the nature of its business. ‘The reason: 
1 large, theater marquee electric sign, with changeable 
letters, atop the new building. 

“We think,” said Wallace Campbell, president, “that 
the sign, in addition to enabling us to feature the prom 
inent lines we sell, will also serve excellently from time 
to time in the field of public relations.” 

Ihe sign has evoked many favorable comments, Mr. 


CLOSER LOOK reveals counter sales and service sections 
with neatly arranged tool displays. Display boards are 


tubing. Major lines are publicized through periodic chang- 
ing of letters. Holiday messages are also carried 


Campbell added. During the week preceding Christmas, 
it read “Merry Christmas” and preceding New Year's 
it read “Happy New Year”. 

I'he sign is changed every two weeks, always featuring 
one of the firm’s major lines, or 26 changes a year. 

“At first,” Mr. Campbell explained, “we thought we’d 
list the prominent brands we distribute on a number of 
signs which would be affixed to the exterior of the struc- 
ture. But the more we studied such plans, the more we 
were fearful that we would make the building look like 
a circus side-show. So, we picked this type.” 





—_ 


used as facing for ends of stock shelves, also visible, holding 
fast-moving items where they are accessible to countermen. 
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SHOWING A PRODUCT, especially a new one, is a sure 
ustomer’s interest, savs Gil Hammond, Minder 


be 


vay to get a ¢ 


Chain & Gear, Los Angeles. But, he adds, you must 


sure the product will fit into the customer's operations. 


INTEREST MOUNTS as Mr. Hammond explains the 
operation of a new speed reducer to Earl Griffith and, at 
the same time, brings customer knowledge into play by 
pointing out where Griffith Equipment can use the product 





Use mu/tiplying indicotor 
when fine adustment 
/s required 





*~Adjustoble stop for minimum speed 


~-Japped handwhee!l with collared hub 


Minimum speed 
Centra! position 
Moximum speed 


,Voriable 
/ pitch 


j-Motor 











WILL IT WORK? is the question Mr. Griffith and Mr 


Ilammond answer by putting their plan on paper. Use of 


THE BIG TEST comes when the installation is complete 
Mr. Hammond considers it an important part of his selling 
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1 variable pitch pulley and a controlled handwheel torque 
arm doubles the speed variation possible with the reducer. 


duties to be on hand for such tests. Otherwise, he says, you 
pass up an opportunity to render a service. 
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HERE’S A SALESMAN WHO URGES HIS CUSTOMERS TO... 


“Tell Me Your Troubles” 


Every customer problem you learn about, he says, can result in a sale; so far 


“s ; * 
as Gil Hammond is concerned “‘you can’t know too much about your customers 


ANYONE who doesn’t believe that 
knowing your customers and_ their 
problems is the major key to sales can 
get an argument from Gil Hammond, 
salesman for the Los Angeles dis- 
tributing firm of J. W. Minder Chain 
& Gear Co. He ranks knowledge of 
customers as the most important req- 
uisite for selling industrial supplies 
and equipment. 

Mr. Hammond makes it a practice 
to learn everything he can about a 
customer, with emphasis on produc- 
tion or operating problems. Some- 
times he has found the knowledge 
pays off in immediate sales; other 
times, though, the knowledge may 
have to be stored away for months ot 
even years before it pays dividends. 

That’s the way it was with a recent 
sale Mr. Hammond made to one of 
the West Coast’s top manufacturers 
of conveying equipment, Griffith 
Equipment Co. Mr. Hammond had 
been selling to the company for years; 
he knew the president, Earl Griffith, 
on a first name basis; he knew the 
equipment the company turned out; 
and, what proved most important in 
this instance, he knew that Mr. Grif 
fith used a self-designed, self-made gear 
case to obtain speed variation on a 
fruit dumper. 


Interest Assured 


Mr. Hammond was well aware that 
Mr. Griffith would be interested in 
reducing the cost involved in using the 
gear case, provided any substitute plan 
did not lower the efficiency of the 
dumper. Mr. Hammond had worked 
with Mr. Griffith on several substitute 
plans but each time the drawbacks 
outweighed the advantages. 

Despite this apparent lack of suc- 
cess, Mr. Hammond kept an eye 
peeled for a solution. In effect, he 
stored away, for use at seme future 
date, the knowledge he possessed of a 
customer’s problem. 

There was no question in Mr. Ham- 
mond’s mind that the “future date” 
had arrived when he read about a 
new speed reducer being put on the 


market by Dodge Mfg. Co., one of 
Minder Chain & Gear Co.’s suppliers. 

On his next regular call on Griffith 
Equipment he mentioned that he 
thought he would have a recommenda- 
tion to make within the next few 
days. Then, when literature on the 
new product arrived, he studied it; 
when the first shipment of reducers 
arrived he examined one carefully and 
thoroughly. 

While he is not an engineer, Mr. 
Hammond felt positive that the new 
reducer could be of help to Griffith 
Equipment. 

And it was—even though the final 
application was quite different from 
what Mr. Hammond had envisioned 
when he first read about the reducer. 


Know the Problem 


“It just proves,” said Mr. Ham- 
mond, “that as a salesman you do not 
have to shy away from discussing a 
technical product just because you are 
not an engineer. The important thing 
is: know customers’ problems, keep 
on the lookout for solutions, and be 
willing to work with the customer in 
adapting your products to his needs.” 

In the case of Griffith Equipment, 
the problem was to power a lemon 
dumper and washer. When lemons 
are taken into a packing house, they 
are still tender, and therefore, are held 
on the packing house floor for a day 
or two for a slight initial shrinking. 
This is to prevent the oil cells from 
bursting when the lemons are dumped 
into the hot washing water. The ini- 
tial shrinking is not sufficient, though, 
and that is why the lemons have to be 
immersed in water. 

Hand dumping is not considered 
too satisfactory; it is very tiresome 
work and the fruit is handled less 
gently than when done by machine. 

In most cases where mechanical 
methods supplant manual methods, 
the savings in labor justify the needed 
expenditure but in the case of the 
dumper the manpower savings barely 
justity installation costs. However, the 
gentle handling of the fruit and the 
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advantage of a constantly uniform flow 
through the unit more than make up 
the difference. As for speed, the me- 
chanical dumper will put 16 boxes a 
minute through more gently than a 
man can dump eight per minute. 

In initial conversations on the use 
of the new speed reducer, Mr. Ham- 
mond agreed with Mr. Griffith that 
the single and double reductions were 
not sufficient to fill the bill; a variable 
was needed. It was at this point that 
Mr. Griffith took to the drafting 
board. The result was: 

A drive for the entire unit con- 
sisting of a two speed, 14 hp. motor 
on a fixed base and fitted with either 
a 2 to 1 or 3 to 1 variable pulley, a 
V-belt drive to the speed reducer 
with a handwheel controlled torque 
arm which allows a 4 to 1 speed varia- 
tion with the 2 to 1 pulley or a 6 to 1 
variation with the 3 to 1 pulley. 


The Buyer’s Opinion 


Did Mr. Hammond perform a serv- 
ice by introducing the speed reducer 
to Grifith Equipment? Here’s how 
Mr. Griffith explained it: 

“Originally we used a gear case of 
our own manufacture, starting about 
1938. At that time we were making 
quite a few fruit washers, each of 
which required two large pumps, one 
low horsepower constant speed drive 
and one low horsepower variable 
speed drive. For the constant speed it 
was not too expensive to purchase a 
pump motor with a gear box on the 
end opposite the pump, but for the 
variable drive the built in unit was too 
expensive for the small amount of 
power required. As the pump elimi 
nated the practicability of using a 
moveable base for the motor we made 
our own gear box. However, our shop 
does not have the equipmeht to make 
our style gear box at a price anywherc 
near competitive to the Dodge unit so 
we were more than pleased when Mr. 
Hammond introduced us to the new 
unit.” 

‘So far we've used three of them 
and we're ordering a fourth.” 





C. C. WEILAND, busy president of SALES CAMPAIGN is planned by Robert J. Branham and Carol Shore. It is Mr 
Indianapolis Belting & Supply Co., gave Branham’s duty as sales manager to develop and maintain an adequate sales force, 


y toa five-man operating board organize sales records, and share administrative duties with other division heads. 


BUYING DUTIES a: 1 \ PERSONNEL PROBLEMS are in province of Office Manager W. B. Kastrup, here 
R. L. Ba who must anti ste talking with C. S. Benedi As personnel counselor, i Mr. Kastrup’s responsibility 
nents, maintain inventory level to maintain employee morale. He is also in char counter sales 


WAREHOUSE HEAD is Harry Se CREDIT CONFERENCE brings together Ray Pitcher (center), F. D. Cadby, and 
hrist, who checks shipment, receipt of Amy Brown. As credit manager, Mr. Pitcher keeps the books, controls accounts 
k; supervises building maintenance receivable and accounts payable. New listings are forwarded to sales as they appear 
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RESPONSIBILITY for running Indianapolis Belting and 
Supply Co., Indianapolis, is split up among five department 


heads. Each one runs his own division, and all five act as 
board to solve over-all company problems as they arise. 


Divided Authority Pays Off 


DECENTRALIZED AUTHORITY and responsibility is the key 
to higher sales and profits, according to R. J. (Bob) 
Branham, sales manager of Indianapolis Belting and Sup- 
ply Co., Indianapolis. And the firm’s steadily mounting 
sales over the past few years back his statement up. 

A change in management several years ago resulted in 
the departmentalization of the supply firm into five more 
or less autonomous divisions. Although the framework for 
these divisions existed previously, each department head 
was now given, for the first time, full responsibility for 
the proper functioning of his department. 

This plan was put into effect by Indianapolis Belting 
and Supply’s new president, C. C. Weiland, who had 
seen it work successfully in other businesses in which 
he is active. As one measure of its success, Mr. Weiland 
spends an absolute minimum of his time managing the 
business 

I'he five department heads are Mr. Branham; W. B. 
Kastrup, office manager; Ray Pitcher, comptroller; Roy L. 
Bailey, purchasing agent; and Harry Sechrist, superin 
tendent. Each has the responsibilities that his title 
implies. 

It'is Mr. Branham’s job to develop and maintain an 
idequate sales force; to plan sales drives and coordinate 
the firm’s advertising program with them; to maintain 
sales records and analyses and to organize and conduct 
sales meetings. 

As office manager, Mr. Kastrup oversees all of the 
inside personnel. As a sort of unofficial personnel coun 
selor, it’s one of his responsibilities to see that employees 
ire satisfied in their jobs. He also has charge of counter 
sales and order routine. 

Mr. Pitcher acts as credit manager and keeps the books 
for the company. He maintains control over accounts 
receivable and accounts payable and forwards listings of 
new accounts to Mr. Branham as they appear on the 
books 

Mr. Bailey sees that stock requirements are anticipated 
ind provided for, that a balanced inventory is maintained, 
ind that cost and price records are kept up to date on 
inventory control cards. 


As superintendent, Mr. Sechrist handles receipt and 
sLipment of all inventory items. He is responsible for 
properly warehousing them, and oversees maintenance 
operations in the building. 

In addition to their individual duties, these five men 
function as an overall operating board for the company. 
They meet for two hours each week to discuss short range 
policy problems, and such questions as price changes, 
adding and dropping lines, etc. 

They also meet one evening each month to discuss 
long range plans. Any major changes are submitted to 
Mr. Weiland for his approval, but for the most part the 
department heads are on their own in running the 
business. 

Probably the most important changes made under the 
new setup were in the field of personnel relations. All 
five men, together with Mr. Weiland, felt that the con- 
tinuing success of the company was dependent on the 
morale of its employees. 

To begin with, upward salary adjustments were made 
for all employees. Salesmen formerly had drawing ac- 
counts which were settled yearly, and they had to keep 
their own records in order to know what their income 
would be. Accounts are now settled quarterly, and the 
management supplies salesmen with monthly reports of 
sales and commissions due. 

To improve working conditions, the office area was 
completely renovated, and a lounge was added for women 
employees. To make work easier and more efficient in 
Mr. Pitcher’s department, a completely new accounts 
receivable bookkeeping system was installed. By chang- 
ing accounts payable from the voucher system, work was 
cut on this ledger from one week to two days monthly. 

“Before the new setup,” says Mr. Branham, “our sales 
were going right along with the averages reported by 
Supply Sales Trends in INpustriat Disrrisution. Since 
the changes were made here, we have consistently run 
way ahead of the average. That’s proof enough for us 
that divided authority, together with cooperation and a 
concern for your employees, can pay off in dollars and 
cents.” 
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ON FOLLOW-THROUGH CALL at Howard Sobers, Inc., Jack Taylor (right) of Wm. H. Taylor & Co., Inc., Allen 


their selling job complete, Salesman Bob Yoder (left) and town, Pa. check installation to insure a trouble-free job. 


Pooling Know-How Keeps It in the Family 


WHEN A FINE SNOw of sawdust started to swirl around the 
plant where Bob Yoder had just sold a radial saw, the 
salesman began to worry about making the sale “stick.” 
hen he recalled that back in the office at Wm. H. Taylor 
& Co. Inc., Allentown, Pa., sat salesmen Jack Taylor and 
Charlie McElyea, both expert engineers—and Mr. Yoder 
stopped worrying 

As it turned out, the trouble was a door opener. By 
the time Mr. Yoder had closed his order book on the 
installation, he had sold four more industrial units to 
couple to the saw. 

The “engineers” at the ‘Taylor company helped Mr. 
Yoder to work up a sawdust disposal system, complete 
with intake opening, blower motor, and a tinsmith cus 
tomer able to do the job from Jack Taylor’s rough design. 
That took care of the “snow drifts.” 

l'o help feed the heavy lumber boards to the saw head 

boards which were cut up by the Sobers company into 
foot sections to use as props for their pick-a-back, cross- 
country trailer cab delivery service—a standard convevor 
section was recommended, and installed. 

Here, in pictures, is what happened after Bob Yoder, 
Jack Taylor and Charlie McElyca swarmed over the “saw 
dust problem,” pooling knowhow to create more sales 


AID FROM AN EXPERI vailable to General Linc 
Man Yoder in Sa neer Jack lor, at drawing board 


cel + } 
uggests each 
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WARNING FINGER UPRAISED, Charlie McElyea, 
sales manager at Wm. H. Taylor, cautions Salesman Jack 
Taylor distributor-loaned 2 hp motor can be relied on only 
1s stopgap; standard 3 hp motor’s needed to pull cut safely 


a¢ . 


SKETCH ON SCRAP TIN by Jack Taylor outlines design 
for sawdust intake system, complete with piping, motor, trap 
ind receptacle for dust. ‘Tinsmith John Rindock, another 
Taylor company customer, got the blower fabricating job. 


CON (OR KNOCKUP, a standard 10 ft. section, was 
ilesmen’s final contribution to making things easy on the 
onvey eliminates back-breaking feed; rides heavy 
to saw head on free-running standard 24-in. rollers 





SAW’S TEST RUN after installation of new 3 hp motor, 
proves out Charlie McElyea’s contention extra power was 
needed, But new motor created new problem; flying sawdust. 
Exhaust trap is suggested; okayed. Paging Jack ‘Taylor! 


EXHAUST NETWORK, like an efficient octopus, sucks 
sawdust as it leaves the blade, carries it up and over the 
working area and deposits it in canvas catchall. Fire hazard 
was eliminated, as well as menace to health of the operator 


oe 
INTAKE TROUBLE, an air in] 
the sawdust spewed up | 
follow-through call. Bob 


) narrow to capture all 
shows up on salesmen’s 
r's steel tape, vest pocket fir 
: : 


ture with him, measured off ne enlarged inlet to be made 
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DUAL JOB is held by R. W. Fronk, sales manager and 
general manager of Roanoke Steel & Supply, Roanoke, Va. 


SERVICE takes tangible form as pressure gage repair shop. 


Chief repairman is Mechanic Pete Daugherty. 


Service Is Everybody's Business 


Salesmen and management can work in different ways to give customer 


that which will please him most and hold his good will best: Service 


IloLDING THE DUAL Jos of sales manager and general man 
iger of Roanoke Steel & Supply Co., Roanoke, Va., has 
taught R. W. Fronk that, although salesmen and execu 
tives have separate problems, they are nearly all offshoots 
of the same objective—keeping the customer happy. The 
solution of all these problems, according to Mr. Fronk, 
is to give the customer all the service possible in as many 
different ways as possible 

his principle of super-service has worked out well for 
Mr. Fronk and his company. When he took over active 
management of the company five years ago, he found 
himself directing a new, small company in a highly com- 
petitive area. For these five years he has not only been 
responsible for managerial functions, but he also has 
mapped out his company’s sales program and put it 
into effect. 

At the same time, he went on the road along with the 
other salesmen to push Roanoke Steel & Supply and its 
products. He still averages about 200 miles a day on the 
road, in addition to discharging his other duties 

“Salesmen and management share the responsibility 
in providing service for the customer,” says Mr. Fronk. 

I'he salesman particularly is in a position to recognize 
ind scize opportunities to put his company ‘in good’ with 

customer, but he must be backed up by the home 
office.” 

According to Mr. Fronk, the salesman is abie to give 
the best service when he knows his products thoroughly. 
If a customer wants to weld two special allovs together, 
for example, it may be up to the salesman to recommend 
the proper types of electrode or welding rod for the job 

“The customer will expect, and rightly so, that the 
salesman will know what he’s talking about 


when he 


makes recommendations. The salesman should keep his 
mind open and receptive to new ideas, and should be 
able to adapt an idea from one plant to fit another cus 
tomer’s problem,” says Mr. Fronk. 

Salesmen should also be thoroughly acquainted with 
their company’s stock, and able to quote delivery dates 
readily. In substance, Mr. Fronk maintains that a sales- 
man is qualified to give the best possible service when he 
is well trained in all phases of his company’s selling opera- 
tions, both inside and out. 

Management should stand behind the  salesmen’s 
efforts to provide service, according to Mr. Fronk. Quick 
delivery, specialists to handle complicated products, eff- 
cient handling of the paper work involved in transferring 
goods, and maintenance of adequate inventories are 
among the service functions of management. 

In his dual job of manager and salesman, Mr. Fronk 
spends a good deal of his time looking for ways in which 
to give extra service to his customers. One method he 
has found is the repair shop for pressure gages which the 
management has set up as an accommodation to its cus- 
tomers. The company started repairing these gages for 
just a few of its accounts, but has done such an efficient 
job that now gages are sent from all over the sales terri- 
tory to the shop for repair. Mr. Fronk maintains the shop 
purely as a service device, charging only for the parts and 
labor involved. 

“There are many such opportunities for service on the 
part of industrial distributors,” concludes Mr. Fronk. 
“Tt’s just a matter of anticipating customers’ needs and 
filling them efficiently. It sounds simple, and it is simple 

ind the results can’t help but be better business for 
both salesmen and management.” 
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WASHINGTON BULLETIN 


APRIL: CMP operations won’t affect distributors’ paperwork any more than 
present handling of DO-priorities but supply manufacturers have to file appli- 
cations on production programs and materials requirements . . . Most supply 
items may appear on “B” list for allotment of materials . . . Capsule version of 
CMP gives basic idea ... Wholesalers price regulation to follow manufactured 
goods edict . . . Franz Stone takes over as assistant administrator at NPA... 
Oscar Iber accepts post in Industrial Equipment Division 


Distributors Won’t Add 
To Paperwork Under CMP 


You won't have to do much to get 
ready for the controlled materials plan 
which will go into operation on July 
1. That is, industrial distributors won't 
have much to do except to wait for 
some minor changes in paperwork de- 
tails. And these won't be much 
change from the current system of 
DO-priorities handling, because the 
controllers are still determined to stick 
to the single-band rating system. 

Much of the pressure on the cur- 
rent rating system will be relieved by 
the start of the controlled materials 
plan. Officials still think they can go 
a long way with it after July 1 when 
it will be used to obtain other items 
than the steel, copper and aluminum 
which will be allotted. 

Manufacturing suppliers, however, 
will have considerable to do in the 
next two months. Since most items 
made by these manufacturers appear 
on the “B” list (products essential to 
defense-supporting industry) they have 
the job of familiarizing themselves 
with the rules of CMP, filling out ap- 
plication forms on inventories, ma 
terials requirements, production sched- 
ules, etc., preparatory to receiving pro- 
duction authorizations and allotments. 
Forms and instructions were sched- 
uled to be ready around the first week 
in May. The paperwork will pay off 
in assured supplies of the critical ma- 
terials and ratings for other necessary 
items. This, in turn, assures distribu- 
tors of goods 

[he introduction of CMP pre- 
cludes, at present, any chance of a 
PD1X program. Officials expect’ ade- 
quate production of items sold by dis- 
tributors to take care of the situation, 
provided distributors observe the pri- 
orities rules, and fill rated orders as 
they receive them. 


Under CMP, the distributor's pa- 
perwork will be about the same. Some 
minor changes in the identification of 
DO orders is contemplated. ‘This may 
take the form of dropping the pro- 
gram number, such as 01, 02, etc., 
trom the present method and carrying 
the allotment number instead. In 
the case of maintenance repair and 
operating supplies ratings, they may be 
changed to read DO-MRO. The same 
rules about use, extension, etc. will 
prevail. 

Seven regulations will govern CMP 
operations at the start. ‘These are pat- 
terned after World War II regulations 
as to number and title but are some- 
what different in content. They in- 
clude: 

CMP Reg. 1—General Rules. 

CMP Reg. 2—Inventories (closely 
following current NPA Reg. 2). 

CMP Reg. 3—Preference Ratings 
(how they must be used and how au- 
thorizations are made). 

CMP Reg. 4—Warchouses (basic 
metal distributors). 

CMP Reg. 5—Maintenance, Repait 
and Operating Supplies (the MRO 
regulation rewritten and tightened up 
a bit). 

CMP Reg. 6—Construction. 

CMP Reg. 7—Repair Shops (to in 
sure flow of “production” material 
into these places). 

Of chief concern to you and your 
suppliers, however, are the product 
lists being prepared by NPA. These 
lists will indicate what products will 
be programmed under CMP. They 
fall into two categories: “A” products 
and “B” products. Producers of prod 
ucts on these two lists will receive 
an allotment of steel, copper or alu- 
minum. The allotment “is not a hunt- 
ing license; it is a cashier's check on 
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the known supply”. Producers of all 
other products will have to scramble 
for their material in the so-called 
“free” area of supplies—the supplies 
that are left after the allotments are 
made. 

I'he “A” products are direct de- 
fense requirements, stuff that goes 
into tanks, guns, etc. Producers of 
these products and components will 
get their production authorizations 
and materials allotments from their 
customers—an authorized Government 
agency such as the Defense Depart- 
ment, Atomic Energy Commission, 
Coast Guard, etc. The authorized pro- 
ducer will then split his allotment 
with his sub-contractors. 

The “B” products are those neces- 
sary to defense-supporting industries. 
rhis list will include certain civilian 
type products, industrial machinery 
and equipment and components. A 
tentative list of such products made 
at NPA recently includes virtually all 
items handled by industrial distribu- 
tors—welding and cutting apparatus, 
pumps and compressors, conveyors 
and conveying equipment, fans and 
blowers, industrial trucks, mechanical 
power transmission, jacks, lubricating 
devices, etc. 

Producers on the “B”’ list will get 
their authorizations and _ controlled 
materials allotments from their NPA 
industry division after filing applica- 
tion forms. 

In addition, producers on both lists 
will get preference ratings to help 
them obtain other materials and com- 
ponents that are necessary to com- 
plete authorized production programs 
on time. 

In order to facilitate communica- 
tion with the proper industry division, 
a “products assignment” list is being 
prepared. This lists products alpha- 
betically and shows the industry divi- 
sion which will handle each product. 
Producers will deal directly with the 
appropriate industry division for au- 
thorizations and allotments. 
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Franz T. Stone 


Stone Named Head 
Of NPA Bureau 


Kranz ‘Il. Stone, president of Co 
lumbus McKinnon Chain Corp., and 
of the American Supply & Machinery 
Manufacturers Association, took over 
the post of Assistant Administrator for 
industrial and agricultural equipment 
programs at the National Production 
Authority ; 


Supervises Eight Units 


As Assistant Administrator, Mr. 
Stone directs the activities of the In 
dustrial and Agricultural Equipment 
Bureau. He supervises the work of 
the following divisions 

General Industrial Equipment 
mostly distributor items); Construc 
tion and Mining Machinery, Electri 
cal Equipment, General Components, 
Motor Vehicle, Railroad Equipment, 
Engine and Turbine, Agricultural Ma 
chinery and Implements 

Mr. Stone was born in Columbus, 
Ohio, in 1907, and was graduated 
from Harvard University in 1929. Ile 


married and has four children 


Background of Stone 


His career: emploved by Columbus 
NicKinnon on graduation from col 
lege; later associated with 
redit institutions, including the Re 
sonal Agricultural Credit Corp.; 
named president of Columbus Me 
Kinnon in 1935; during 1941-45, 
served in WPB as deputy director of 
the machine tool division, as assistant 
director of the Equipment Bureau, as 
branch manager in the Office of 
Strategic Service 

He is also ecutive committee 
member of tl merican Hardware 
Manufacture: iation and a di 
ind tru 


several 


rector ral civic asso 


ciation 
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CMP Ina 


Lhe idea behind the Con- 
trolled Materials Plan is simple. 
It is a tested method of author- 
izing and assuring the produc 
tion of defense and defense-sup 
porting items on time and in the 
required amounts. 

With CMP producers are 
told what the Government has 
to have, NPA provides the time 
table for getting things done and 
it gives producers authority to 
get it done. 

Steel, copper and aluminum 
are used in nearly all “hard 
goods” production. ‘Their forms 
and shapes can be traced and 
measured back to the facilities 
that produce them. ‘They are 
the common denominator of a 
wide range of essential needs. 
By controlling their use, defense 
production is controlled. 

he steps: 

1. The government draws up 
a list of products necessary for 
direct defense production—guns, 
tanks, trucks, aircraft, etc. This 
is the “A” list. 

2. The government draws up 
a second list of products, those 
necessary for defense-supporting 
industry: machine tools, jacks, 
valves and fittings, bearings, etc. 
This is the “B”’ list. 

3. “A” and “B” list producers 
draw up estimates of their steel, 
copper and aluminum needs to 
meet a specific production pro 
gram in a quarterly period. The 
‘A” producers hand their esti 





Nutshell 


mates to their customer, i.e., a 
government agency such as the 
Defense Department, etc. The 
“B” producers hand their esti- 
mates to their appropriate Indus- 
try Division in NPA. 

4+. The claimant agencies 
check the programs and _ esti- 
mates and hand them over to 
the Requirements Committee 
in the Defense Production Ad 
ministration. 

5. The Requirements Com- 
mittee determines how much of 
what shall be made and how 
much metal will be allotted. 

6. The authorizations and al- 
lotments to go to the claimant. 

7. The claimant agencies then 
hand out authorizations and al- 
lotments to the producers on 
the basis of any revisions made 
by Requirements Committee. 

8. Prime producers then 
make allotments to their sub- 
contractors, if any. 

9. Wherever needed, produc- 
ers also get a “DO” rating on 
other materials needed to com- 
plete production goals in the 
time set. 

10. Producers make monthly 
reports on production, use of 
controlled materials and inven- 
tories. 

11. The balance of materials, 
after allotments are made, are 
available for non-defense pro- 
duction. Distribution and use is 
controlled by NAP’s “M” or- 
ders. 








Distributors Off 
Essential List 


Industrial distributors, along with 


other distribution activities were 
dropped from the revised List of Es- 
sential Activities issued recently by 
Secretary of Commerce Charles Saw 
ver. The list is issued for the guidance 
of the Defense Department in sched 
uling calls on reservists to active duty, 
and for the information of Selective 
Service in determining draft defer 
mcnts. 

Ihe sole purpose of the list, Secre 
tary Sawver said, is to serve as a guide 
n obtaining manpower for the armed 
services. It is not designed for use in 
connection with priorities, materials 
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sllocations, rationing preference or 
other similar purposes. 

The revision has been drawn in 
rather strict terms. Major considera- 
tions involved in determining each ac- 
tivity were that it: 

1. Be essential to the defense pro- 
cram or to the minimum civilian 
health, safety or interest. 

2. Be inadequate to meet defense 
and minimum civilian requirements, 
or for which a seriously short supply 
is indicated. 

3. Be necessary that the current 
level of employment in the activity be 
maintained or increased. 

Ihe Joint Commerce-Labor Com- 
mittee is now at work on a revision of 
the list of Critical Occupations, origi- 
nally issued by Secretary of Labor 
Maurice J. Tobin in Aug. 1950. 








NPA To Continue 
Tightening Reins 
On Use of DO-97 


Recent amendments to the mainte- 
nance, repair and operating supplies 
regulation (NPA Reg. 4) are only the 
beginning. Further changes in the 
MRO regulation are being considered 
such as adding more items to the list 
of prohibitions. 

DO-97 ratings cannot be used now 
for chemicals, nylon fiber and yard, 
packaging materials and containers, pa- 
per and paper products, paperboard 
and paperboard products, paint, lacquer 
and varnish, products covered by M-47 
(durable goods), rubber tires and tubes 
(already regulated under M-2), photo 
graphic film, rails, tie plates, track 
spikes, splice bars, rail joints, frogs 
and switches. 

In some fields so many DO-97’s 
piled up that they interfered with pro 
duction. 

Regulation 4 will be changed again 
before July 1 when the Controlled 
Maierials Plan Regulation 5 (MRO) 
will become effective. 

In the meantime, programs for the 
allocation of certain scarce materials 
are being set up to distribute them 
evenly where needed. This is true in 
the chemical field where some already 
have been allocated and others will 


follow 


Canadians Allowed 
To Seek MRO Rating 


Any Canadian firm that cannot ob 
tain maintenance, repair and operating 
supplies, or a minor capital addition, 
without a rating in the United States 
can now apply to the Priorities Divi 
sion, Department of Defense Produc 
tion, Ottawa, Can., for an MRO 
quota and right to use a DO rating. 

The action was made possible by 
an amendment to NPA Regulation 3 
which set up the priorities assistance 
program expediting defense contract 
between the U.S. and Canada. 

When a Canadian firm secures such 
authorization to use a rating for MRO 
supplies, it is required to use “DO 47", 
as a rating. [his is equal to a “DO 
97” as used by a firm in this country 

The certification used by a Cana 
dian company should read “DO-47, 
Certified under NPA Reg. 3” and 


signe d 


Oscar Iber 


Iber Accepts Post 
As NPA Section Chief 


Oscar Iber, treasurer of O. Iber Co., 
Chicago industrial supply firm, has 
accepted the post of chicf of the Ma 
chine ‘lool Accessories and Attach- 
ments section in the Industrial Equip 
ment Division of the National Produc- 
tion Authority. Mr. Iber is expected 
to assume his duties some time during 
the middle of the month. 

I'he Machine Tool Accessories and 
\ttachments section is in the Metal 
Working Branch of the division. ‘The 
division is one of several under the 
jurisdiction of Franz ‘I’. Stone, head 
of the Industrial and Agricultural 
I:quipment Bureau 


Consultant Too 


In addition to serving as chief of 
the section, Mr. Iber will act as a 
consultant on distribution problems 
with other sections in the division, 
many of which deal with industrial 
supplies. Mr. Iber also will be avail 
able for consultation on distribution 
problems with other divisions in the 
Bureau. 

Other sections in the Metal Work- 
ing Branch are Cutting Tools; Weld 
ing Rod and Cutting Equipment; 
\brasives; Gages and Precision Meas 
uring Instruments; Wire Drawing 
and Rolling Mill Equipment; Foun- 
dry Equipment and Die Casting Ma- 
chinery; Industrial Furnaces; Machine 
lools—cutting; Machine ‘Tools—form 
ing; Jigs, Dies, Tools and Fixtures; 
Light Power Driven Machine Tools; 
Portable Electric and Pneumatic 
l'ools. 
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OPS To Prepare 
Price Regulation 
For Wholesalers 


Industrial supply distributors will 
be taken from under the General 
Ceiling Price Regulation with the issu- 
ance of a regulation setting forth the 
pricing rules for wholesale trades. ‘The 
Office of Price Stabilization, which 
just issued the regulations affecting 
manufactured goods and machinery 
are now at work on the pricing formu 
las for wholesalers. 

Although the wholesalers regulation 
will not be ready for several weeks, 
it was pointed out by OPS officials 
that there will be no squeeze of whole- 
salers between any rises which might 
result from the manufactured goods 
regulation and GCPR because the 
manufacturers’ regulation is not sched- 
uled to be effective for several weeks 
yet. 

The wholesalers’ regulation will 
complete the basic pattern of price 
control as a regulation affecting re- 
tailers is already in effect. 

OPS has given no hint, so far, as 
to what formula will be used for 
wholesalers. 

Distributors should all collect 
price data from the first six months of 
1950, together with the overhead at 
that time and comparable figures for 
the first three months of this year. 
ihe figures will be important at a later 
date for use in demonstrating the ef- 
tect of any OPS regulation which may 
be issued. 


NPA Eases MRO 
Reporting Burden 


Customers who were in operation 
during 1950 are not required to make 
reports on quarterly MRO quotas 
which they compute under the Regu- 
lation + formula, NPA said in a clari- 
fying statement recently. “Only new 
companies which were not in opera- 
tion last year, or were only in partial 
operation, need make these MRO re- 
ports”, the statement read. Other 
firms compute their quotas as per for- 
mula and are only subject to review 
of accounts when such review is- re- 
quested by NPA. 

For firms not in operation last year, 
no report is required unless their 
MRO requirements run beyond 
$1,000 per quarter. 
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Sellers Must Absorb 
Upped Freight Costs 


he general increase in freight rates 
recently authorized by the ICC re 
sulted in a flood of inquiries to OPS 
as to who had to pay. According to an 
interpretation recently issued by OPS 
on higher freight costs, it seems the 
seller must pay for most of it. 

If you pay more for freight to get 
supplies im, you can’t add the in- 
creased transportation cost to your 
ceiling price. 

If you quoted a delivered price dur- 
ing the base period, you have to ab 
sorb the increased transportation cost. 
Unless you sold at a delivered price 
during the base period and computed 
such a price on the basis of an f.o.b. 
price adjusted for the actual cost of 
making delivery to each individual 
purchaser. ‘Then you can pass on only 
actually incurred transport 
tation costs. 

If you sold f.o.b. in the base period, 
idding on only actual transportation 
you can pass on increases in 
outbound transportation costs actually 
incurred. 

If you quoted an f.o.b. price during 
the base period, plus a “‘transporta 
tion charge” and that ‘transportation 
charge” did not represent the actual 
transportation cost you incurred, you 
have to absorb the increased cost 

If you sold only at delivered prices 
in the base period and now want to 
shift to f.o.b. prices, you must reduce 
your ceiling prices (as established on 
a delivered basis in the base period) 
by the amount of each purchaser's 
ictual freight cost. 


increased 


costs, 


Aluminum Using 
Customers Reprieved 


A two-month breather for your cus- 
tomers who make non-essential prod- 
ucts of aluminum was granted by NPA 
in an amendment of the basic alu- 


minum order (M-7). The change 
permits the use of aluminum in May 
and June to make products on the 
non-essential list at 50 percent of the 
average monthly consumption in the 
first half of 1950. Previously, these 
non-essential uses were to stop on 
May 1. 

The “A” and “B” lists were con 
solidated on the order. Now all can 
be produced or used at the 50 percent 
rate in May and June 
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DISTRIBUTION consultant for sev- 
cral months, Andrew G. Carey, Bar 
rington Associates, has advised officials 
in the Industrial Equipment Division 
of NPA on many questions concerning 

] + 


industnal distribution 


Brass Mill Order 
May Aid Warehouses 


NPA told the brass mill industry 
advisory committee at a recent meet- 
ing that it is working on a regulation 
which will assist warehousers to main- 
tain inventories. In addition, it is 
investigating the rated order load in 
the industry and is consulting with 
the Economic Stabilization Adminis 
tration on clarification of the defini- 
tion of brass mill scrap under Order 
M-16. 

Industry spokesmen proposed that 
Order M-12 be revised to place foun 
dry operators on an equal footing with 
the brass mill industry with respect to 
limitations on monthly production. 

Ihe committee said that “DO” o1 
ders are exerting some pressure on the 
industry and that producers generally 
are carrying the full percentage of 
rated orders required under Order 
M-11. MRO orders, the committee 
said, have not imposed a serious bur 
den as yet. 

Failure to obtain copper scrap has 
increased consumption of other raw 
materials from 60 to 70 percent. Keen 
competition for the scrap is the reason 
The spokesmen said that some scrap 
is being withheld and urged NPA to 
take steps to assure normal flow of 
scrap to brass mills. 

Copper inventories are sharply de 
pleted; in some cases as much as 60 
percent. Some producers are on a 
hand-to-mouth basis. Shortages of cop 
per and zinc have reduced mill opera 
tions and forced lavoffs 
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Wholesale Hardware 
Unit Approved At NPA 


Ihe organizational meeting of the 
Hardware Wholesalers industry ad- 
visory committee will meet with ofh- 
cials of the Office of Civilian Require 
ments, National Production Authority 
soon. 

Approved members of the commit 
tee include: 

H. J. Allison, Allison-Erwin Co., 
Charlotte, N. C.; Wakefield Baker, 
Baker & Hamilton, San _ Francisco; 
I’. S. Barksdale, Brown-Roberts Hard 
ware & Supply Co., Alexandria, La.; 
M. W. Dugan, Emmons-Hawkins 
Hardware Co., Huntington, W. Va.; 
I. S. Eshleman, Ostrander-Eshleman 
Co., New York City; Charles L. Hil- 
dreth, The Emery-Waterhouse Co., 
Portland, Me.; Frank B. Kaufman, 
Hibbard-Spencer, Bartlett & Co., 
Evanston, Ill.; J. S. Schoellkope, Jr., 
Ihe Schoellkope Co., Ltd., Dallas; 
John H. Stauffer, Herr & Co., Lan- 
caster, Pa.; Frank H. Stover, Sr., Bay 
City Hardware Co., Bay City, Mich.; 
William P. ‘Tracy, The ‘Tracy-Wells 
Company, Columbus, Ohio; Charles 
L. Wheeler, The Salt Lake Hard 
ware Company, Salt Lake City, 
Utah. 


Compressor Makers 
Fear Production Loss 


Low supplies of copper and steel 
ire hampering the production of com- 
pressors according to the industry’s 
advisory committee to NPA. Although 
production at various plants ranges 
from 25 to 250 percent above pre- 
Korean levels, future production is 
being threatened by inventory de- 
pletion. 

The committee told NPA officials 
that practically all units now pro- 
duced are going into defense or es- 
sential activities but that “DO” orders 
make up less than 25 percent of total 
orders. 

Even when “DO” ratings are ex- 
tended to compressor manufacturers, 
the committee said that the ratings 
cannot be depended on to obtain the 
needed materials. 

NPA officials advised: urge cus- 
tomers to apply for ratings for com- 
pressors and continue the DO-priori- 
ties system until the Controlled 
Materials Plan brings relief 








WHAT TOOL 


spreads man-hours farther? 


“9 The hight bust ! To cover more ground with existing 


maintenance man-hours, be sure your painters are equipped with the 
correct painting tools from Osborn’s complete line of fast-working, top- 
quality paint and varnish brushes. 


Built for industry by the company that knows industry’s problems, each 
type of brush in Osborn’s line is designed for efficient use on a specific 
class of work . . . to last longer, hold more paint, cover areas more uni- 
formly, save painters’ time and effort, thereby cutting maintenance costs. 


To simplify your buying, specify Osborn on all brush requirements and 
order from your Industrial Distributor along with other mill supplies. The 
Osborn Manufacturing Co., Dept. 450, 5401 Hamilton Ave., Cleveland 1, Ohio. 








LOOK FOR THE NAME OSBORN ... RECOGNIZED EVERYWHERE 
FOR QUALITY WORKMANSHIP AND MATERIALS 


Ideas on the 
care and keeping 
of brushes 


OVERNMENT restrictions 
now limit the percentage of 
pure bristle that can be used in the 
manufacture of paint brushes. In 
spite of these limitations, however, 
your new Osborn brushes will pro- 
vide you satisfactory performance 
when given proper care and atten- 
tion. The following guide shows 
what basic steps can be followed in 
maintaining the efficiency of your 
brushes. 


1. Before using soak a new brush in raw 
linseed oil at least twenty-four hours. 


2.After removing 
excess oil, dip the 
brush into the paint, 
allowing the paint 
to penetrate to half 
the length of the 
bristle. 


3. Remove excess 
paint by drawing the 
flat side of the brush 
over a wire fastened 
across the top of the 
paint can. 


4. Brush the bristle 
ten or twelve times 
across a rough sur- 
face to remove any 
loose hairs. 


5. For best coverage 
when painting, hold 
the brush at a 45° 
angle to the surface, 
using the flat side of 
the brush from the 
tip to half the length 
of the bristle. 


Clean the brush 
thoroughly, 
immediately after using 





6. Use turpentine, 
benzine or gasoline 
to remove paint or 
varnish; alcohol to 
remove shellac; 
water to remove 
water paints; lacquer 
thinner to remove 
lacquer. 


Wrap brush in a heavy kraft paper and 


suspend in linseed oil. Do not stand 
brush on bristle end. 








U. 8S. TOTALS 


February 1951 
Compared with 
January 1951 








February 1951 
Compared with 
February 1950 


+7 2% 


First 2 Mos. 1951 
Compared with 
First 2 Mos. 1950 


+00% 
Yj 
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Supply Sales Trend 


Final Figures For February 1951 





February 1951 
Compared with 
January 1951 


February 1951 
Compared with 
February 1950 


First 2 Mos. 1951 
Compared with 
First 2 Mos. 1950 











NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 


New Jersey 
New York 
Pennsylvania 
SOUTH 
Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


- 6% 


- 2% 


-12% 


- 9% 








+§8% 


+89% 





+92% 


+90% 


+61% 


+0(% 
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READY! 


for the battle 
of production! 


OSTER “RAPIDUCTION JR: LINE 
of Pipe and Bolt Threading Machines 


A gigantic battle of production is looming 
up. The huge job of re-arming the U.S.A. 
is long overdue. Top speed and efficiency of 


men and machines are vital factors. In this 
battle of production, a mountain of pipe, 
bolts, rods, studs, and similar items must be 


fabricated for a multitude of uses. 


Help Meet the Need for Speed! 


First—Inform yourself Now on the advanced 
features of the NEW line of Oster’/RAPIDUCTION 
Jr.’ Threading Machines. Send for two illus- 
trated bulletins—one explains Nos. 782 and 
782-R Pipe machines; the other bulletin 
explains Nos. 781-A and 782-A BOLT machines. 
These four RAPIDUCTION JR.” machines, each 
designed for specific job conditions, make it 
easy to match the best machine to individual 
requirements. 


Second: Sell ‘‘RAPIDUCTION JR.’ machines to 
your contractor and industrial customers who 
"must produce accurate threads at high speed © 

in reasonably large volume. 


Fit the Machine to the Job 


No. 782 “RAPIDUCTION JR.” (illustrated) is — 
equipped with STATIONARY, quick-change die- _ 
heads for threading STRAIGHT pipe. No. 782-R © 
“RAPIDUCTION JR.” is equipped with REVOLVING _ 
die-heads and open type vise for threading 
BENT as well as straight pipe. Nos. 781-A 
and 782-A “RAPIDUCTION JR.” machines are 
equipped with SEMI-AUTOMATIC, REVOLVING die- 
heads for high speed threading of bolts and 
rods. (Special insert jaws can be supplied for 
holding close nipples, polished pipe, studs, etc.) 


een TAI AN tA TE AC 


Send for New 
“RAPIDUCTION JR.” Bulletins! 


These bulletins give the facts you need to 
know to properly explain the outstanding and 
EXCLUSIVE features of these machines to your 
customers. Make no mistake about it—Oster’s 
new line of “RAPIDUCTION JR.” machines give 
“custom-built” advantages at no more cost 
than less efficient machines on the market. 
They fit right into this battle for production! 





RANGE OF OSTER “RAPIDUCTION JR.” MACHINES 


PIPE MACHINES-—No. 782 (illustrated) and No. BOLT MACHINES—Nos. 781-A and 782-A have 

782-R have same standard range of '4” to 2” same standard bolt range of |,” to |'/2”. Pipe 

pipe; extra range '/5” pipe; bolt range '/,” to I'/2”. or nipple range of 781-A is '/” to 1'4”; No. 
782-A is '/2” to 2”. 


THE OSTER MANUFACTURING CO. 


2041 East 6Ist Street * Cleveland 3, Ohio 
FIRST WITH THE BEST IN THREADING MACHINES SINCE 1893! 
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SALES TRENDS (Continued) 





February 1951 February 1951 First 2 Mos. 1951 
Compared with Compared with Compared with 
January 1951 February 1950 First 2 Mos. 1950 





EAST SOUTH CENTRAL 


Alabama 


Minny -11% | 50% +68% 


Tennessee 


WEST 
Arizona Nebraska 
Colorado Nevada 


Idaho New Mexico 

lowa North Dakota _ 9% #5 2% +46% 
Kansas South Dakota 
Minnesota Utah 
Missouri Wyoming 
Montana 


WEST SOUTH CENTRAL a 9% +56% +76% 


Arkansas 
Louisiana 
Oklahoma 


Texas 


a ~ 5% /+113%|+116% 


Oregon 
Washington 


























It’s New, It’s Different 


CHANGE, so they say, is good—provided the change accomplishes 
a purpose. Well, your editors are trying something new. We've 
revamped the contents page and now have something which, we 
think, will increase your interest in INpusrRiAL Distripution articles. 
Take a squint at the new contents page; what do you think of it? 
Does it give you a better idea of what some of the feature articles 
are all about? We'll admit that this is a radical departure from the 
conventional contents page but, radical or not, we want your opinion 
on the matter. Drop us a post, card.-The Editors 


INDUSTRIAL DISTRIBUTION 
330 West 42nd Street 
New York 18, N. Y. 
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Is higher production your aim? 


Then Yarway is your steam trap. Best steam 
trap performance requires condensate drainage p/us— 


PRODUCE cms 


, 

i 

' 

i 

I 

' 

1 

I 

‘ 2. Velocity scrubbing of condensate from 
heat transfer surfaces. 
i 

' - Keeping highest average temperature 
in the equipment. 

' 

' 

i 

I 

' 

r 

i 

i 


W IT H Yarway Impulse Steam Traps do all this, 
temperature into your process or product. 


sending the most premium B.T.U.'s at top 
That's why equipment drained with Yarways 
gets “hotter, sooner’’ . . . why better quality and higher 
af . production rates are so often reported, 
a and at lower steam consumption per unit produced. 


The Yarway “Impulse” design makes this possible— 
also makes possible small size, only one moving part, 
straight-through piping, low cost, low maintenance, 

. . and it’s good for all pressures. 





_ Over 750,000 Yarway Impulse Steam Traps have 
already been installed. You can buy them at a nearby 
industrial distributor—216 sell Yarways. 


aoe ¥ ARNALL-WARING COMPANY 
= — lll Mermaid Avenue, Philadelphia 18, Pa. 


- et ee , : 
Sy ee ae teres 
| ‘ ae y} 


— rz 7 
Don't anaes WAY the steam trap 


Test Yarway's production advantages in your 


a motes ny ni designed with production 


be delivered promptly. 





in mind 
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The Outlook For Business 


REPORT Is Mobilization Director Charles E. Wilson too optimistic? His first report outlined 
a bright prospect for business: 





° The next twelve months will be the big ones for the defense program. 


Defense is expected to take its maximum bite of materials in late 1951 and early 1952. 
Actual deliveries of military goods will reach their peaks some months later in 1952. 


° Even at its peak, the military program will leave room for substantial 


production of autos, appliances, and other ‘‘non-essentials’’ for civilian customers. 


° By 1953, it should be possible to take off some of the economic controls 


made necessary by mobilization. Production of consumer goods should be rising again — 
may reach the 1950 level. 


REAL TARGET Coming after nine months of reports on a growing array of price and wage controls, 
materials allocations, and all the rest, this is a mighty encouraging report to business. 
For the first time since Korea, the Administration has given business a horizon and a 
target beyond the mobilization program. 


The Wilson report emphasizes — particularly on the stabilization program — that 
everyone must do his part if the program is to run on schedule. 


But the report only hints at some basic facts underlying the mobilization program. 
It can only come off on schedule if everything meshes with precision — if there are no 
production hold-ups, no major bottlenecks, no waves of strikes: 





BIG FACTORS Here are some of the things that could upset the plan: 


(1) Efficiency — business must raise its efficiency, not only in making military 
products, but in civilian production. Otherwise, the U.S.’s total volume of production 
won’t gain enough to provide both guns and butter. 


(2) Strikes must be held to a minimum. A major coal or steel strike — like those of 
1946 or 1949 — would set the program back for months, cut very heavily into production 
of consumer goods. 


(3) Manpower — the Wilson report goes into detail on needs for making full use of 
the U.S.’s present and potential workers. Defense needs are obvious. But this is 
important in every business. If wholesalers, retailers, and other civilian businesses — 
railroads, even laundries — can’t attract the workers they need, living standards will fall 
more than the Wilson report suggests. 


(4) Any hold-up in material — a lag in the expansion of aluminum production, a 
falling-off in shipments of iron ore, a major drop in imports of critical materials — would 
upset production schedules. 


Business proved in World War II that it could consistently top production targets 
and could neat the timetable in almost all cases. And — even since the first of this year 
— the auto industry, appliance makers, and many others have shown that they could 
stretch supplies of materials to keep production rolling. 


TOUGH JOB The problems of efficiency, manpower, labor relations and materials are more or 
less under top management’s wing. Allthe records of the past point to industry’s beating 
its schedule again. 


But the problems will be tougher now than in the early days of World War II. Then 
many companies could raise efficiency — merely because they went from 70% of operating 
capacity to 95%. Today industry has been going all out — and material bottlenecks, labor 
shortages and cutbacks in civilian production are already with us. 


In short — it won’t be easy to raise production to the level expected in the Wilson 
report. 
INDUSTRIAL DISTRIBUTION © MAY, 1951 








whenever you sell: 


SAWS 


1: Simonds “Mirror Finish” makes Red Centers the 
smoothest saws you can get. This special finish 
sharply reduces cutting-friction and gumming-up. 
2: Simonds Precision Sharpening makes all Red 
Center Saws identical in balance and roundness. 
Gullets and bevels are carefully contoured to give 
highest production...longest cutting per sharpening 
.and smoothest operation on all types of lumber. 
Simonds methods of fitting give you...every time.. 
a perfectly balanced, easy-running saw. 
3: Standard Saws in Stock: Simonds makes Red 
Center Saws in hundreds of sizes... which include 
thousands of standard saws that are always readily 
available from stock. 
So whatever saws you need... rip, cut-off, planer, 
imitre,j smooth trimmer, flat- ground combination, 
br dado heads... be sure to get the most when you 
‘Spend your “saw-bucks.” Order standard Simonds 
: he 


IMONDS 


| SAW AND STEEL CO. | 





Se pe nee eed ras 
IT BURG; W ASS. 
Branch Offices in Boston, Chicago, 
San Francisco and Portland, Ore. 
Canadian Factory in Montreal, Que. 
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Selling Is My Business” e ec e Do I fulfill my prom- 


Know product and its uses? 


ises? 


E. L. YEARGAN: 


On the Spot Delivery 
Assures Success in Sales 


Selling bearings successfully requires 
a good inventory and ability to make 
quick delivery, says E. L. Yeargan of 
Battey Machinery Co., Rome, Ga. 
[his is because many sales are made 
from stock when there is a plant 
breakdown and a bearing is urgently 
needed to start up production. 

Mr. Yeargan says that this type of 


dependable service not only assures“ 


repeat orders but provides the oppor- 
tunity for a salesman to survey a cus- 
tomer’s needs and to make recom- 
mendations resulting in more efficient 
operations. 

Once you have gained the conf- 
dence of your customer and checked 
his bearing problems, Mr. Yeargan 
states, an opportunity is afforded to 
recommend the type of bearings and 
amount of stock he should carry in 
his own inventory to meet emergency 
necds. 

Traveling the North Georgia terri- 
tory where there are many textile 
plants, Mr. Yeargan can come in con 
tact with many bearing problems 
Textile and cotton ginning mills use 
a great number and variety of bear 
ings and their needs are urgent at 
times. He has made a list of the most 
popular sizes and worked out a re 
placement trend which helps him 
determine the amount of inventory 
to carry in stock. 

“Visiting the plant and learning 
the types of machines used in manu 
facturing is the best wav to learn and 
understand vour customer's prob- 
lems,” Mr. Yeargan says. He cites 
one such visit during which he dis 
covered a particular type of bearing 
which was giving good service. He 
investigated its many uses and added 
it to his line of products. Effective 
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Utilize trade magazine data? 


demonstrations have developed it into 
one of his fastest selling items. 

Mr. Yeargan gives one principle 
which he follows: “There is a job for 
every bearing, and there is a proper 
bearing for every job.” He says that 
you must know bearings and _ their 
uses if success is to be achieved and 
dependable service assured the cus- 
tomer. 

Service is important in developing 
a volume bearing business and you 
must let your customers know that 
you have a bearing in stock to meet 
his every need, Mr. Yeargan declared. 
He further points out that it is im- 
portant for the industrial supply con 
cern’s representative to suggest sealed 
bearings where grease and dirt would 
damage production. This is a cus- 
tomer service and installation of this 
tvpe of bearing will produce better 
production, especially in textile and 
similar mills. 





S. M. CLAYTON: 


Be Careful 
What You Promise Them 


“The market hasn’t changed, there’s 
just more of it”, said S. M. Clayton, 
outside salesman for Hudson Supply 
Co., Wilmington, Del. to the question: 
What’s different about the market 
since the Korean set-to developed? 

“My customers require more equip 
ment and supplies faster than they did 
before. It seems everything is an 
emergency. 

“So you’ve got to be careful of 
your promises. Don’t make any if 
you’ve got a shade of doubt that vou 
won't be able to deliver on them. 

“But if you do think you can get 
it for them—go all out on it. They'll 
remember that, and remember vou. 
the next time they phone out for 
supplies.” 
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F. S. EGGLESTON 


Want Some Good Advice? 
Read the Trade Magazines 


I’. S. Eggleston, president and sales 
man for Eggleston Supply Co. in 
Boston, Mass. and one of the sage 
“old timers” in the field, thinks young 
salesmen ignore one of the casiest, 
painless ways of educating themselves 
when they neglect to read the trade 
papers put out for and aimed ex- 
pressly at their field. 

“Take InpustRiAL D1stTRIBUTION 
for instance,” Mr. Eggleston observes: 
“Every salesman, no matter how ex 
perienced, is missing a good bet if he 
doesn’t read ‘Selling Is My Business.’ 
And it should be read for constructive 
ideas, not just idly or carelessly. I 
think it’s a good idea to jot down on 
a card a sales tip that seems like a par- 
ticularly good one, and use it whenever 
I can on calls to customers.” 

Sales tips aren’t the only feature 
Mr. Eggleston thinks the profession 
should make “must” reading. “They 
ought to look over the ads, a careful 
look, too. I don’t know how many 
times I’ve been asked about a product 
I didn’t know or wouldn’t have 
known about it except that I re- 
membered sceing it in one of INpus- 
TRIAL DistripuTioN’s ads. The same 
thing can be said for the New Prod- 
ucts section; I don’t see how any 
salesman can know what’s going on, 
what’s new, if he doesn’t go through 
that section with his eves and _ his 
mind wide open.” 

“As a matter of fact, the salesman 
ought to go through every issue—and 
put in writing the things that he can 
use, carry his notes around with him, 
look them up now and then—maybe 
when he has five or ten minutes to 
spare outside a buver’s office before 
they show him in. It will pay him ten 
times over to make the effort.” 

















The \) Flat Head Socket Cap Screw 





Maximum head contact, flush surface finish and non-slip internal 
wrenching make these screws ideal for assembly of thin-section 
materials. Available in National Coarse and National Fine Threads. 


Sizes from #4 to %4"". 


Knurled Head Socket Knurled Head 


Cap Screws Stripper Bolts 
a ene UNB \ KO SCREWS = "Dee fine 
Self-Locking Socket Fully Formed 


Set Screws Pressure Plugs 





SPS . STANDARD PRESSED STEEL CO. 


JENKINTOWN 13, PENNSYLVANIA 
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IDEAS: How you a é * 6 


... put a sample & sales display room on wheels 


Wimberly & Thomas Hardware Co., 
Birmingham, Ala., converted an. air- 
conditioned bus into a traveling sam- 
ple and sales display room. Display 
shelves are fitted in the space under 
the counters so they can be quickly 
removed and replaced as used for dis- 
play of merchandise. 

Each salesman schedules its tour 
throughout his territory for visits to 
his customers. When the bus visits 
the salesman in the field, scheduled 
stops are made and customers advised 
so that they may see new items. It is 
a “sure-fire” selling technique. 


|... move inventory from basement to sales floor via conveyor 


When materials handling equipment became a pro- 
motion item among customers a C. W. Farmer Co., 
Macon, Ga., everyone began to figure just how a system 
would work in the company’s own activities. 

It wasn’t long before pencils were busy sketching 
possible uses. First of the lot, and one which received 
quick approval, was movement of supplies from base- 
ment stock to first floor sales room. 

This one-flight system had many requirements— 
ease in operation, safety, capable of moving heavy 
items, and operation in two directions, among other 
things. 

With these requirements it was found that necessary 
parts were carried in inventory. The job of fabrication 
was not difficult and the shop-made system has resulted 
in the elimination of a lot of manual labor and a quick 
movement of supplies. 

The system is powered by a 3 h.p. U. S. Electrical 
syncrogear motor which drives an 18-inch pulley at the 
first floor end by sprocket and chain of a Link Belt worm 
gear drive. There is an 8-inch roller at the basement end 
of the system. The 24-inch belt runs over a series of 
2-inch steel rollers spaced with about 3-inch clearance. 

Since the stairs were extra wide and were conveniently 
located they became the logical spot for the conveyor 
system. The first floor landing is slightly higher than 
floor level to allow ease in handling heavy items onto or 
off the belt. 

“It is a lot easier than loading and unloading an ele- 
vator, and it beats going up and down stairs with a heavy 

, load,” is the general expression of the Farmer company 
FRANCIS KINNEY demonstrates the ease and speed in staff. ; : a 
moving inventory from basement storage to sales floor above Another point, which had not been anticipated when 
it C. W. Farmer Co., Macon, Ga. The conveyor was shop- the conveyor system was installed, is that it is serving as a 
made from parts in stock good sales demonstration. 
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Tell Your Customers... 


“Whatever The Conveyor Belting Problem... Thermoid Has The Answer’’ 


Perhaps the problem is handling packages on an incline of 25—even P 

35—degrees. You'll find the solution in Thermoid “Ruff-Top” Here’s The Book 

Conveyor Belting—with the thousands of small, rough, irregular- That Will Answer 

shaped points of soft rubber that take a firm grip on the lightest Many Of Your 

package of sae Questions 

But whatever the job—whatever the nature of the materials—heavy ini ai aii 

or light, soft or abrasive, hot or cold, wet or dry, uniform or non- your free copy of Book No. 
uniform in size—there is a Thermoid Belt to do the job at the lowest 3679. It is a handy reference guide, 


cost per ton of material moved. — _ complete. 16 pages of 
: valuable charts, tables and graphs 
And if the customer has @ coaveyor or elevator belt problem that tell how to select the right rane 
stumps you, a Thermoid field representative is at your service—with veyor or elevator belt for the 
a down-to-earth practical solution. materials to be handled...how 
to determine capacities, speeds, 

weights and number of plies. 


cat, 
EARLS. Va 


s & Factories: Trento . J., Nephi, Utah 


Thermoid Company « Office 
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Fabian Bachrach 
S. Duncan Black 


S. Dunean Black Dies, 
Black & Decker President 


S. Duncan Black, president of The 
Black & Decker Mfg. Co., died sud- 
denly on April 15 of a cerebral hemor 
thage in Baltimore, Md. Cofounder of 
the firm with Alonzo G. Decker 40 
years ago, Mr. Black had continued as 
the active head of the company until 
his death. He was 67 years old. 

He saw the company grow from 
the sale of a $600 “horseless buggy”, 
to combine with an equal cash invest- 
ment by Mr. Decker, to the world’s 
largest manufacturer of portable elec- 
tric tools. 

Mr. Black went to work at the age 
of 16 for the Rowland Telegraphic 
Co., which was then experimenting 
with the forerunner of the teletype 
machine. He started as a tracer, ad- 
vancing through the jobs of draftsman, 
designer, experimental engineer, fac- 
tory superintendent and salesman. It 
was here he met Mr. Decker who is 
vice president and general manager of 
Black & Decker. : 

Mr. Black became salesman and ad- 
ministrator for the new firm while Mr. 
Decker handled production. The firm 
designed and made special machinery 
on order until 1916, when it began 
making products of its own 

Mr. Black was particularly interested 
in the merchandising end of the busi- 
ness. From the start, his company in- 
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novated the of distributors and 
jobbers to market electric tools to in- 
dustry and the automotive service 
trades. He was also interested in pro- 
viding tools that would be useful in 
the home and on the farm. He saw 
that a new line of popularly priced 
tools was introduced in 1946, and one 
week before his death he witnessed 
the millionth }-inch home utility drill 
come off the production line. 

Mr. Black is survived by his wife, a 
son, and three daughters. Other sur- 
vivors include his mother, two sisters, 
and two brothers; five grandchildren, 
and two great grandchildren. 


use 


Nicholson File Appoints 
Burkardt Area Manager 


The Nicholson File Co. announces 
the appointment of Edward R. Burk- 
hardt as area manager of an extended 
territory in the East-North-Central re- 
gion. Now living in Indianapolis and 
covering Indiana, he will soon locate 
in Cleveland, a more centrally located 
position from which to serve his pres- 
ent, and areas of Western Pennsyl 
vania and Northeastern Ohio 

Mr. Burkardt will have charge of 
Nicholson sales and service engineer- 
ing programs in his new territory, and 
will work closely with industrial dis- 
tributors and hardware wholesalers. 

Mr. Burkhardt, who joined Nichol- 
son in 1946, has represented the com- 
pany in the middle west and on the 
West coast. Since 1947 he has been 
in charge of sales for the San Francisco 
area. 


Garrett Supply Co. 


Adds Two Salesmen 


Garrett Supply Co., Los Angeles, 
Calif., has assigned two new territorial 
salesmen to the expanding aviation 
field. Joel Hawley, formerly a con- 
tractor, and Jack Middlestetter, for- 
merly of Republic Supply Co., have 


taken over Garrett’s aviation accounts, 


Dearstyne Re-elected 


William C. Dearstyne has been re 
elected president of the Albany Hard- 
ware & Iron Co., Albany, N. Y 
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R. C. Duncan 


R. C. Duncan To Head 
Minnesota Commission 


R. C. Duncan, president of R. C. 
Duncan & Co., Minneapolis, has been 
selected by the Governor of Minne- 
sota to be chairman of the Gover- 
nors Commission on Small Busi- 
ness for that state. 

The appointment is in line with a 
request by Defense Production Ad- 
ministrator, William H. Harrison, to 
the governors of each of the 48 states, 
to establish a commission to marshall 
community resources for the full 
utilization of small business in the 
mobilization program. 


Gibson Named Comptroller 
At J. Russell & Co. 


John F. Gibson of Garden City 
Park, Long Island, formerly a certi- 
fied public accountant in New York 
City, has been appointed to the post 
of comptroller at J. Russell & Co., 
Inc., Holyoke, Mass. 

Mr. Gibson, a graduate of the City 
College of New York, has served as 
staff accountant with S. D. Leides- 
dorf & Co., as administrative assistant 
to the comptroller of United Mer- 
chants & Manufacturers, Inc., and 
for the past three years as a member 
of the management group of Peck & 
Peck, retail specialty stores. 





Norton Co. Appoints 
Advisory Council 


The Norton Co., Worcester, Mass., 
has organized the Norton Distributors’ 
Advisory Council to discuss distribu- 
tion problems with its distributors. 

In selecting the members of the 
1951 council, the company considered 
geographical location, size and type 
of organizations, and the position the 
distributors occupy in relation to the 
two distributor associations. 

Members of the council are: H. B 
Begg, general manager and treasurer 
of Squier, Schilling & Skiff, Inc., New 
ark, N. J.; H. J. Behn, president of 
H. J. Behn & Co., Inc., Bridgeport, 
Conn.; L. W. Gilbert, president of 
the Screw Machine Supply Co., Chi- 
cago, Ill.; L. B. Mize, president of the 
Industrial Supply Corp., Richmond, 
Va.; and, J. D. Nicholson, general 
manager of The Mine & Smelter Sup- 
ply Co., Denver, Colo. 

J. S. Plowden, president of the 
Plowden Supply Co., Cincinnati, 
Ohio; W. W. Radcliffe, president of 
I'he E. A. Kinsey Co., Cincinnati, 
Ohio; Russell Rising, vice president 
of Ducommun Metals & Supply Co., 
Los Angeles, Calif.; H. E. Ruhf, presi 
dent of the Cleveland Tool & Sup 
ply Co., Cleveland, Ohio; M. I. Stray, 
president of Chas A. Templeton, Inc., 
Waterbury, Conn.; and, H. E. Torell, 
vice president of the Syracuse Supply 
Co., Syracuse, N. Y. 

These men will be members of the 
council for periods varying from one 
to three years. In the future it is 
hoped that members will be willing 
to serve for three years which will 


NEW QUARTERS of Tyler Machinery 


double the space formerly occupied. 





mean that three or four new men will 
serve on the council each year. 

Ihe council is an advisory one, but 
its deliberations will be considered 
in formulating new Norton policies 
and making changes in old ones. The 
company intends to take full advantage 
of the help and advice it will receive, 
not only from the council, but also 
from its other distributors. 

In line with this policy, R. M. 
Johnson, vice president in charge of 
sales, has writen to Norton distributors 
asking for suggestions from them on 
policy-matters of mutual interest. The 
distributors are asked to submit from 
time to time, ideas on policies which 
can be placed on the agenda for dis- 
cussion at annual council meetings. 


Link-Belt Elects V. P. 


Robert C. Becherer was elected vice 
president of Link-Belt Co. at a recent 
meeting of the board of directors at 
which all officers who served last vear 
were re-elected. 


— 


—— 


& Supply Co., Tyler, Texas, more than 


Tyler Completes 
New Quarters 


The ‘Tyler Machinery & Supply 
Co., Tyler, Texas, has completed its 
new building at 511 E. Front St. The 
new quarters contain approximately 
7500 sq. ft. of floor space, with pro- 
visions for enlargement in the rear. 

The Tyler Co., which was estab- 
lished in 1937, handles nationally ad- 
vertised lines of industrial supplies 
and machinery. J. S. Gentry is presi- 
dent; C. H. Bobo, vice president; 
Octavia J. Gentry, secretary and treas- 
urer. 


Brown & Sharpe Mfg. Co. 
Announces Appointment 


Jonathan N. Rawson has been ap- 
pointed director of industrial activ- 
ities, for the Brown & Sharpe Mfg. 
Co., Providence, R. I. In this posi- 
tion Mr. Rawson will direct the 
health, safety, welfare and recreational 
activities of employees. 


Hardware Trade Group Holds Annual Dinner 


GREETING GUESTS at the annual Hardware Trade Asso 
ciation dinner in New York were these officers: James Bosted 
(H. W. Mills, Paterson, N. J.), first vice president; Joseph 
Walker (Buffalo Bolt), president; Arnold Martin (Fayette 
R. Plumb), secretary-treasurer, and Roy Schmidt (Stanley 


Tools), dinner committee chairmen 


ADDITIONAL NEWS 


ad » 





READY TO EAT were these five: Brownie Jalbert (Bay 
State Tap & Die); Andy Diehm (Franklin Hardware, New 
York); James Jaques (Nicholson File); and Frank Bucior and 
Kirk Hobart (both of Allen Mfg.). More than 125 mem- 
bers and guests attended the event which was held in the 


Downtown Athletic Club. 


BEGINS ON PAGE 206 








Here’s how you can 
help your customers solve 


FINISHING problems! 


Show them how Black & Decker Electric 
Tool Equipment has versatility, 





speed and power to break bottlenecks! 


«ROM the unmatched variety of 
tools in the Black & Decker line, 
help customers select the right tools for 
their finishing jobs. From your back- 
ground of experience, show customers 
how to adapt the tools to their partic- 
ular operations. And, remember, your 
B & D Salesman is always ready to 
lend you his assistance on a particular 
knotty problem. That’s the way to 
help your customers lick finishing 
problems and speed up production! 
The B & D Tools shown here give 
you such world-famous sales features 
as: (1) Dependable, full-powered 


motors tailor-made by Black & Decker 
for the tools they drive; (2) Perfect 
balance for easy handling, less worker 
fatigue; (3) Tough, longer-wearing 
parts for extra years of service and 
lower tooling costs. 

And as a plus, you can offer the 
finest service for longer tool life from 
the most modern system of 29 B & D- 
owned-and-operated Factory Service 
Branches within 24 hours of any cus- 
tomer! No wonder it pays to think of 
B&D first in solving tooling problems. 
THE Buack & DECKER Mre. Co., 617 
Pennsylvania Ave., Towson 4, Md. 
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B & D BENCH GRINDERS handle 
tool sharpening, grinding, wire 
brushing, buffing. Strong steel 
wheel guards, recessed 2-pole 
push-button switch, other safety 
features. Four models: 6” to 10” 
wheel diam., 44 to 1 h.p. motors. 


‘ 
A 


x 


PORTABLE ELECTRIC TOOLS 


WORLD’S LARGEST, MOST COMPLETE LINE 


LEADING DISTRIBUTORS EVERYWHERE SELL | 
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GROUND IS BROKEN for the new Black & Decker Mfg. Co. branch plant at 
Hampstead, Md., by Alonzo G. Decker, vice-president and general manager, as 
officials and community leaders look on 





C. H. BOBO, vice-president and man- 

ager of Tyler Machinery & Supply 

Co., Tyler, Texas, received the Earl 

Story Award, a semi-annual prize given 

to the outstanding member of the 

Junior Chamber of Commerce. At the 

time of the presentation, Mr. Bobo was 

re eg. yp ametchany eae ae JOSEPH BADALLI (extreme right) and Carl Kleihege (center), newly appointed 
directors of the Mercantile National Bank of Hammond, Ind., are congratulated by 
bank president Frank Gorsline. Mr. Badalli is president and general manager of the 
Standard Equipment Supply Corp., Hammond. 





FRANK W. HOETZLEIN has been MAIN PRESENTATION of a recent sales meeting at Harry P. Leu, Orlando, was 
appointed manager of J. A. Williams the illustrated explanation of air control equipment given by Frank Meister, (third 
Co.’s newly created industrial supply from left), A. Schrader’s Son’s southeastern representative. Leu salesmen pictured 
division with offices at the company’s ibove are Hillman Baggett, Frank Keenan, Robert Craw, Delmer Ramers, LeRoy 
headquarters in Pittsburgh Keith and H. Burton Hendrix 
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Easier to sell because 


1s F Ways Getter/ 


YALE 


TU ce @ 
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YALE LOAD KING 
is the profit hoist 
for you! 


/CAPACITIES: 
¥, 1, 1% and 
2 Tons 


{y 


HAND HOIST 
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OPERATE IT. .- 
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_so much emp v0 95% i on cha 

‘ — Special desi ae The oper’ 
hand oe seated and Of an fatigues Stays 
proper y . her -€a- 
foryou! 


Get instantaneous brake and release 
action with YALE SYNCHROMATIC 
LOAD BRAKE. Instantly—automatically— 
a holding pawl engages ratchet and ap- 
plies balanced, cushioned spring pressure 
at six diametrical points. Parts wear 
longer, hoist reacts faster, loads can be 
precisely “inched” when lowering with 
this exclusive YALE feature. 





THE B4‘VE Were) A Pam ANUFACTURING COMPANY 


Philadelphia 15, Pa. 
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| Door Openers To Sales 





Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


LENGTHY PHOTOGRAPH: ‘The Air Force and a private concern have per- 
fected a panoramic aerial camera that can take a continuous strip photo of the 
state of Pennsylvania on one roll of film in less than a day. The finished print 
can be from 200 feet to 5000 fect long 


REDUCING THE OCEANIA ROLL: ‘The British 24,000 ton luxury passenger 
liner R.M.S. Chusan has been fitted with stabilizing fins to reduce ship roll. ‘There 
is one fin on each side of the ship. When the moving ship heels, the fin on the 
low side tilts so that its forward edge is up. Water pressure against the fin shoves 
the ship back to an upright position. The device promises a new dav for seasick 
prone vovagers 


COOLING OFF: Output from metalworking automatic machines is being 
increased 25 to 50 percent by installation of new refrigeration equipment for cool 
ing cutting oils used in tool operations. Developed partly as a result of tests com 
pleted during the last war, the new refrigerating devices enable machine operators 
to hold a predetermined temperature on cutting tool tasks over long periods of 


time. 


SOCIAL SECURITY: An old age pension of three cases of champagne per man 
per vear has been demanded by a group of Bordeaux bottlers in France. 


SURPRISE ENDING: A midwest movie equipment maker is part owner of a 
small steel company from which it buys all its supplies. Recently, when the manu 
facturer needed steel badly, the mill executive told him none was available. He 
finally bought a carload on the gray market for twice the regular price. When 
the car was unloaded, he found the stecl originated in the mill of which he was 


part owner 


rAKING OUT THE KNOCK: ‘The necessity of using higher test, higher octanc 
gasoline to prevent motor knock as your car gets older may soon end. Standard 
Oil Co. of Ohio’s researchers have discovered that a small amount of the element 
boron added to leaded gasoline can cut down the octane requirements of an older 
engine by five to 20 points. Boron counteracts the catalytic action of knock produc 
ing carbon deposits in the cylinders. 


INDUSTRIAL DiSTR'!BUTION @ MAY, 1951 





eee can net you $50-maybe more! 


Small in size. Small in price. Yes! But it’s this money. And, by concentrating on standardization of 
4c fitting sale that’s really the Bic one in the sale Alemite Fittings throughout every plant you can fur- 

of lubrication equipment. Bic because it turns your ther simplify, further reduce lubrication costs. 
fitting customers into good, steady prospects for 
Alemite mechanized lubrication equipment barrel-to- 
bearing. Bic because it paves the way to more “big 
ticket” sales, more often for you! Why wait longer? Check your fitting prospects to- 
By selling genuine Alemite Fittings for every bear- day. Move in fast with the easy-to-make fitting sale 
ing point, you assure fast, clean, positive lubrication that brings in the Bic ones. Sell Standardization of 
anywhere on any machine. Save plant-men time, work, Alemite Fittings for every plant in your territory! 


Start the ball rolling for more sales of Alemite guns, 
pumps, loaders, carts on every later call. 


Alemite Hydraulic | 
Pluting Systems Alemite Pin-Type TRANSFER PUMPS® | 
Fitting Systems 
Alemite design permits 30° con- A $25 to $50 sale 
nection between gun and fitting. 
Case hardened body. Spring 
and ball check inside for dirt- 
proof leakage seal. All angles 
and thread sizes. 


The original Alemite Fitting. Gun 
coupling locks onto pin of fitting 
for leakproof seal. Made from 
brass, Ye and % P. T. 


@ BUCKET PUMPS 
A $29 to $80 sale 








> Cyr 
a A Alemite * ®) Alemite Standard f=: PORTABLE 
3 Button-Head 8 Dot Fitting POWERGUNS > 


Fitting Systems Systems 





Widely used on heavy machin- For heavy machinery. Gun A $184 to $500 sale 


ery. These case-hardened steel coupling screws on to heavy pment 
u y STEWART 


fittings are built to stand abuse fitting thread making leak- : An 
and to allow volume flow of proof seal. Ye and ‘4 P. T. WARNER 
lubricant. Straights and angles. ah 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 














Jointers 


Permanently Welded, 
Distortion-Free Tables 
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The depth of cut control, two table 


I 
] and 


locks, direct reading depth 
switch are all conveniently grouped 
it the front and can be used in a com 
fortable operating position. A new 
rotor V-belt drive is 
yptional. ‘The rotor is easily remo 


1 
Dt 


1 
Cale 


on-cutterhead o1 


Poledo, Ohio 
Mav 1951 


Boice Crane Co., 
Industrial Distribution, 


Saw Protractor 


Makes Angle Cut 
Accurate, Easy 


practical saw protractor for 
| sawing has 
which enables the 


] ] 
practically any angl 


ind casily, cording to the 


1 guile 


introduced 


ec in powel 
been 
operator to cut 
iccuratcl 
naker 
Lhe p! Tac is const 
metal for rigidity, and weiglis 
It consists straight edge, ; 
nent clearly calibrated in units of 
degree, and ble holding arm. 
sired angle sct by loosening 
side ot the 
imm and moving the arm until 
+] 


points to the correct 


Lhe de Is 
i wing nut on the unde 
holding 
the indicator 
cgeTee MhMirk 

It is claimed that it is 
eful for compound mitre cuts when 
with the 
ower saws. It 


laving out any 


particularly 


conjunction bevel 


on most 
used for 
: 


irk involving 
p! ictically 


ingles, and 
ll portable 
lectric saws. 

I'he Black & Decker Mfg. Co., 
\fd.—Industrial Distribu 
1951. 
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Air Sander 


Straight Line Action, 
Single Pad 


Due to its straight-line action, the 
Sundstrand Single-Pad Sander, it is 
claimed, leaves no swirls, no pressure 
marks—a feature of importance in all 
work where an extra-smooth surface 
is required. 

Also, it operates both wet or dry, 
making it suitable for use on a wide 
variety of finishing operations. It is 
able to handle all five body refinishing 
operations in the auto body shop 
removing grinder marks, feather-edg 
ing, scuffing old paint, wet or dry sand 
ing primer coat and lacquer color 
coat sanding 

Small and compact, this new Sun- 
strand Sander is exceptionally easy to 
handle and can be worked with equal 
case over both flat or curved surfaces. 

Sundstrand Machine ‘Tool Co., 
Pneumatic Div., Rockford, I]1—Indus 
trial Distribution, May 1951 


Taps 
Especially Designed 
To Reduce Breakage 


A new short flute, spiral pointed 
tap, especially designed to reduce 
breakage on rctapping and certain 
tapping operations, has recently been 
added to the regular line of Bay State 
taps. 

It has spiral flutes extending only a 
short distance from the point, thus 
providing extra strength at the point 
of greatest strain. 

A combination of rigidity plus cut- 


Continued on page 120) 





DON’T BE SHACKLED 
TO BRONZE BARS 13” LONG... 


se Asarcon 773 
BRONZE eens 


§ 
z 


in the Lengtt th You Need 


B,, bronze stock in lengths to suit your requirements. 
Don’t limit yourself to 13” lengths! 


With ASARCON 773 continuous-cast bronze (SAE 660) you 
get exactly the length you want . . . there is no scrap loss due to 
metal defects . . . chuck ends are reduced to a minimum. 


ASARCO continuous-cast bronze offers complete freedom from 
porosity, dirt and dross inclusions . . . reduces rejects or losses from 
metallurgical defects. 

ASARCON 773 bar and bearing bronze is continuous-cast in cross 


” 


sections 14” to 5” diameter. cored or solid, in 105” lengths . . . 216 


standard stock sizes of rods, tubes and shapes. 


Round or symmetrically shaped bars and tubes, special alloys, and . 
longer lengths made to order. 


5 
Buy the length of ASARCON 773 your job re- 


quires and prove the savings to yourself. 


Territories available for qualified 
distributor organizations. 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif. 


American Smelting and Refining Company 


Perth Amboy Plant, Barber, New Jersey 
OFFICES: Whiting, Indiana and Barber, New Jersey 
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“THAT 
SOUNDS 
LIKE 

A JOB 
FOR THE 


WINTER 


TAPPING 
PECIALIST” 


Winter distributors know where to find an answer to — 
their customers’ tapping problems. ee 
telephone and call the Winter Service Engineer. 

With his specialized background and experience, supported by © 
intensive factory training, he can diagnose any 

tapping difficulty and come up with the best solution. This 
solution will generally involve the proper tap recommendation, 
and the proper tap can always be supplied from 

Winter’s complete line, which includes hand, machine screw, 
chip driver, pulley, pipe, nut, and tapper taps. 


INIER 


WINTER BROTHERS COMPANY - Division of the National Twist Drill and Teol Company, Rochester, 
Michigan, U.S.A. - Distribsters in Principal Cities - Branches in New York, Detroit, Chicage, Sen Francisco 











en sanve 0 SULENT SALESWER 
; - NATIONAL | | 





NATIONAL 






DRILLS 





APOE ae 
BG. 

Vist DRILL AND TOOL CO 

+ tice aes Foe 


= 





Typical of the sales aids made available to National distributors 
are the three envelope stuffers shown above. Helping 

its dealers by means of literature, catalogs, point-of-sale 
material, national advertising, and personal service is an 
obligation cheerfully assumed by National. It is a plus 

value over and above the advantages deriving from the prestige 
of the National name and the inbuilt character of the 

complete National line of rotary metal cutting tools. 

The National line includes twist drills, reamers, 

counterbores, milling cutters, end mills, hobs, and special tools. 





NATIONAL TWIST DRILL AND TOOL COMPANY, Rochester, Michigan, U.S.A. bs Distributors in 
Principal Cities - Factory Branches: New York + Chicago - Detroit - Cleveland - Sen Francisco 





has made _ thes« taps 
certain ipplic itions 
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yutstanding for 
uch as tapping through hol 
metal and thin where the 
length of thread does not exceed onc 


They are a ! 


sections 


lable in high 
thread fractional and 


diametet 
speed, ground 
machine screw sizes 

Bay State lap & Dic Co., \lans 
field, Mass.—Industrial Distribution, 


May 1951 














Heavy Duty Motors 


Dual Belts 
Distribute Load 


varibelts, thus distributing the load so 
that no undue strain is imposed. ‘To 
counterbalance belt load, a tension 
control, “‘Autotaut,” has been de 
signed. This principle, it is claimed, 
avoids the disadvantages of variable 
center drives or extra flexing of belt 
VCT idlers 

Use of dual belts does not affect the 
case of changing motor speeds which 

iccomplished by merely turning a 
mtrol dial 

U. S. Electrical Motors, Inc., Los 
Angeles, Calif—Industrial Distribu 
Mav 1951] 


fion 


Hand Pumps 


Increased Capacity, 
Efficiency 


Newly designed hand pumps in five 
f 7, 10, 14 and 28 gpm ca 
pacity, cach in several models, are in 
production. The new line, known as 
Series 210, 404, 414, 828 and 807, is 
wailable in modcls as pump only, with 
suction and deliverv pipes for drums 


ind skid tanks 


SCTICS 





, 
\ line of extra he 
1! 
r variable speed wit 
is 5U hp has been de 


f U.S 


lo carry the heavy 
iternal spec 


U.S. Enginecrs have i 


ratings as high 


loped a 


load through the 


d changin 


dutv motors 


| i part nozzle: floor 


rs, Inc., Vari 


Phe line features return drip-pen for 
barrel] mounting; refucling hose and 
stand 
tanks: brackets for wall or foot mount 


for underground 


ing; and, locking device 


Scries 
transmis 


rporatec 


yLON, 


dual direct drive 


with 10 gpm capacity 
with 


210 and 404 are direct drive 


+14 is 
crank, 


Serics 
or 10-in 


ind 1 or 1-}-in. openings for light or 


heavy liquids for delivery to 14 gpm. 
Serics $28, 807, 414 and +404 are 
swinging vane construction with cam 
bored bodies that delivery a non 
pulsating flow 

I'he new series represent the first 
major changes in the line since 1945 
in capacity and efficiency increases, ex- 
terior styling, and added models to in- 
crease the range of usage in dispens 
ing, refueling or defueling. 

Blackmer Pump Co., Grand Rapids, 
Mich.—Industrial Distribution, Mav 
1951. 
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Product 


Jointers 


Saw Protractor 


Air Sander 


Taps 

Motors 

Hand Pumps 
Hand Drill 

Roof Ventilator 
Frolleys 

Receding Arm Saw 
Fire Extinguisher 
Bandsaws 


Hand Pump 


Safety Lantern 


Thread Restorers 


Hydraulic Cutter 





Manufacturer 


Boice-Crane Co. 
The Black & Decker 
Co. 


Mfg. 


Sundstrand Machine Tool 
Co 

Bay State Tap & Die Co 

U.S. Electrical Motors 

Blackmer Pump Co. 

Stanley Tools 

Ilg Electric Ventilating Co. 

Wright Hoist Div 

DeWalt Ine 

Buffalo Fire Appliance Corp. 

Iyler Mfg. Co., Ine 

Pokheim Oil Tank & Pump 
Co 

R. E. Dietz Co 

The 
Corp 

Manco Mfg. Co. 


Bingham-Herbrand 


116 


116 
116 
120 
120 
122 
122 
12 
12: 
125 


126 


128 





Product 


Auger Bits 


Welding Rod 


Tachometer 
Clamp 
Pullers 
Pliers 


Finishing Sander 


Gears 
Radial Arm Saw 
Freight Truck 


Piling Clamp 


Moulding Cutterhead 


Saw Guide 

Saw Setter 
Power Pump 
Hydraulic Puller 
Drill 

Hose Clamp. 
Master Collet 


Manufacturer 


The Midway Tool Co. 133 

All-State Welding Alloys 
Co. 

Reeves Pulley Co. 

Clark Equipment Co. 

Templeton, Kenly & Co. 

Utica Drop Forge 

The Porter-Cable Machine 
Co. 

Boston Gear Works 

Delta Power Tool Div 

Market Forge Co. 

The Adjustable Clamp Co. 

Delta Power Tool Diy 

Skilsaw, Ine 

B. L. Foley Mfg. Co. 

Lyon-Raymond Corp. 

Owatonna Tool Co. 

Cummins Portable Tools. 

Corbin Hose Clamp Div 


Sutton Tool Co... 
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We Mobilize for Freedom 





SECOND OF A SPECIAL SERIES 


We Must Pay As We Go 


We must do our utmost to pay as we go for our 
present defense program. 


On that proposition those who speak with au- 
thority are remarkably well agreed. This editorial 
— the second in a series on our mobilization for 
freedom — sets forth in simple terms why there is 
this agreement. 


Next year — the fiscal year beginning next July 1 
— the federal government’s budget calls for the ex- 
penditure of $10 billion more than is scheduled 
to be collected in taxes. The deficit is due to the 
increase in defense expenditures. 


A part of this deficit can be eliminated by cutting 
non-essential expenditures and increasing efficiency 
in the defense program. There is wide agreement on 
this. It is the duty of the President and Congress to 
see that it is saved. 


How the remaining deficit anticipated in the 
federal budget—$5 billion to $10 billion—is handled 
is crucial. The government can meet it by raising 
taxes—by paying as we go. Or it can borrow, issuing 
more government bonds. 


Borrow Again? 


We relied heavily on borrowing in both World 
War I and World War II. In World War I only 
about one-third of the expenditures of the federal 
government were met by taxation. In World War 
II about 45 percent were met in this way. The rest 
we borrowed. Some people ask, why can’t we rely 
heavily on borrowing again? Why is it crucially 
important to avoid adding $5 billion to $10 billion 
to a federal debt that is already $257 billion? 


Part of the answer is found in the contrast be- 


tween this defense program and our all-out effort 
of World War II. Another part—and one that is all- 
important in combatting inflation—results from the 
rapid decline in the purchasing power of the Amer- 
ican dollar in recent years. 


We went “all out” in World War II. We put al- 
most half of everything we produced into our mili- 
tary effort. Taxes high enough to pay the financial 
costs as incurred would have meant huge tax in- 
creases. It was feared that such increases would kill 
financial incentives to get “all out” production. 
Since we expected the war to be short, borrowing 
seemed a safe expedient. Price control and ration- 
ing, with wartime patriotism to give them effective 
support, were relied upon to keep in check the in- 
flationary pressure created by borrowing rather 
than taxing. 


Our present defense program is scheduled to 
take a much smaller share of our production, but 
to take it over a much longer period. At its peak, 
the program as now planned will take only about 
20 percent of our total national production. But, 
to use General Bradley’s phrase, “the conditions 
under which we labor may persist for ten, fifteen 
and twenty years.” 


What About Controls? 


For a period of any such duration it would be 
foolhardy to expect that the sort of controls we had 
for the few years of World War II could hold in 
check the inflationary pressure created by not pay- 
ing as we go. It would be as foolhardy as it would 
be for a family to plan on borrowing to pay the 
expenses of a member discovered to be afflicted by 
a chronic ailment which might last a long lifetime. 











Obviously, the only safe thing to do in such a case 
would be to adjust the family budget so that the 
expenses of the illness would be paid currently. 


Our heavy reliance on borrowing in World War 
II had consequences which block a successful re- 
peat performance. 


If the borrowing had been done by persuading 
individuals to transfer their savings into govern- 
ment bonds, relatively little inflationary pressure 
would have been created. What the government 
would have spent with the proceeds of such bond 
sales would have been subtracted from the money 
individual consumers could spend. 


But most of the borrowing was done from banks. 
That course expanded the amount of money avail- 
able to the government without any offsetting sub- 
traction of money from the hands of individuals. 
Thus, when direct price controls were removed 
after the war, this bottled-up purchasing power 
contributed to a price inflation which has cut pur- 
chasing power of the American dollar about in half 
— and decidedly changed the attitudes of the Amer- 
ican people toward that dollar. 


During World War If, Americans in general be- 
lieved that: 

The war would not last long. 
The dollar would hold its value, and even gain 
value after the war. 
Many wonderful new products would be avail- 
able in the postwar period. 

Today the American people have: 
Seen the value of their dollars melt away fast. 
Been assured that, at best, we may have a 10- 
15-20-year pull ahead. 
Been warned not to expect a postwar paradise 
anytime soon. 


One result of these changed attitudes is a notable 
lack of enthusiasm for government bonds on the 
part of individual investors. This is indicated by the 
fact that since Korea redemptions of E bonds have 
exceeded sales by about $600 million. Another 
result is a continuing rush to convert dollars into 
physical goods and equipment or claims on them. 
This trend weighs against financing the prospective 
federal deficit by borrowing from individuals. 


Borrowing from banks to meet the deficit would 
again add fuel to inflation. 


The prospective deficit is due to federal expen- 


ditures for military goods. Even if they are not 
blown up or shipped abroad, these goods will not 
be available to civilians. But the money paid to 
those who produce military goods will still be avail- 
able to bid up the prices of civilian goods. Thus, 
at a time when people show relatively little disposi- 
tion to save dollars, a menacing inflationary pres+ 
sure — an inflationary gap, the economists call it — 
will be created. 


If our fight against inflation is to be successful 
this gap must be closed by taxes. We need to do 
other things, too, for inflation has many different 
causes. Credit expansion must be effectively con- 
trolled. Production of civilian goods must be in- 
creased as much as possible by eliminating waste 
and inefficiency. But a pay-as-we-go tax program 
is basic to a successful attack on inflation. And in- 
flation — unless it is checked — could wreck our 
defense effort. 


We cannot pay as we go merely by soaking 
harder the corporations and those in the upper in- 
come brackets. 


As the President’s Council of Economic Advisers 
has reported, “by far the largest part of the addi- 
tional revenue must come from the middle and 
lower tax brackets. These are the brackets in which 
the great bulk of the income is located.” 


Taxes Can Attack Inflation 


By spreading tax increases broadly, taking small 
amounts from many people, inflationary pressure 
would be effectively reduced. It is the expenditures 
of the great mass of people, rather than the small 
numbers in the upper income tax brackets, that 
create most of the pressure. Moreover, it is possible 
to increase taxes broadly without killing the eco- 
nomic incentives to produce. Maintaining these 
incentives is essential to the success of the defense 
effort. 


Our elected representatives cannot be expected 
to be enthusiastic about a pay-as-we-go tax pro- 
gram. It involves increasing the taxes of the great 
body of their constituents, an operation completely 
lacking in political glamour. However, such a pro- 
gram also involves the integrity of the American 
dollar. And that is absolutely essential to the suc- 
cess of the defense program. We shall be very fool- 
ish if we do not let our leaders know that we want 
them to do everything possible to pay as we go. 


Mctraw-Hill Publishing Company, Ine: 








* HELLER 


NUCUT “’, FILE 


Beg U.S Pot OF 


Only a NUCUT 
gives you oo 


“one-two” courte action 


filing SMOOTHING 


ACTION —— 





/, ‘CUTTING ACTION 


At every stroke 


2. SMOOTHING ACTION 








ERE’S another superiority of the 

NUCUT “Wavy-Teeth” design. This Select right file for job 
patented feature provides the file with ; é ; j 
two sets of teeth—both in the same yippee poh ns 
cutting plane. One set, the coarse teeth, sure you select the right file for 
cuts deep, clean, true. The other set, the the job. 
fine teeth, leaves the surface smooth. ne 
Both cutting actions take place at the 
same time—just as if two files were 
working instead of one. 

Your industrial distributor will gladly 
tell you what NUCUT “Wavy-Tooth” arent: Fine work re. 
filing can mean to you in the way of quires a fine file. 
faster cutting and smoother finishing at 
lower cost. He will also suggest sizes, 


shapes, cuts that will meet your needs WRONG: Don’t use a 
best. fine file on coarse, heavy 


work. 
HELLER BROTHERS 


COMPANY RIGHT: Coarse work 
should be handled with 
a coarse file. 








WRONG: Don’t use a 
coarse file on fine work. 




















America’s Oldest File Manufacturer 











Newcomerstown, Ohio 











MR. DISTRIBUTOR: NUCUT advertising is appearing in publications that reach the impor- 
tant users and buyers of files in your territory. Please note that it directs these prospects to you. 
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your best vise value 


Longest Life: Ex 

mond-Simplex ail-st; ide, rontal blows, 
milled ‘from the i - necessary. 
enteed* not to br 

in service. 


greater jaw ca 
work holding « 


Extra-heavy 
ts semi-steel. um Backlash: New longer, 
mein vise nut will lest 


A life-time guarantee against defects due to faulty 
workmanship or materials stands behind every 
Desmond-Simplex Heavy Duty Vise. No other 
vise gives you all these features. No other vise 
gives you such a guarantee. No other vise gives 
you better long-run economy. Write Desmond- 
Simplex on your next vise orders (to leading in- 
dustrial distributors) and you'll get the best. . . 
The Desmond-Stephan Mfg. Co., Urbana, Ohio 


Desmond 


SIMPLEX :!':: VISES 


~ Oi a= 
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New Products 


(Starts on pae 116) 














Hand Drill 


Bores Larger Holes 
To Full %4-In. Capacity 


The new streamlined “100 Plus” 
| No. 610 Hand Drill, bores larger holes 
| more easily to full 4-in. capacity in 

hardwood or metal. The smoother 
action, according to the maker, is the 
| result of a higher spindle torque. 

The drill is equipped with solid cast 
iron speed gear and two steel pinions 
with machine-cut teeth; ball bearings 
on the spindle carry the drilling pres- 
sure. 

The protected jaw spring chuck af- 
fords positive jaw action through con- 
cealed springs that hook into the jaws 
of the new ta, chuck. Drill point, it 
is claimed, cannot jam or bend springs. 

Stanley Tools, New Britain, Conn. 

Industrial Distribution, May 1951. 


Roof Ventilator 


Air Cooled Motor 
Controls Ventilation 


A new type “PRV” Power Roof 
Ventilator has been developed suit- 
able for schools, hospitals, apartment 
buildings, commercial buildings and 
industrial plants. The unit is offered 
in eleven sizes, each size available in 
two to four different speeds. For 
extra quict operation, low speeds are 
available in each of the 11 sizes. 

The new unit, consisting of a 
housed direct-connected centrifugal 
fan and motor, features positive con- 
trolled ventilation independent of 











DELTA gives you ANOTHER LEADER 


—an exclusive saw to out-sell all others! 


—jeae™ new DELTA RADIAL SAW 
mee Tie === oa The FIRST and ONLY radial saw 


Francisco 


Booth No. 18 a i | that cuts and miters 0° to 90°~ 
RIGHT and LEFT! 


To convince your customer that Delta’s best 
— and frequently get the order the first call 
—have him make the simple miter test shown 
below. No other radial-saw dealer can invite 
such comparison, It’s one of 20 outstanding 
sales-clinchers you can use to sell this new 
Delta Radial Saw. 

Others include features like quick-set lo- 
cating latches at 30°, 45°, 60°, and 90° right 
or left, for miters and bevels — PLUS totally- 
enclosed Fiberglas-insulated motor with 
built-in voltage changers . . . front-operated 
controls . . . grease-shielded ball-bearing 
carriage . . . fully enclosed automatic safety 
guard . . . and other plus-values that give 
your customers more in a Delta! 


DIFFERENT — AN 


only Delta cuts angles te 
gives full saw-cutting acti 


and all other straight-line cuts. 


i . ae dados, ‘ 
miters, bevels, double Mvmnatch the new Delta, Here's WHY GET YOUR ORDERS IN NOW! 
e 


© other radial saw con we 

. VIEWS Let this new Delta Radial Saw win sales 
SIDE pe . saw ann for you. Get yours in action . . . put on 

pormuape ae ac tl 3 a real show... make new profits! Model 

pol No, 33-451 (12” saw) has 2 HP, 110/220 

volts, 1 phase, AC motor, for builders 

and commercial shops. Model No. 33- 
452 (14” saw) has 3 HP, 420 volts, 3 
P phase, AC motor, for industrial plants, 
ToP VIEW schools, etc. Don't wait — order now! 


0° Showing actua 
usable saw Ca- DELTA POWER TOOL DIVISION 


18° 360 
acity oné 
cies swing. Roc kwell 
30° 
® Manufacturing Company 
MILWAUKEE 1, WISCONSIN 


D BETTER! 


from 0° 





NEW DELTA SAW 


60 


ALL OTHER SAWS 





INDUSTRIAL DISTRIBUTION © MAY, 1951 








> 














wind or weather conditions in sizes 
providing air deliveries over the un- 
usually large range of pressures from 
free air to 14 in. static pressure. 

Suction pressure produced by the 
fan wheel, which is fitted with back 
plate fins, maintains a steady, low 
velocity, cooling air stream which 
passes through the motor compart 
ment and motor. 

Ihe unit's weather-tight housing 
contains the complete fan unit and 
air control accessories. The ventilator 
is easily and quickly installed, wired 
and serviced. 

Included among its features is a 
lead-proof roof, hinged on two sides 
for inspection and assembly; rain 
proof air discharge louvers on all four 
sides; and a_ backward-curved type 
centrifugal fan wheel with non-over 
loading characteristics which protects 
the motor against overload. 

Ilg Electric Ventilating Co., Chi 
cago, Ill._—Industrial _ Distribution, 
May 1951]. 





Sales keep coming! 


BEALL nationally advertised, time-proven helical 
Spring Washers are used by the millions by indus- 
try and railroads. They keep bolted assemblies 
tight... permanently tight. 


BEALL Spring Washers—for 30 years—have been 5 CO Trolleys 

precision made to the exact dimensional standards we Safe. Durabl 
of the American Standards Association and are > Sewn 
available in all sizes and metals. Packed in car- —- 
tons, kegs and cases. ond pulk. These low cost, lightweight, com- 
| pact Wright-Way trolleys are made 
SPRING WASHER SPECIALISTS for 30 Years to use in industrial applications that 
| do not require the high efficiency or 

high factor of safety of Wright Tim 
ken, Hyatt or S.A.R.B. - trolleys. 
BEALL TOOL DIVISION of HUBBARD & CO. Wright-Way trolleys are said to be 


50 Btawmiock $1,.° Bost Altea, 11). reasonably efficient, easy rolling units 
that are safe and durable. 





Lightweight Units 
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Thev feature chilled tread whcels, 
husky roller bearings, heavy steel axles, 
equalizing pin and becket strap and 
heavy steel side plates. ‘They have a 
factor of safety of three to one mini 
mum on all sizes and are plain trolleys 
built only for standard I-beam sizes. 

Wright Hoist Div., American Chain 
& Cable Co., Inc., York, Pa.—Indus 
trial Distribution, May 1951. 














Receding Arm Saw 
Depth Of Cut 
40 Percent Greater 


DeWalt Inc., Lancaster, Pa., has 
introduced a new radial arm saw, the 
DeWalt R-2. Ihe low dead-rise, 
direct-drive motor permits a depth of 
cut that is about 40 percent greater 
than with the conventionally designed 
direct-drive motors, the manufacturer 
claims 

Ihe motor is wound with Formex 
liberglas insulation and provided with 
grease-sealed bearings that require no 
lubrication A.C. motors of this 
model are totally enclosed to prevent 
explosions, and Universal A.C./D.C, 
motors used on this model feature a 
protected enclosurc 

Ihe arm rides on eight grease 
packed, double-row bearings. The ma- 
chine is available in 3 and 5 hp sizes, 
with recommended saw blade sizes 
being: 12 in. for the smaller models, 
ind 14 in. for the larger models. 

DeWalt Inc., Lancaster, Pa.—In 
trial Distribution, May 1951 


Fire Extinguisher 


Air Pressure 
Forces 30-Ft. Stream 


\ new, one gallon vaporizing liquid 
fire extinguisher, the Air-Flo, operates 
on a different principle according to 
the manufacturer. Big, dual air pumps 
build up internal air pressure which in- 


| 


Pat. Differential Gear 


The fact that Winsmith has today the 
most complete, fully standardized 
line of speed reducers (from frac- 
tional to 85 hp), never for a moment 
diminishes the highly personalized, 
power transmission engineering ser- 
vice which it has always stressed. 


For regardless if it appears that 
your customers’ needs can be amply 
served by a standard design and size, 
Winsmith still encourages consulta- 
tion with their design engineers or 
consultants. It can save them consid- 
erable time and costs in engineering 
and installation. 


So, whether your customers manu- 
facture an automatic pin spotter or 
an automatic washing machine, a 
can filler or a compressor, a printing 
press or a pump... . have them con- 
sult early with Winsmith’s factory 
trained nationwide representatives, 
while their products are still in the 
design stage, if possible. Naturally, 
no obligation is involved. Names 
and addresses of Winsmith engi- 
neering representatives im your 
locality, gladly furnished. 


WINFIELD H. SMITH 


CORPORATION 
12 EATON ST. 
Springville (Erie County) N. Y. 
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A WISE CHOICE FOR HEAVY EQUIP 


TRIPLEX threaded fasteners have long been given preference by 


builders of heavy equipment. This preference is due primarily to 
TRIPLEX toughness that assures maximum holding power. TRIPLEX 
customers, of course, also like the free running threads and neat 
fitting heads, but toughness for holding power comes first. That is 
the principal thing we have to sell and the prime reason why so 
many builders of heavy equipment use TRIPLEX threaded fasteners 
wherever possible. Write for catalog. 


‘The TRIPLEX SCREW Company 


5317 GRANT AVENUE CLEVELAND 5, OHIO 


N | | » 


CAP AND SET SCREWS + BOLTS, 
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NUTS AND RIVETS 














stantly forces the liquid out in a con 
tinuous steady stream up to 30 ft. 

Light weight and casy to handle, 
it offers effective protection against 
electrical and flammable liquid fires. 
Dependable action is guaranteed, it 
is claimed by rugged construction, 
non-freeze qualities of the VL liquid 
and Dryex—a drying agent which pre 
vents internal corrosion. 

Sealed in an air-tight compartment, 
the Vaporizing Liquid will last for 
years, the manufacturer claims, only 
annual inspection being necessary. Re- 
charging is easy and can be accom- 
plished on-the-spot. <A special holder 
is available for trucks and busses. 

Buffalo Fire Appliance Corp., Day- 
ton, Ohio.—Industrial Distribution, 
May 1951 


Bandsaws 


Offers Infinite 
Speed Arrangement 


Three new 15-in. bandsaw models 
which provide speed ranges from 80 
to 5000 fpm by a turn of a hand- 
crank have been developed by_ Tyler 
engineers. There are no belts to 
change and no gears to shift. A speed 
indicator is located at eve level to 
provide accurate adjustment. 

A blade tracking setup utilizes a 
large yoke which places the pivot 
point at the crown of the upper band 
wheel to hold the crown in perfect 
alignment with the bottom wheel at 
all times. It also contains a vernier- 
like control for top wheel adjustment 
to hairline accuracy. 

For use with the conventional flat 











with ORANGE 


Here are three members of the big team in action! 
... for this photograph was taken at 1/20,000th of a 
second while the loom was doing 175 picks per 


minute! 


It’s one picture in a series of amazing “stop action” 


follow-thru to prevent shuttle bounce, cut shuttle 


photographs showing how G&K Textile Leathers i : Gro" KINKY FILLING 


cost, stop kinky filling ... Here’s proof that you can 


time, bigger profits. Start with the Big Three in the 


AR PBR a 2 is 
follow-thru with leather for better output, less down- . INCREASE PROFITS 


famous G&K Orange Line: 


First, the famous PICKMASTER picker, 
precision-built of special Hairitan® Leath- 
er — the only material that can withstand 
the repeated blows of the shuttle spur 
without causing shuttle bounce or getting 
over-heated. Shuttle bounce causes kinky 
filling, and over-heated spurs cause 
trouble. 


Second, the famous BOXMASTER 
Hairitan Leathers. Again a special Hairi- 
tan Leather that maintains the original 
dense, high-friction surface as it wears. 
No coarse fibres to catch filament rayon 
—no rough surface spots to interfere with 
the smooth boxing of the shuttle. You 


ei. 7-4 a6), 


KNIGHT 


FAMOUS 


can adjust your boxes and forget them when you 
cover with BOXMASTER Leathers. 


Third, the famous Hairitan 

Check Strap, hair-on or hair-off, 

straight or endless types. These 

are built to flex and flow twice 

a second, month after month to 

cushion the picker stick without 

wearing on the edges. Only leather can stand up 
in this tough service — and G&K Check Straps of 
Hairitan Leather are proving that a good check 
strap is a Loom Fixer’s delight! 


Follow-thru with leather for better, more profit- 
able loom hours. And look to Graton & Knight 
and its southern affiliate, Dixie Leather Corpo- 
ration, for the best in TEXTILE LEATHERS. 


ORANGE*® LINE TEXTILE LEATHER 


a 


DIXIE LEATHER CORPORATION, ALBANY, GEORGIA Affiliate 
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Blessed ls the Beat-up Book 


‘Here at Donnelley’s we are in the business of making attractive, well- 
jprinted, and durably-bound catalogs. The kind that can stand the gaff. 
In planning and compiling such books, we do everything we can to move 
them into line for hard service—we try to make them so useful that they 
become favorites in buying offices whére Gonstant reference will eventually 
beat them to a frazzle. That will be good for you, because it means orders. 
It will be good for us, because it means that you are pretty sure to come 
back in good time for a replacement—for a new, and still better, catalog. 

[s there any question at all that your present catalog is not all it should 
be for the years ahead? If so, why not call us in to make a thorough sur- 
vey and a report? This will cost you nothing. Nor will it obligate you in 


any way. Drop us a line today. 


R. R. Donnelley & Sons Company - Catalog Compiling Department 
350 EAST TWENTY-SECOND STREET, CHICAGO 16 
PRINTERS BINDERS 


ENGRAVERS *® LITHOGRAPHERS 


RECENTLY DELIVERED DONNELLEY-BUILT CATALOGS 


REPEAT 
ORDER 


ORDER 


i 
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blade, flat blade guides, made of hard 
cast bronze, provide rigid alignment 
of the blade. Guide blocks are ad- 
justable fore and aft as well as side- 
ways. 

[he entire upper band wheel as- 
sembly of the unit is mounted on a 
rigid steel tube and is adjustable ver- 
tically. The 164 by 17-in. table is of 
precision ground cast iron box con- 
struction and tilts 45 degrees right 
and 5 left. 

Tyler Mfg. Co., Inc., Inglewood, 
Calif. —Industrial Distribution, May 
1951. 











Hand Pump 


Safety Prime Factor 
In Three New Models 


The Tokheim Oil Tank & Pump 
Co., Fort Wayne, Ind., announces 
the addition of three new industrial 
models to its line of high vacuum 
hand pumps. The new units, designed 
with safety as a prime consideration, 
are approved by Underwriters’ Lab- 
oratories for dispensing gasoline and 
petroleum base products. 

I'he pumps are also said to be use 








No other rope offers more advantages to the user 
or to you distributors who sell it than Columbian. 


It’s made of selected fibres. 


It's processed by the most modern methods—is quality- 
controlled every step of the way. 


It’s rot-proofed and non-kinking. 
It resists abrasion and wear — lasts longer. 
It's guaranteed. 


No wonder men who know rope, choose Columbian for industry's 
tough jobs. 


Quality-controlled from plantation to you 


From the finest fibre-growing plantations in the Philippines, Columbian’s 
own buyers select only the most suitable grades of fibre. It's thoroughly 
inspected, graded . . . sent to Columbian's plant in Auburn, New York. 
And here skilled workmen turn the fibre into as fine a rope as you can get. 


Every foot of Columbian Pure Manila Rope is guaranteed for quality, 
strength, durability and service. 


COLUMBIAN ROPE COMPANY 
320-50 Genesee St., Auburn “The Cordage City” New York 


COLUMBIAN 
4 TWINES 2 


White Blue 
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CHICAGO WHEEL 


Ask any Industrial Distributor who sells Chicago Wheel products, and 
he'll tell you that, year-in year-out; it’s the top abrasive specialty 
line for him. His profit margin is larger and fully protected, and he’s 
never stuck with stock obsolescence or slow turnover. The Chicago 
Wheel line, moreover, is non-competitive on many items. And it’s 
backed by hard hitting, consistent national advertising, helping to 
boost the fastest growing company in the abrasive industry. If you 
are not satisfied with your present connection . . . if you want to 
get aboard a real money-maker . . . don’t delay . . . find out today why 
CHICAGO WHEEL is a Peach of a Deal! 


int 


First—Foremost—and 
Finest! The fastest 
turnover and the big- 
gest profit line in the 
abrasive field. Mini- 
mum space require- 
ments .. . low stock 
investment. .. higher 
profits 


Wide range of sizes, 
shapes and specifica- 
tions for every port- 
able tool operation. 
The outstanding line 
from both quality and 
profit factors. Tops in 
internal grinding. 


HANDEE —Tool of 1001 Uses. Top quality hand tools for shop and home use. Na- 
tionally advertised . . . nationally known. Ideal for pattern and die shop work. 
Complete range of models and styles .. . plus line of more than 500 accessories for 
steady, repeat business. 


v seer ME 
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ful in dispensing industrial liquids 
such as vegetable oils, water, glycerin, 
ilcohol, turpentine and other solvents. 

All three models (Nos. 970, 971, 
and 972) have bung adaptors with a 
vise-type screw which can be tightened 
on the suction stub without a wrench 
or pliers. The suction stubs are gal- 
vanized and all metal parts which are 
not stainless steel are Permolited on 
the inside. 

Tokheim Oil Tank & Pump Co., 
Fort Wayne, Ind.—Industrial Dis- 
tribution, May 1951. 


Safety Lantern 


Projects Strong 
Vertical Light 


A safety lantern that projects a 
“pencil beam” signal visible at the 
farthest possible distance, according 
to the manufacturer, is recommended 
for use by municipalities, special dis- 
tricts, utilities, contractors, shipping 
and industry. 

The fresnel globe, moulded with 
optically correct prisms in echelon, is 
scientifically designed to concentrate 
the light rays so as to project them 
in a parallel, vertical beam of greatest 
possible intensity, it is claimed. 

\ feature of the “Night Watch” 
is the trip-lock, to release the chimney, 
which allows the globe to be lifted 
for lighting, for cleaning or for trim- 
ming wick. Press chimney down lightly 
and the lock automatically reengages. 
I'wo horizontal guard wires protect 
the globe 

Iinished in contractors’ yellow, the 
lamp is cquipped with bail handle. 
The fresnel globe is supplied in ruby 
glass only. The 16 oz. capacity of 
kerosene will burn for 100 hours. 

R. E. Dietz Co., Syracuse, N. Y- 
Industrial Distribution, May 1951. 








KERN 
235,000 
HORSEPOWER 


STATION P 360,000 HORSEPOWER 


NEW 
GENERATING STATIONS 





The Ohio Injector Company is proud that OIC Valves are having a share in 
Pacific Gas & Electric Company’s mammoth expansion program to bring 
more power to Northern and Central California. It is a compliment to the 
quality of our product. 

You can specify OIC Valves for any valving requirement and be assured of 
efficient, precise control. That’s because OIC Valves are precision engineered 
and precision built. Precision application know-how of OIC engineers is availa- 
ble to help you select valves best suited to each requirement. 

Ask your local OIC distributor, or write us direct, for a free copy of the OIC 
Valve Cross-Reference Chart. The Ohio Injector Company, Wadsworth, Ohio. 


@ila)) VALVES. 


FORGED AND CAST STEEL- IRON - BRONZE 


FOUNDED 1883 
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gives you 


pull LIN 


of Quality Reamers 


Thread Restorers 


Run Them On, Run Them Off 
Thread Is Restored 


A new sct of eight sizes of thread 
restorers has been developed by Her 
brand Tools of Fremont, Ohio. 

It is claimed that these new dies 
restore threads quickly on any bat 
tered, damaged or rusted bolt, stud 
or shaft. Just run on and off and 
thread is restored. Each die is the 
same size as the matching nut. No 
special holder or tool is required and 
restorer uses regular wrench or socket. 

The Bingham-Herbrand Corp., Fre 
; . mont, Ohio—Industrial Distribution, 
tomers’ reamer requirements f Mav 1951. 

quickly and profitably with , 

L&I's complete range of styles 
“and sizes. All sizes 1/16” thru 

1-1/2” are standard, and 
64ths sizes are carried in stock. 

Wire gage sizes #1 thru #60 
are standard, too. Selling L&I 


You can handle all your cus- 


gives you a constant source 
that specializes in reamers, 
plus a price and delivery 
schedule which will keep you 
out in front. 


Why don’t you get the 
L&l story? Write for booklet 
and sales policy NOW! 


Hydraulic Cutter 


Portable, Fast, 
Cuts Large Diameters 


Ihe new Guillotine 20E hydraulic 
cutter is a portable cutting tool for 
the larger diameters of rod, bar shapes, 
chain, bolts, wire rope, cable and 
similar material. According to the 


“Nhe Reamer Specialists” | manufacturer, only 24 seconds are 





required for the cutting cycle. 
Light in weight, the cutting head 


L AVA L L E E & | D E ’ | N C . | unit weighs only 38 pounds and will 


cut rods and bars up to 1|*s-in. 


on BORO) 2 3 ne SSACHUSETTS diameter, wire rope up to 1}-in. and 


cable up to 34-in. It is available with 
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either of two power units—a 2 h.p. 
electric motor or a portable gasoline 
engine, the latter for use in the field. 
Operation of the Guillotine is quite 
simplified, it is claimed. With the 
pump “on,” the operator closes the 
remote hand valve, mounted on the 
cutting head, causing the cutter blade 
to make the cut with a 60,000 Ib. 
thrust. Release of the hand valve pro 
vides automatic blade retraction. 
Manco Mfg. Co., Bradley, III. 
Industrial Distribution, May 1951. 

















Auger Bits 
Two New 
Five Piece Sets 


I'wo new five-piece sets of Mirbrite 
(mirror bright) auger bits for electric 
drills, are packed in attractive leather- 
ette rolls, individually boxed. 

The “Handy Utility” set consists of 
one each of 4/16, 5/16, 6/16, 7/16 
and 8/16-in. bits. The ‘“Mechanic’s 
Special” includes 4/16, 6/16, 8/16, 
10/16, and 12/16-in. bits. Each bit 
compartment is labeled as to size. 

The Midway Tool Co., Inc., Mel- 
vin, Ohio.—Industrial Distribution, 
May 1951 


Welding, Brazing Rod 


Substitutes For 
Nickel-Base Welding Alloys 


\ new cast iron gas welding and 
brazing rod employing less of the 
critical materials and that can be 
substituted for the now hard-to-get 
nickel-base welding alloys has just been 
announced by the All-State Welding 
Alloys Co., Inc., White Plains, N. Y. 

The rod is identified All 
State 3 Cast Iron (copper coated) 
Welding and Brazing Rod. It is rec 


new as 


| 


~~ 


Only ONE fellow 


LAMSON — 
has priortty over 


SESSIONS 


‘i 





Lamson Distributors 























We take care of our own. Yes, Lamson Distributors can always 
depend upon Lamson & Sessions to leave no stone unturned to 
keep its distributors supplied with fastener products. 


But today, as you know, Uncle Sam is making greater demands 
on all productive capacity. So if you can’t always get the fasten- 
ers you need, as fast as you want them, remember there’s one 
fellow we ail must serve first. 


Thanks for being patient. 


The LAMSON & SESSIONS Cao. 
General Offices: 1971 West 85th Street, Cleveland 2, Ohiec 
Plants at Cleveland and Kent, Ohio * Chicago * Birmingham 


ESSIONS 
ns iil 
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GREATER PRODUCTION AT LOWER COST! 


Just one big happy family—to help you secure a greater share of the 
tool business in your area. Let the W-S family of Carbide Reamers 
go to work for you. The W-S line of Carbide Reamers is the most 
complete line available today. You can offer a wide variety of sizes, 
a good selection of styles, straight or taper shanks, of special heat 
treated alloy steel. You are assured of quick delivery. 

Make the W-S line your “profit line”. 


/ , , 
Pree: New Reaming Instruction Chart Deter- 


mines feeds, speeds and stock removal for ream- 3 
ing steel, ferrous, non-ferrous and non-metallic 





Hannibal, Missouri. 


iy =? 
materials. Write today: Wendt-Sonis Company, || | 
4 2) 

——s 


r 
' 
— 


Tt 1 
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BORING TOOLS © CENTERS © COUNTERBORES © SPOTFACERS © CUT-OFF TOOLS 
ORILLS © END MILLS © FLY CUTTERS © TOOL BITS © MILLING CUTTERS © REAMERS 
ROLLER TURNING TOOLS © SPECIAL BITS 
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ommended as general purpose for 
both salvage and production, includ- 
ing repairing breaks and cracks, filling 
blow holes, and building up worm 
surfaces. It is applied with All-State 
#1 cast iron flux and a neutral oxy- 
acetvlene flame. It does not require 
melting base metal or “‘puddling the 
weld.” 

All-State Welding Alloys Co., Inc., 
White Plains, N. Y.—Industrial Dis 
tribution, May 1951. 











Tachometer 


May Be Mounted 
300 Ft. From Drive 


[his new tachometer is comparable 
in price to the mechanical type, and is 
more accurate. It operates on the ac 
generator principle, and allows more 
flexibility in installation since it may 
be mounted as far as 300 ft. from the 
variable speed drive. 

It was designed to be used with 
Reeves Variable speed transmissions 
and variable speed Motodrives when 
they must be mounted in inaccessible 
or remote locations. 

It is made especially for quick and 
easy installation on drives in capacities 
from } to 87 hp.; for most installations 
no alteration of any existing parts will 
be necessary. 

Reeves Pull: y Co., Columbus, Ind. 

Industrial Distribution, May 1951. 


Clamp Device 


Handles Bulky Loads 
Without Pallets 


\ clamp device, “Extra-Heavy Duty 
Clamp,” for handling heavy bulky 
loads without use of pallets has been 
designed for use on Clark Ultilitruc 
models, both gas and electric powered 
with capacities up to 7000 Ib., and on 
the Clark Yardlift-60. 

The device is similar in design and 








POWERFUL 
COMPACT 
RUGGED 
SAFE 


2%-inch Capacity — Cuts 
finished 2x4s at 45° mitre 


Champion 


to speed up your saw sales 


You'll find a big market ready and waiting for this outstanding 
new value. With a full 2 h.p., it has ample power, and its 7-inch 
blade will handle 90% of all sawing jobs. Light, compact and 
balanced to a T. Ruggedly built to take rough use, it rips and 
cross Cuts any wood — cuts metals, concrete, tile, etc., with abrasive 
discs. At only $75.00, it’s one of the finest values you can offer 
your customers. Write for full details on this new No. 700. Let us 
send information, too, on the 9- and 10-inch heavy duty saws and 
the whole Millers Falls line of high-production, high-speed porta- 
ble electric tools. It’s a line that will pay you well to stock and push. 


MILLERS FALLS COMPANY . GREENFIELD, MASSACHUSETTS 


MILLERS FALLS 


$7500 


pl with d 
steel carrying case 





— 
— 


~ 


ROPES) 


Here are the big sales features 
of Millers Falls new No. 700 
7-inch Portable Electric Saw 


@ Light weight — only 11 Ibs. — yet 
ample power for general construc- 
tion and maintenance. 


Precision cut, helical gears. Ball 
bearings throughout. Extra rigid 
steel base with adjustable ripping 
guide. 


Uses any standard 7-inch blades 
and abrasive discs “with %-inch 
arbor hole. 


Compact and easy to handle — the 
smallest size saw that will take 45°: 
cuts in finished 2x4s. ee 


Fy 
+ 


Quick, simple, positive adjustments . 
for depth (2%” to %”’) and angle 
(90° to 45°). 


Safety assured by completely 
guarded saw and instant trigger 
switch control. 
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KEEPING TOBACCO PRODUCTS FRESH AND FRAGRANT for the Brown and William- 

| son Tobacco Corp. is another important job accomplished by TEXCEL Acetate Fibre 
Tape. The tape is used above to band and seal the tops of the tobacco tins and to 
affix the revenue stamps. 


WHIPPED CREAM DISPENSERS are 
4 guarded against leakage at the seam edge 
“| with PERMACEL-30, a Viny] Film tape. This 
strong, thin tape is anticorrosive; has high 
resistance to water, oil; is UL approved 
for electrical insulation jobs. 


Permacel 


INDUSTRIAL 
TAPES 


INDUSTRIAL TAPE CORPORATION 
NEW BRUNSWICK, NEW JERSEY 


mokers of @TEXCEL Cellophane Tape, and a com- 


\\ i | plete line of pressure-sensitive tapes for industry. 











POWERFUL ADVERTISING - - - featur- 
ing this free, sales producing book is 
reaching all your best prospects. Send 
for your copy today! Write Dept. 3Y. 


A PROMINENT HOME APPLIANCE MANUFACTURER makes wide and effective uses 
of PERMACEL Tapes in numerous packaging and shipping operations. Particularly 
useful is PERMACEL-63, a stain-resistant tape which applies easily, sticks tight, and 
leaves no residue. 
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construction to the standard heavy 
duty clamp except that it is more 
ruggedly built with heavier slide arms 
and guides to permit increased arm 
travel. 

It is hydraulically actuated and slide 
arms and guides are made from rolled 
channel sections of alloy steel. Sepa- 
rate double-acting hydraulic cylinders 
with piston rods actuate each clamp 
arm for extension and clamping. An 
auxiliary valve controls the clamp, and 
a check valve is incorporated in the 
hydraulic system as standard equip- 
ment to prevent loss of clamping pres- 
sure. 

Demonstrations have indicated it is 
practical for handling bales, large 
boxes, crates, and other heavy, bulky 
units able to withstand heavy squeez- 
ing. 

Clark Equipment Co., Industrial 
Truck Div., Battle Creek, Mich.—In- 
dustrial Distribution, May 1951. 


Pullers 


Center Hole Construction 
Eliminates Much Rigging 


Center hole construction in the new 
Simplex Re-Mo-Trol remote control 
hydraulic rams is said to simplify many 
hitherto difficult jobs, such as pulling 
axels, shafts, pins and liners, by elimi- 
nating most of the rigging usually 
needed. 

Tubular ram construction allows a 
center pulling screw or rod to be in- 
serted through the center-hole and 
secured to the object to be pulled. As 
the ram plunger extends, the rod is 
drawn through the ram, which sup- 
plies its own backup. 

Complete units consist of pumps 
and rams with necessary connecting 
hose. A variety of auxiliary attach- 
ments may be had. Capacities are 
from 10 to 100 tons. 

Templeton, Kenly & Co., Chicago, 
I1].—Industrial_ Distribution, | May 
1951. 

(Continued on page 140) 
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3, California 


5210 San Fernando Rd., Glendale 


21650 Hoover Rd., Detroit 13, Michigan 


1951 
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HOW TO CUT MAINTENANCE COSTS 
AND GET LONGER SERVICE WITH 


KENNEDY 


JOB-FITTED VALVES... 











Economy and ease of maintenance are built 
into KENNEDY valves because they are JOB- 
FITTED...every valve specially designed and 
engineered for the job it has to do. 

When you plan a valve installation you 
can find the right valve for the job in the 
complete KENNEDY line. . .and, for depend- 
able service far longer than the average, 


keep these points in mind... 


AVOID EXPOSURE TO ABUSE — Install valves 
outside of busy traffic lanes where machinery and 
other heavy objects are likely to smash into and 
bend the stem. 


USE UPRIGHT POSITION whenever possible with- 
out hindering convenient operation. This elimi- 
nates the danger of trapping in the bonnet any 
sediment likely to damage the stem. 


AMPLE CLEARANCE is necessary for rising stem 
gate valves to avoid excessive seat and disc wear 
if valves cannot be fully opened. Use non-rising 
stem valves where headroom is limited. 


WHEN CRAMPED FOR WORKING ROOM, KEN- 
NEDY JOB-FITTED valves can speed inspection 
and maintenance because they are designed so 
that the bonnet and stem assembly can be quickly 
removed and reassembled. 


INSTALL VALVES WITHIN EASY REACH, so that 
they can be operated safely and conveniently, 
without reaching or climbing. 











TROUBLE-FREE PERFORMANCE REQUIRES STRONG, TIGHT JOINTS 


SCREWED JOINTS demand clean, sharp 
threading. Wire brushing of all threads, fol- 
lowed by wiping with a clean cloth, will 
readily remove rust and loose dirt. Dam- 
aged and bent threads can generally be 
straightened with a tap or die. A good 
thread lubricant, applied sparingly to the 
male threads only, will reduce the friction 


FLANGED JOINTS must first be accurately 
aligned to prevent any strain that might dis- 
tort the valve seat and cause faulty opera- 
tion. A solvent-soaked rag will thoroughly 
clean and remove any rust-preventative on 
the flanges. To assure proper seating, the 
gasket should also be wiped clean. Lubri- 


SOLDER JOINTS on copper tubing lines— 
The Kennedy JOB-FITTED Solder Joint 
Valve is specially made for easy installation 
on this type of service. The tubing ends 
should first be squared with a fine hack saw 
blade. A file will remove the burrs. Then 
clean the inside end of the valve and the 
outside end of the tubing with steel wool. 


HOW TO RECOGNIZE A GOOD FLANGE. 
A few quick visual checks can give you a 
fairly good idea of the quality of a flange. 
The outside diameter should be a true cir- 
cle; bolt holes equidistant from the edge, 


HOW TO RECOGNIZE GOOD THREADING. 
Threads must be correct diameter and 
length for the nominal size of the pipe. Be 
sure the threads are cut clean, so they will 
take up properly... and free from grit and 


TO HELP YOU BOOST YOUR VALVE PROFITS, 
take advantage of the Kennedy Distributor Plan. It includes 
catalogs, literature and other sales promotion pieces for your 
customers ... plus special selling aids and services for Kennedy 
Distributors, all free of charge. And to build demand in your 
merket, all Kennedy products are extensively advertised in 
the trade publications your customers read. Write today for 
full details on the profit-boosting KENNEDY DISTRIBUTOR PLAN. 


and make it easier to pull up a tight joint 
without the danger of wrench damage to the 
pipe or threads. Guard against pulling a 
screwed joint too tight. This can often in- 
jure the valve seat. Always be sure to apply 
the wrench to the valve hex nearest to the 
joint being made up to prevent distortion 
of body and seat. 


cating it with graphite will make removal 
easier when it is necessary to open the joint. 
The addition of a bit of thread lubricant on 
the bolts will speed installation. You can 
also protect the flanges from uneven stress._ 
by tightening all of the bolts gradually, 
rather than one at a time. 


Rub until all the dull spots are gone an 
take care to wipe away all metal particle 
Coat the contact surfaces thoroughly with 
good flux and insert the tubing as far as ii 
will go in the valve socket. Finally, heat th 
joint before applying solder—and use ju 
enough solder to completely fill the join 
Remove excess solder with brush or cloth 


equidistant to each other, and straddling th 
vertical and horizontal center lines. Flanged 
faces should be machined flat and ever 
preferably with serrated finish which tend 
to hold gasket in place, prevent blowout 





sediment which could cause mutilation o 
threads or undue friction heat in making 
up joint. Beginning of thread should show 


good chamfer of at least one full thread 


depth to permit easy entrance of pipe. 





KENNEDY 
JOB-FITTED 
s VALVES 
y _ Designed and Engineered 
for the Job 


THE KENNEDY VALVE MFG. CO. + ELMIRA, N. Y. 


VALVES + PIPE FITTINGS « FIRE HYDRANTS 





Which aLLoy FASTENINGS 
ARE BEST FOR YOur NEEDS ? 


MONEL METAL fastenings of 
every description are used by the 
thousands throughout the vitals of 
all submarines. This alloy success- 
fully resists highly CORROSIVE 
fumes, salt water and other chemicals, 














Pliers 
Wide Opening Jaws 
Maximum Rivet Strength 


Utica Drop Forge & Tool Corp.’s 


“Lubring” line of _ self-lubricating 
pliers has two additions which feature 
wide opening jaws and maximum 


STAINLESS STEEL (T ' ? strength around the rivets. The new 
and lag bolts on Aen tien rag models are 6 in. diagonal cutting 
ba a r 5 P P . * . 
equipment resist CORROSION of sulphite pliers, o igs ay ed. — 
water... cut maintenance costs because Cain pecn, ™. cen. Vee S 


, wire stripping hole in the blade and 
they’re EXTRA STRON RE- So . . 
’ G and RE-USABLE. sleeve grooves or wire twisters with 


W-shaped stripping notches on back 
of the head. 


It is claimed that the use of a round 


| joint i ace he more common 
ALUMINUM joint in place of t » COF 
hold the Pearbmenn _ — slab joint gives greater bearing in the 
cnceatieaateii aes counter bore, which in turn means 
iat a pore ded 4 greater strength around the rivet. The 


“ : thinner design is 20 percent lighter 
sluminum construction of the but equivalent in strength to the old 
buildings. This metal provides — = 


excellent resistance to weather models. . ce . 

diti Id wide Utica Drop Forge & Tool Corp., 
ee _ Utica, N. Y.—Industrial Distribution, 
May 1951. 





HARPER can tell you and supply you! 


Regardless of what your problem may be... if the 
answer can be found in bolts, screws, nuts, rivets or 
accessories in non-ferrous or stainless steel ... it can be 
found or produced at Harper. 

Over 7000 items in stock and ready for delivery from 
warehouses and distributors coast to coast—backed by 
modern production facilities and a group of fastenings 
specialists who are avaiiable for consultation on your 
specific requirements. Mail coupon for new catalog. 











The H. M. Harper Company 
8219 Lehis Ave., Morton Grove 1, Ill, Finishing Sander 
end catalog to: 
Sands With, Against, 


SPECIALISTS IN 


ALL MON-CORROSIVE METALS Ja Mae °@ 93 om od Across Grain 
A new sander, Model 105 Guild 


EVERLASTING FASTENINGS | Finishing Sander, is a motor-driven 
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NATIONAL (7 om PIPE 


OFFERS MORE eeees See @2@2eeoee@2.4 3 © 8 © USED MOST! 


COMPLETE UNIFORMITY 
Uniform metallic structure, 
ductility, strength, corro- 
sion resistance, surface fin- 
ish and diameter. 


EASY CUTTING AND THREADING 


Absence of slag inclusions, 

laminations, and blisters as- 

sures smooth, strong threads 
. clean cuts. 


EASY TO BEND 

National Pipe has that extra 
strength and ductility so 
necessary to meet the de- 
mands for smooth, uniform 
bends. 


SOUND JOINTS 

Uniformity and accuracy 
in manufacturing have made 
unequalled pipe jointing re- 
cords for National Pipe... 
whether welded or threaded. 


SCALE-FREE 

National Scale-Free Pipe 
avoids damage to valve 
seats and clogging of small 
orifices. 


SPELLERIZED 

Special rolls work the bloom 
surface to eliminate irregu- 
larities and produce a dense, 
uniform surface. 


RIGID CONTROL 

From the raw material to 
finished product, one organi- 
zation has rigid control over 
the manufacturing steps that 
produce National Steel Pipe. 


THOROUGHLY TESTED 

Each and every stage of pro- 
duction is carefully checked 
by the finest instruments... 
the most experienced men, 


CONSTANTLY IMPROVED 

For over 60 years, National © 
Steel Pipe has constantly — 
been improved to meet the — 
most difficult requirements. © 


NATION-WIDE ACCEPTANCE 
A cross section of industrial 
or building applications will 
show a predominant use of 
National Pipe . . . largest 
selling pipe in the world. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS . UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Stee! PIPE 
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r Be oes 
iO. 
Mice cabees 


faiic Bolt 
Double Bolt 


Made of malleable iron. to 
provide greater strength 
and durability than any 
other band type clamps. 
Production in vast quanti- 
ties is never allowed to 
depreciate their superior 
quality or utility values. 


Cadmium plated. rustproof, 


- The snps to recommend 
for fnaximam efficiency in 
Peery service where band 


» clamps are reqitired. 


Stocked by Many facturers and Job 
bers of Mechanical Rubber Goods y 


*Reg. U.S. Pat. Off é- 
DIZON VALVE & 


\ 4 
PRODUCERS OF Jhe Quality Line COUPLIN 
“BOSS” “GJ-BOSS"” “DIXON” “KING” 


PHIA. PA BRANCHES H 


* NIPPLES * MENDERS °* 


"AIR KING” “DIX-LOCK”’ 


. e 
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CLAMPS 


| machine with two counter-balanced 
| transmissions. ‘lhe abrasive pad_ re 
| volves in a ¥-in. diameter orbit at 
5.000 rpm. 

Because of its blending action, it 1s 
claimed to be particularly effective 
wherever cross-grains meet—at butt, 
miter and glued joints, for example 
so that sanding with, against or across 
the grain can be done readily. 

It is compact, 9 in. long, 3 in. wide, 
and 3}-in. high. It is easily maneu 
vcrable in corners and close to trim 
or moulding. Its light weight, five Ib.. 
makes it an ideal tool for overhead or 
vertical sanding. 

It has a removable sanding pad, 
which uses 4 of a standard nine by 
cleven in. abrasive sheet. 

Ihe manufacturer recommends it 
for woodworking, auto body shop 
work, building, and various other ap- 
plications. 

The Porter-Cable Machine Co., 
Svracuse, N. Y.—Industrial Distribu- 
tion, May 1951. 











Gears 


20 Percent Angle Cut 
Lowers Horsepower Cost 


These standardized stock spur gears 
and steel miter gears cut a 20 degree 
pressure angle instead of the usual 144- 
degree pressure angle. According to 
the manufacturers, the increased pres- 
sure angle permits a wider tooth base, 
stronger tooth, longer contact surface, 
larger tooth bearing surface and 
smoother rolling action. Undercut is 
minimized. The result, it is said, is 
increased horsepower per dollar—an 
average saving of 20 percent per horse 
power delivered as compared with 144 
degree gears. 

The 20 degree Boston Gears of finer 
pitch may be used for equal work, with 
a resulting space saving of approxi- 
mately 20 percent. Gear weight is 
similarly reduced, the average increase 
in hp. per lb. of gear weight being like- 
wise on the order of 20 percent for 
the 20 degree angle gears. 

Boston Gear Works, Quincy, Mass. 

Industrial Distribution, May 1951. 





IF YOUR CUSTOMERS 
INCLUDE MANUFACTURERS 
OF PRODUCTS REQUIRING 
ACCURATE COUNTING... 


THE tne ELECTRICAL 
PRINTED-RECORD COUNTER 


OFFERS YOU UNLIMITED 
PROFIT OPPORTUNITIES! 


This is not a new product. The fme Electrical 

Printing Counter has been in continuous service 

for the past 15 years. ee the device has 

a broad application... Here are the features: 

@ Plugs into any 110-volt electrical outlet. 

@ Counts up to 600 units per minute. 

@ Produces an accurate printed record— 
at once. 

@ Totals may be checked as often as desired— 
without resetting. 

@ Provides Single, Duplicate or Triplicate 
printed copies. 

@ Gives a permanent record for file or 
reference. 

@ Sets up for remote or on-the-spot readings. 

@ Has low-voltage built-in transformer. 


We will grant txcusive Tervitories 
to Qualified Representatives in both the 
UNITED STATES and CANADA 























May be used with photo-electric relays. 
Adaptable to continuous or intermittent 
counting. 

Can be re-set to zero instantly. 

Single units hook-up in batteries for 
multiple counting. 

Single units retail for less than one hundred 


dollars. 


Sead FOR ILLUSTRATED BULLETIN = 


FOOD MACHINERY AND CHEMICAL CORP. 


Packing Equipment Division, RIVERSIDE, CALIFORNIA, DEPT. G 


A request on your office letterhead will bring you com- 
plete details, discounts, etc. 


NAME 





ADDRESS 








CITY AND STATE____ 
NM-12 


SS A A A A SS a a 
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‘You need Quality Buffalo Bolts in 


STRONG 


‘HANDY-PACK BOLT CARTONS 


s Handy-Packs are made of 


tough corrugate -d board. They 

can be handle d, shipped, stacke d 

and even dropped without breaking. 

You get these supe rior cartons... and 
their equally superior contents .. a no 
extra cost when you order Buffalo Bolts. 


@Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


HANDY -PAC 
® Same carton quantities as always, same method of ordering. 
FEATURES @ Cartons are re -shippable without tying or wrapping. 
@ Covers make durable open drawers for bolt cabinets. 
®Can be ordered in carload or less-than-carload lots. 


Write for circular on quantities and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS * RIVETS AND SPECIAL FASTENERS 
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Radial Arm Saw 


Cuts At Any Angle 
Saw Can Adjust to Lumber 


The model 40-B Delta Radial Arm 
Saw is said to have the full capacity 
to cut at any angle from 0 deg. to 
90 deg. right and left above the work- 
ing table. It’s double 360 deg. radial 
action permits adjusting the saw to 
the lumber. 

Delta Power Tool Div., Rockwell 
Mfg. Co., Milwaukee, Wis.—Indus- 
trial Distribution, May 1951. 














Freight Truck 


Features 3-way 
Operating Positions 


A new battery-operated freight truck 
for use in plants as a pick-up or de- 
livery truck features 3-way operating 
positions which provide the utmost 
safety, comfort and maneuverability, 
according to the manufacturers. 

The operator can either sit facing 
away from the load for narrow pass- 
ages, or stand on the special step pro- 
vided for easy access on and off the 
truck. Called the Load-Mobile, it is 
made in 3,000 Ib. and 5,000 Ib. ca- 
pacity models. No-load speed is 3.5 to 
4.0 mph.; full load, the 3,000 Ib. truck 
goes at 3.0 mph. and the 5,000 Ib. at 
2.5 mph. 

The freight truck may also be used 
as a tractor and can be furnished with 
a suitable coupling when necessary. 

Market Forge Co., Everett, Mass.— 
Industrial Distribution, May 1951. 








DOES (7 
STER! 


for AIRCRAFT... 
TV..-RADIO... 
ELECTRONICS 


««.-many other industries 





DRILLS — Speedy, : Photo courtesy 
powerful for metal, -- ockheed Aircraft 
plastic or wood. 500 to orp., 

17,000 f.p.m. Up to Bebe, Calif. 
1/2” capacity. 


Photo courtesy 
Solar Aircraft Co., 
San Diego, Calif. 


Photo courtesy j 

DuMont 2,400 r.p.m.... No, 9 
Laboratories, Inc. to 14 screws or 5/16 
E. Paterson, N.J. nuts. 


The Aro Equipment Corporation, Bryan, Ohio 
Please send \iterature on... 


J Drills () Screw Drivers (J) Grinders 


GRINDERS — Complete range 

-high speed turbine, heavy SEND Company.... 
duty vertical and horizontal COUPON 
—- 2” production grinders 

- 17,000 to 75,000 r.p.m. 


Street 
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When you stock Coffing Hoists, 


you automatically reap the benefits of a 

continuing and comprehensive advertising 

program. Every month hundreds of good 

prospects express an active interest in Coffing 
equipment as a result of advertising in industrial, / 


farm and general publications. 


These inquiries are answered the day they come / 
in. Each prospect is referred to his nearest 
distributor, and simultaneously, the distributor / 


is notified of his interest. 


leads that are “live ones”... 


This policy of prompt action produces / 


assures you the 


highest percentage of sales per contact. It 
will pay you to investigate this company that / 


servicing units, shipping parts, or furnishing 


takes pride in promptness — whether it’s / 


live leads. For full information, 
write Dept. A5. 


CNG 


Danville, Illinois 


Quik-Lift Electric Hoists © Hoist-Alls 

Safety-Pull Ratchet Lever Hoists © Mighty- 

Midget Pullers © Spur-Geared Hoists 

Differential Chain Hoists ® Load Binders 
1-Beam Trolleys. 


INDUSTRIAL DISTRIBUTION © MAY, 1951 


Piling Clamp 
Work Stacked 
To Any Height 


The new style #2100 Jorgensen 
Piling Clamp is of interest to those 
engaged in quantity pzoduction of 


| edge glued stock to make wide panels 


from narrow widths. ‘This desigu af 
fords considerable convenience and 
economy over the ordinary bar clamps, 
since the work can be piled to any 
desired height to make the greatest 
possible use of any given floor space, 
and the relatively high investment re- 
quired for a clamp carrier to perform 
such operation is eliminated. 

The clamps are simple in construc 
tion and operation, and are available 
in a wide range of width capacities 

The Adjustable Clamp Co., Chi- 
cago, Ill—Industrial Distribution, 
May 1951. 














Moulding Cutterhead 


Safe Accessory 

For Circular Saw 

According to the makers of the No. 
265 Delta Moulding Cutterhead, this 
unit can be used on any circular saw 
having a double-face fence and 3-in. 


| arbor, to make screen<loor mouldings, 
| picture frames, porch railings, table 


edges, ornamental mouldings, and 
hundreds of other different shapes and 


mouldings. 


In the cutterhead, three inte 
changeable knives are locked into the 
solid steel head by a special patented 
method with only their actual cutting 
edges exposed. This makes it extremely 
safe to operate. 

Available are 27 different sets of 
knives—each set consisting of three 
matched blades made of high-speed 
steel. Styles include cove, quarter 
round, bead, flute, straight, drawer 


| joint, glue joint, wedge tongue, wedge 


groove, clover-leaf screen moulding, 
ogee, pgee, thumb moulding, and 
others. 

Delta Power Tool Div., Rockwell 
Mfg. Co., Milwaukee, Wis.—Indus 
trial Distribution, May 1951. 








The WM. POWELL CO., 2525 Spring Grove Ave., P. 0. Box 106, Station B, Cincinnati 22, Ohio 
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Sparks from a metal grinder ignited an open 


container of paint remover causing 


$2,000,000 fire at Ohio National, Inc., Upper 


Sandusky, Ohio, Jan. 30, 1951 


VAPORIZING LIQUID 
EXTINGUISHER 
with.. 


In emergencies like the one above, quick action 
with Buffalo Vaporizing Liquid Extinguishers can 
save lives and property. You know instant action 
against flammable liquid and electrical fires is easy 
when Buffalo VL Extinguishers are close by. Built-in 
Dryex assures quick, trouble-free action because it 
absorbs all traces of internal corrosion-causing mois- 
ture from the liquid. The double-acting Graphitar 
piston is also corrosion-proof and is not effected by 
temperature expansion or contraction. The recessed 
nozzle and formed ridges around the top and bottom 
of the all-brass shell are protection against damage. 
Only Buffalo offers you all these fire protection 
features! 

You know you sell the finest fire protection pos- 
sible when you handle Buffalo's complete line. Find 
out now about Buffalo's exclusive distributor sales 
policy. Write today! 


BUFFALO FIRE APPLIANCE CORPORATION 
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Saw Guide 


Converts Electric Saw 
Into Radial Tool 


I'he new, fully portable Skil Saw- 
Guide converts a portable electric saw 
into a portable radial saw in a matter 
of seconds, according to the manufac- 
turer. Weighing only 26 Ib., it is easily 
attached to a small platform on two 
saw horses. With quick, simple adjust- 
ments, cross-cuts, bevel cross-cuts, 
miters, bevel-miters, rips and bevel 
rips are accurately, easily and safely 
made. 

Gang-cutting and pre-forming be- 
come simple and precise operations, it 
is claimed. Made for use with Skil Saw 
Models 77, 825, 87 and other popular 
makes with a base width capacity of 
4t#-in. to 54-in., the guide has a radial 
range of 120 degrees (60 degrees right 
or left) and a bevel capacity of 45 
degrees. 

Skilsaw, Inc., Chicago, Il_—Indus- 
trial Distribution, May 1951. 





Saw Setter 


Twin Hammer Action 
Powered by Single Spring 


The new Foley Automatic Power 
Saw Setter for hand and band saws 
features a “twin hammer’ action— 
one hammer for each side of the saw 

‘with both hammers powered by a 
single spring. This construction pro- 
vides uniformity of hammer blows for 
both sides of the saw, resulting in 
accuracy and precision of set on the 
teeth. 

The twin hammers strike in op- 
posite directions, so that both sides 





No “fine print’ 
in this policy 


Besly’s Distributor Policy is clear cut. It has no 
“escape” clauses and it doesn’t vary with changing 
conditions. It is based upon a fundamental proposi- 


tion: Besly grows and profits only as its 
Distributors grow and profit. 


Under today’s pressures, no less than in easier 
times, Besly takes care of its Distributors— 
makes certain that the Besly Line of Cutting 
Tools is a good and profitable line to handle. 
With full confidence of such cooperation, 
Besly Distributors can capitalize to the fullest 
on the unparalleled sales volume now avail- 
able for Besly Taps, Drills and Reamers— 
build for the future with assurance. 


Protection for 

“your future growth 
and present Profits 
-* ij 
ALL TOOLS through distributors—every tool from Besly 
production will go to a Besly Distributor or to his customer. 
MORE TOOLS through distributor—because Besly has 
stepped up output, is producing more tools today than at any 
other point in the long growth of the company. And, quality 


is being maintained—continuing the engineering leadership 
in the improvement of precision cutting tools that has been 


a major factor in putting Besly in the forefront in this field. 
MORE FIELD CALLS—Besly is expanding its tool advisory 
service Organization to assure maximum effective use of Besly 
Taps and Drills in the shops and plants of the nation. 

4 MOPE OF THE SAME carefully selective policy of distribution 
that isas given the Besly Distributor his fair profit. This will be 


strictly maintained. 


CHARLES H. BESLY & COMPANY 
118 N. Clinton Street © Chicago 6, Illinois 
FACTORY: Beloit, Wisconsin 
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No. 130A 
Hi-Speed Steel 
Heat Treating 

Furnace 


No. 120 Hi-Speed Steel 
Heat Treating Furnace 


No. 118 Combination 
Bench Furnace 


GIVE YOUR SALES A BOOST 


with tHe HOT PROFIT LINE 


It’s good business to sell Johnson Gas 
Burning Equipment to industrial 
users. You profit and your custo- 
mers profit. The Johnson Line of 
Quick Acting heat treating furnaces 
deliver 1500° F. in 5 minutes, reach 
2300° F. in 30 minutes ~-and are 
famous for efficiency and economy in 
heat treating tools, dies, and small 
metal parts. They are speeding pro- 
duction and cutting costs in hun- 
dreds of plants. National trade paper 
advertising helps you sell. Consult 
your complete Johnson Catalog for 
additional profit-making items. 
Johnson Gas Appliance Company 
588 E Avenue N.W., Cedar Rapids, Iowa 


OUR SOTH ANNIVERSARY 


No. 60 ABC 
Concentric Ring Burner 


No. 101 Bench Furnace 


No. 1202 Blower 


No. 706 
Annealing Furnace 


~ 


INDUSTRIAL GAS EQUIPMENT 
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of the saw are sect in one run through 
the machine. 

It has simple quick adjustments for 
size of teeth from + to 16 points per 
inch, for depth of set, and for firmly 
holding saws of different thickness 
between anvils. The Foley permits 
setting the saw either before or after 
filing as desired, without dulling or 
re Fd teeth. It sets either straight 
or crowned hand saws without re- 
moving handles. 

B. L. Foley Mfg. Co., Minneapolis, 
Minn.—Industrial Distribution, May 
1951. 














Power Pump 
Motor Driven Unit 
For Hydraulic Tables 


Lyon-Raymond Corp. offers a 7-in. 
hp motor-driven pumping unit for 
their line of hydraulic tables. The 
pump can be operated by either a 
pedal controlled foot switch or push 
button hand switch. 

The unit has a self-contained oil 
reservoir and is supplied with either 
the conventional type or pancake type 
ball bearing motor with current char- 
acteristics to meet each customer’s re 
quirements. 

Lyon-Raymond Corp., Greene, 
N. Y.—Industrial Distribution, May 
1951. ; 


Hydraulic Puller 


Develops Fifteen 
Tons of Power 


Weighing less than ten pounds and 
developing fifteen tons of power, a 
new light-weight compact hydraulic 
puller, the OTC Power-Twin, has 
been developed. Because of its center 
hole it is reported to be quickly and 
conveniently adaptable to all OTC 
pulling systems now in use. The’cen- 
ter hole and twin cylinders also allow 
it to get at jobs formerly inaccessible 
with a hydraulic ram. It is 54-in. 
high, works in any position, and 











DEMANDS 





KEY FACTOR 


Unlimited Markets 


Easy to Stock and Sell 


“On-the-Job” Engineering Service 


Other Firth Sterling Distributor Products 





For more information about distributing 


Firthite or other Firth Sterling products, write: Olde Winienais 


Firth Sterling pete inns a 


STEEL & CARBIDE CORPORATION PHILADELPHIA” © LOS ANGELES « HARTFORD 


General Offices: 3113 Forbes Street, P.O. Box 71, Pittsburgh 30, Pa. 














e | works faster, easier and safer than a 
| screw operated puller according to 
the manufacturer. 


The ram travels two inches, which 
is claimed to be adequate for 95 per- 
cent of all pulling jobs—another bite 
taking care of the balance. 

The remote control pump develops 
10,000 psi—six ft. of high pressure 

Loge, hendy tec! trey hose allows operator to stand a safe 
and fittings at slight | distance from work. Wire guards pro- 
extra cost. | tect hose and special non-leak couplers 

are tested for 24,000 Ib. 

Owatonna Tool Co., Owatonna, 
Minn.—Industrial Distribution, May 
1951. 
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This easy-to-handle aan 
Rips “400” Ye trchPn 


| Designed For Extra 
Speed, Long Life 
Sells Fast | , 
Engineered and built to give extra 
drilling speed and extra long life, 


Model 225 4-in. Super- ap Drill is 
@ Your customers cut and thread more pipe faster, more easily with | ¢4™pped throughout with fine quality 
efficient No. 400. Lightest power unit made—one man can move it anti-friction bearings, according to the 
around on the job. Universal motor—forward, reverse, light socket Designed for severest, roughest 
power. FReI(D 3-jaw chuck, with chuck wrench ejector; self- service in factories and shops, garages 
centering workholder in rear turns with pipe. Sealed-in lubrication. and major construction operations, 
Plenty of power, pays for itself in time and work saved in hand tool | Model 225 specifications include: ca- 
threading, cutting, reaming. Sell FRIEZQQ0D> “400” Power Drive for | P2!ty, 4-in. metal; 13-in. hard wood; 


, no-load speed 550 rpm.; Universal 
satisfied customers and steady profits. motor ACDC up to 6b cycle, 115 v., 
220 v. special; Jacobs geared chuck, 
model 33B—Key mounted on drill 
handle with spring clip; 10 ft. 3-con- 
ductor cord with rubber plug and pig- 
tail for ground; length 13% in. over- 
ill; and weight, 84 Ib. 

Cummins Portable Tools, Division 
of Cummins-Chicago Corp., Chicago, 
I]l—Industrial Distribution, | May 
1951 


SO” ge ae 
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Yes, Evans White-Tape toppled sales rec- and Exclusive Automatic Brake to hold 
ords even before its ad campaign hit its blade in place after measurement is made. 
full stride. Now more than 10,000,000 Free Sales Aids. Each White-Tape indi- 
potential customers are reading about this vidually boxed in code-colored package. 

better tape every month in their favorite Each dozen in multi-color display unit. 

national magazines. They'll read of Evans’ And a compact, sales-compelling display 
amazing’ low price—only 98¢ for the 6 ft. card with every dozen. 
They'll remember these outstanding fea- People snap up Evans White-Tape as 

tures: Sturdy Die Cast Chrome Plated Case; just the thing for SHOP—HOME—OFFICE. 
Jet Black Markings On Snow White Steel Order Evans “‘Lo-Inventory” assortment 
(white on both sides); Measures Inside and now —a special one-dozen display unit car- 
Outside; Economical Replacement Blades rying all sizes. 


oct a 


8-ft. (1}O8W) 


98¢°* $1.49" 
*Prices a few cents higher [AMCEERNBRCLUg) 10-1. (}10W b co. 
Conver Went end Const. 57 BRANFORD ST. * NEWARK 5, N. J. 


Makers of Evans 6-ft. Folding Rules 
@ 7806 and "The Folding Yardstick” 
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Hose Clamp 


Self-Tightening, Adjusts 
To Temperature Change 


A self-tightening hose clamp, the 
spring tension of which also makes it 
self-adjusting to temperature changes, 
is offered by Corbin Hose Clamp Div., 
The American Hardware Corp. 

Installation is effected by squeezing 
the ends with pliers, after which the 
clamp is slipped over the connection 
and released. It exerts uniform pres- 
sure at every circumference point, al- 
lowing for irregularities in hose or 
pipe up to z-in. 

Shaped from rounded stock, the 
clamp does not cut into the hose. It 
may be disconnected easily, and can 
be re-used. 

Corbin self-tightening hose clamps 
are made in sizes to fit connections 
from 3-in. O.D. through 2%-in. The 
manufacturer also offers special pliers 
that are recessed to fit the clamp lugs 





Cleveland has specialized for 35 years from either a vertical or horizontal 


position. 


un "Tool a few items well— Corbin Hose Clamp Div., The 


American Hardware Corp., New 
Britain, Conn.—lIndustrial Distribu- 
tion, May 1951. 


Cap Screws « ( a ¢ Milled Studs | 


Specialization at “Cleveland Cap” guarantees closer attention to 


Master Collet 


Allows Quick Change 
of Pads 


Sutton Tool Co., Sturgis, Mich., 
announces an improved master collet 
square head Set Screws, and Milled Studs. We also feature extra in which the pads can be changed 
large sizes (up to 24” diameter) in hex head cap Screws; and Set without removing the collet from the 
machine spindle. 

Holding features of the new Sutton 
Ouality Fasteners. Style “FL” Quick Change Collet are 
THE CLEVELAND CAP SCREW COMPANY the replaceable pads which are se- 


2917 East 79th Street, Cleveland 4, Ohio curely locked by a greater holding 
mechanism to prevent slippage from 


bar thrust and diamond serration to 
grip work together by holding both 


C ai. LAN D rao FAS fE N E ue | om ag and rotating thrusts at an 


Available for automatic screw ma- 
chines, this tool handles all sizes and 
shapes of stock within capacity limits. 
It is suggested for larger machines 
where tooling costs are especially 
heavy. 

Sutton Tool Co., Sturgis, Mich.— 

| Industrial Distribution, May 1951. 


| 


accurate production, rigid inspection, and prompt shipment (as 
conditions permit). Our capacity is concentrated on standard Cap 


Screws in an unusually wide range of sizes—all popular heads; 


Screws to 1%" x 10”. It pays you to stock and sell Cleveland Top 


Worehouses: Chicago * Philadelphia * New York « Providence | 
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Anticipate your need... 


for these ESSENTIAL CHUCKS! 














Once again, as metal working industries 
pick up the load on military production, 
most orders for chucks are coming through 


stamped “urgently needed” . . . while prac- 





tical delivery dates extend further and fur- 








ther ahead. 

That being so, you can save your pur- 
chasing department a lot of chuck procure- 
ment worries later on by making a systematic 
check of essential chuck needs RIGHT NOW 


and then passing on your orders at once 








for indicated future delivery. We'll be in a 
much better position to schedule deliveries 
as you need them to meet your own tight 


schedules. For fast service buy through your 


Industrial Distributor. 








THE CUSHMAN CHUCK COMPANY 
HARTFORD 2, CONNECTICUT 











new 
WRENCH OPERATED AIR OPERATED 


CUS 


MR. DISTRIBUTOR: 
Make this timely 
suggestion to your 
chuck customers. 
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Some lifting jobs can’t be handled 
by Buda Jacks. But they're rare, be- 
cause the long line of Buda Ratchet, 
Hydraulic and Screw Jacks contains 
a variety of types, sizes and capaci- 
ties that meet the exact requirements 
of any customer you have. - 

When you sell Buda Jacks, you 
sell a complete line—a line that's 
backed up by many years of leader- 
ship in Jack design and production 


Automatic 
Lowering 
5 TO 15 TONS 


—a line that has earned a reputa- 





Growth Industries 
Of the "50s 


(Starts on page 76) 





nickel, cobalt, and others. 

his will force progressive cutbacks 
in civilian production. Prospects are 
that auto and appliance makers will 
keep going at a relatively high level 
through the first part of 1951 by sub- 
stituting less essential materials. In 
another year, however, there’s likely to 
be little metal left over for non- 
essential civilian metal products. Mili- 
tary needs and essential civilian pro- 
duction will absorb supplies. 

Chemicals production is being 
stepped up to meet defense needs. 
Chlorine is one important item. And 
there'll also be increased output of the 
other heavy chemicals: caustic soda, 
soda ash, sulfuric and nitric acid. 


Bottleneck Eased 


Production of organic chemicals has 
been bottle-necked by our limited 
supply of coke, the principal raw ma- 
terial. But now the industry is build- 
ing rapidly the facilities to obtain these 
chemicals from oil and natural gas. 
Heading the list is benzine, vital for 
synthetic rubber and for many plastics. 
But the new flood of petro-chemicals 
will also include toluene, glycerine, 
ketones and aldehydes. More indus- 
trial alcohol will be made as a pe- 
troleum by-product, and by conversion 
of distilleries from whisky making. 

Synthetic textiles will be one of 
the great gainers from mobilization be- 
cause supplies of natural fibers—par- 
ticularly wool—are falling far behind 
demand for them. Synthetics under- 


tion for fast, safe, low cost lifting. Get 

complete details on this profitable 

line of jacks today. Write for your 

copy of the new General Catalog No. 

1515. The Buda Company, Harvey, 
@ inois. 


i 


Jocks — 
15 te 75 tons 


sell wool and cotton now by large 
margins. One result: the rayon indus- 
try is planning to increase its capacity 
from 1.3 billion pounds now to 1.5 
billion by late 1952. New plants are 
coming in to produce orlon, dynel, 
fiber V, nylon, fiberglass and other 
8-7 synthetics. 

Electric power is one key to greater 
production of metals, chemicals, al- 
most all other industrial products. The 
industry is steadily boosting its capacity 
—at a rate of 9% a year. It plans to 
spend $3.2 billion for new facilities in 
1951. In addition, countless industrial 
plants will be adding to their power- 
producing facilities. 

Transportation industries will pick 
up a tremendous mobilization load. 
Steadi-y-rising business activity and 
shifts in industrial location—new East 
coast steel mills using South American 
ore, for example—add up to more traf- 
fic. Railroads will carry most of it. 
Their carloadings are already running 





“Two Speed” 
Gacks 
25 TO 50 TONS 











Ball Bearing 
Journal Jocks 
docks— 10-24 tons 
15 te 50 tons 





Jacks— 
5 te 15 tons 
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Doulk G Cuck 
Tics 


@ DRILLS 

@ REAMERS 

@ COUNTERSINKS 
@ COUNTERBORES 
@ CARBIDE TOOLS 
@ SPECIAL TOOLS 














QVERNIGHT SHIPMENT 
ANYWHERE (NW THE U.S.A. 


DON’T LET THE TIMES OVERRULE YOUR GOOD 
JUDGMENT— 


SERVICE IS OUR PRIDE — QUALITY IS OUR 
SPECIALTY. + WHY BE SATISFIED WITH LESS. 


HIGH QUALITY PRECISION TOOLS WITH SERVICE 
—SINCE THE TURN OF THE CENTURY. 


CHICAGO-LATROBE 


411 W. ONTARIO ST. @ CHICAGO 10, ILL. 
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Acres of floor space devoted 
to the manufacture of The 


World's Finest Cutting Tools, 








ON THE JOB... 


The Vincent line of Dressers and Cutters is not a new and untried 
quantity. For over forty years, they have been giving customer satisfaction 
on the job . . . carrying their own weight in distributors’ profit ledgers. 

Exclusive Vincent dresser design, which incorporates a hex bushing to 
absorb dressing thrust, provides long, accurate service on the toughest 
applications. Vincent Cutters, made of special alloy steel, are heat treated 
to the exact degree of hardness in Vincent's own heat treating division— 
one of the three largest in the country. 

Added to this, a continuing advertising program, carried on in leading 
trade papers, has acquainted users with the Vincent name and develops 
prospects for distributors. 

Why not stock Vincent Dressers and Cutters yourselves . . . they’re 
proved to be sure-fire profit producers. Vincent Steel Process Com- 
pany, 2424 Bellevue Avenue, Detroit 7, Michigan. 


VINCE 


SINCE 1909 
Designed — Built — Merchandised 
to do a better job... for the user—for you 


Producers of * HSS TOOL BITS * CONICAL CUTTERS AND HOLDERS » DIAMOND 
DRESSING TOOLS + TUBECLEANER CUTTERS * HIGHWAY SURFACER CUTTERS 
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20% above a year ago. And the roads 
want delivery on 10,000 new freight 
cars a month to build up their fleet. 

Truckers—with a fleet 70% larger 
than it was 10 years ago—will con- 
tinue their rapid growth. Airlines, 
which already have priorities for build- 
ing new planes, are likely to boom 
ahead. 

Other areas of the’ economy will be 
hit indirectly by mobilization. Man- 
power shortages are likely to be the 
biggest overall problem in construc- 
tion, retail and wholesale trade, and 
the service industries. Contractors 
will shift the bulk of their workers to 
the $8 billion military construction 
program and essential civilian work, 
and sharply cut back homebuilding 
and commercial construction. The 
steady growth in trade and service in- 
dustries will be temporarily reversed 
during mobilization. 


Growth Industries of the Future 


In the long run, industrial growth 
must be shaped to the pattern of a 
peacetime economy. Once the current 
emergency is over, the growth indus- 
tries will be those whose products offer 
outstanding cost savings for business, 
or better living standards for consum- 
ers. But the growth pattern will also 
be shaped by the changes which occur 
during the mobilization period. 

In the next few years, mobilization 
will bring a rapid expansion of indus- 
try—particularly the basic industries 
supplying raw materials. When the 
emergency is over, our steel industry 
will have a capacity 15% or more 
larger than today’s. Aluminum pro- 
duction may be up 50% or more. 
Chemicals, many of them, may have 
doubled their volume. 

At the same time, Americans will 
20 through a period of “austerity’— 
living standards will fall as production 
is shifted to military goods. During 
this period, a backlog of deferred de- 
mand—for automobiles, appliances, 
homes—will build up as it did during 
the shortage years of World War II. 

General war—if it should come— 
will intensify these effects. A bigger 
share of our industrial capacity would 
be shifted to military production, civil- 
ian output would be cut back still 
more, a greater backlog of demand 
would build up. 

If we can avoid all-out war, it mav 
be possible to expand industry enough 
in the next few years to both support 
a major military program and to re- 
store something like 1950 living stand- 
ards. But it will probably not be 
possible to give people the extra things 
they will want to buy with their in- 
creased incomes. 

Industry, when the emergencv ends, 
will have a three-way job to do. It 








Are You 
Missing Out 
on | 
CHAIN SALES? 


There are more uses for chain than you realize! 
Look around whenever you make a call and count 
the number of uses to which your customers put 
chain for holding . . . hauling . . . hoisting. And 
if you are not getting your share of this profitable 
repeat business go after it now —Campbell can 
help. 


Campbell makes chain for every need. And your 
Campbell representative will work with you to 
develop prospects into steady customers for chain. 


AY, 


“MARINE... FARM... AUTOMOTIVE 


CAMPBELL CHAIN Gompany 


MAIN OFFICE: YORK, PA. 
Factories: York, Pa., and West Burlington, lowa 
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will want, first, to keep its plants go- 
ing to maintain something like full 
employment. It will rush to convert 
to meet the new wave of consumer 
demand—as it did in 1946. And it 
will want to replace and expand the 
equipment run down during the mo- 
bilization period—and to adapt prod- 
ucts and processes developed during 
the emergency to peacetime uses. 





Key Industry Potentials 


This will increase the growth poten- 
tials of key industries: 

Chemicals seem to grow perpetu- 
ally. Their production trend shoots 
upward as new discoveries broaden the 
range of chemical products. Overall, 
chemical production may well gain 
75% to 100% over the next ten 
years. The individuals lines with per- 
- haps the brightest potentials are: syn- 
Series H-Helical Gear thetic fibers, plastic materials, petro- 

chemicals, and drugs. But even the 

SPEED REDUCERS basic chemical staples—such as fer- 

tilizers—promise to gain a third or 
. more. 

® No Adjustable Motor Base! Metalworking. The pees that 

the auto industry will continue to 

* No Reducer Supports! operate some assembly lines, at least 


® No Alignment Problems! through e of the mobilization 
7 . period, rules out any precise estimates 
® Quick, Easy Installation! of future markets. But the steady rise 


P . in American living standards and in 
~ ® Trouble-Proof, Long-Life Service! auto use make it likely that the indus- 


© Efficd rom 96% to 98%! try will be operating in 1960 at some- 
Efficiency Fro % to " thing closer to its 1950 level—8 mil- 


® Low In Price & Operation! lion cars and trucks—than to 1940, 
when 4.5 million were produced. 
2 Standard Ratios: Prospects in other metalworking 
19.6 to 1 and 11.25 to I lines vary by products. Here are some 
@ Note how driven shaft fits directly highlights: 
into tubular low-speed shaft of Electrical machinery production will 
reducer and extends for full width expand rapidly. The utility industry 
of housing. ¢ expects its capacity to perhaps double 
Large Timken bearings SA + | | in the next 10 years. This will throw 
throughout. ae % a huge and sustained demand on the 
: - electrical manufacturing industry—for 
shite diinntan bling mates tems generating and transmission apparatus, 
vequieed for adjusting belt = mi: as well as motors and other devices for 
consien. ; = iS industry and the home. 

' — Industry will probably spend more 
Helical gears cut from forgings —== than a dollar on its own power-service 
or Mehanite castings for long, Hos generating and using equipment for 
aes Serres. each dollar that the utilities spend on 
Steel pinions, integral with shafts, generating capacity. This includes, in 
are induction hardened and lap- . addition to facilities for generating 
ped together with gears for max- . : electricity and huge amounts of proc- 
imum bearing and quietness. ess steam, the equipment required to 

Vac Coupon Yow! distribute and apply industrial power 
—notably for air conditioning, re- 
| ATTACH TO COMPANY LETTERHEAD frigeration, compressed air, and power- 

THE MEDART CO. . ing production machinery. 
Mest Complete Source For MEDART CO., 3535 DeKalb St., St. Louis 18, Mo. Office machinery that does evetv- 
tet tenes C Send Speed Reducer Catalog & Data Book thing, from solving simultaneous equa- 
tr lets the ‘ | Alto send following catalogs: (] Gears [1] V-Belts & Sheaves tions to registering bank transactions 
gigs ©) Power Transmission Sqeipment in a half-dozen currencies will replace 

3535 DeKalb St., coe armies of pencil pushers as the 1950s 

St. Lovis 18, Mo. go on. In the next 10 or 15 vears, 

j Title annual sales of office machinery may 
well double, could conceivably triple. 








Turnbuckle adjustment on either 
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here’s a good man to know! 
your Corey ladustrial Seles Cagineer 


He’s at your service to better your service! His training 
and experience in meeting varied problems in construction 
and maintenance of buildings, as well as manufacturing 
operations, keeps his skills razor sharp. Ready to help you 
trim the fat from your customers’ building construction 
and maintenance costs .. . whittle down operating expense. 
Shown here are a few products from the broad Carey line 
for industry. Your Carey Industrial Sales Engineer will 
gladly tell you how these—and many more—meet the 
needs of your best customers, your best prospects! 


Built-up Roofing—for every in- 
dustrial and commercial roofing 
requirement, 


Car Cement for coating interior 
and exterior metal surfaces and 
joints. Seals out dirt, moisture. 
Prevents rust. 


Asbesto-Sorb — thirsty fibers of 
asbestos that soak up oil, water, 
chemicals, to help maintain 
safety underfoot. 


Pipe Line Felt — prevents corfo- 
sion and breakdown of vital @n- 
derground liquid and gas pipe 
line installations. 





Super-Light 85% Magnesia In- 
sulation—To prevent loss of 
heat energy in power plants, 
processing, manufacturing and 
plant heating operations. 


From the House of Carey— 
Serving Industry Since 1873 


Write for the name and address of the Carey 


Industrial Sales Engineer in your locality ! 


In Canada: 





Careystone Asbestos-Cement — 
a versatile roofing and siding 
material available in flat or 
corrugated form; resists fire, 
weather, corrosive chemicals. 





Asphalt Plank—tough, boardlike, 
with a mineral surface that de- 
fies wear, prevents skids. Widely 
used for bridge and industrial 


“flooring applications. 


ek ae eae 


The Philip Carey Mfg. Company, Lockland, Cincinnati 15, Ohio 


The Philip Carey Co., Ltd., Montreal 25, 


P.Q 
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Careyduct—non-corrosive asbes- 
tos-cement duct to keep build- 
ings breathing easy. 





YOUR 


Carer 


INDUSTRIAL 
SALES ENGINEER 








APPLICATIONS 
UNLIMITED... 


ANGE, 


Photographed beside a pocketknife to show size and compact design 


Show ANGLgear to a prospect and watch his eyes light up. 
This unique, standardized right-angle bevel gear drive 
the finest of its kind—will answer many of your customers’ 
problems, because it has unlimited application in the indus- 
trial field. It’s easy to carry and easy to show, too; just stuff 
one in a vest pocket when you go out on your calls. 


Suitable for manual or power-operated systems 

Two basic models meet practically all requirements 
Capacity of equipment many times its size and weight 
Precision built, with hardened gears, antifriction 
bearings, lubricated for life 

Ratio 1:1 in 1g hp and 1 hp at 1,800 rpm with ultimate 
static torque of 250 and 750 in. Ibs. respectively 








LIBERAL 
DISTRIBUTOR 
POLICY 


Full protection, includ- 


ing all direct orders 





and inquiries. 


~ ginpoRNe>- 


ACCESSORIES CORPORATION 
1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY 
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Farm machinery: U. S. agriculture 


| is undergoing a revolution, still far 
| from completed. It will take more 


than a decade of high level peacetime 


| production to bring all U. S. commet- 
| cial farms up to present first-class 


standards of mechanization. 

Industrial machinery. Rising labor 
costs stimulate investment in all kinds 
of capital equipment—and there are 
vast opportunities for replacing old 
machines with new, more efhcient 
ones. Some 43% of our machine tools 
are at least 10 years old, according to 
American Machinist's latest inventory. 
And new machine tools are at least 
40% more productive than those de- 
signed before World War II. 

Mining industries, like metalwork- 
ing, have widely varying growth pros- 
pects. Here are a few of the more 
dramatic possibilities: Sales of natural 
gas, by industry estimates, will double 
or triple within a decade. Mobilization 
—and shortages of steel—is likely to 
slow this growth only temporarily. 
Our total use of energy—for heat, light, 
power and transportation—has been 
expected to rise 20% by 1960. Mobil- 
ization is likely to push that schedule 
ahead—calling for rapid growth in 
petroleum, gas, and coal. Among the 
metals, aluminum, magnesium and 
titanium, will go ahead faster than the 
older metals. Titanium, still in the 
embryo stage, will also most certainly 
rank as a major metal by 1960. 


Backlog in Construction 


Construction, despite its boom in 
1948-50, has not yet caught up with 
the backlog of projects accumualted 
during the depression and World War 
II. When the emergency ends, there 
may well be another short-run housing 
boom—to catch up with the needs of 
the U. S.’s rapidly growing population. 
But the new emphasis will be on stores 
and schools, hospitals and highways, 
and other heavy construction. 

Engineering News-Record now has 
a backlog of more than $50 billion of 
heavy construction projects that have 
been proposed but not started. That 
backlog will grow during mobiliza- 
tion. By 1960 the construction in- 
dustry may well be operating at a 
level 20% above its 1950 volume. 

In consumer lines, growth potentials 
are hard to measure, since they de- 
pend so much on customers’ fancies, 
and on the strength of merchandising 
efforts. But generalizations can be 
made about some of the important 
fields: 

Food consumption is slowly rising, 
as farm production increases and nu- 
tritional standards become higher from 
year to year. At the present rate of 
population growth, and allowing for 


5% potential increase in per capita 





...and in our headquarters suite in the St. Francis Hotel 


Ray Barnett 





Walter Crowder 





Grant Grantvedt 
Ed McOsker 
Arch Morris 

John Ora 

Pete Thayer 
Jack Wertis 

Art West 























at the Triple Industrial Supply Convention, 
we'll be in booth No. 819 


... you're always welcome, 


and we'll be happy to see you again. 





Industrial 
Distribution 
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consumption, total demand for food 
may be up 15% by 1960. 

The strongest growth trend is in 
highly processed foods. The trade sees 
greatly expanded markets for pre-pack- 
aged meats, frozen fruits, vegetables 
and juices, and a new product—frozen 
concentrated milk. More fresh foods 
are being washed and packaged by 
grocers, to save the housewife’s time. 
All this will require greatly increased 
amounts of sye and packaging 
machinery and supplies, as well as 
equipment and supplies for the farm- 
ers. 

Textile demand, in terms of pounds 
of fiber, is growing rather slowly. But 
the industry is making a revolutionary 
shift to synthetic fibers to replace 
costly wool and cotton. The next ten 
years will see tremendous progress in 
use of the synthetics. 

Homefumishings will enjoy a much 
greater market in the "50s than ever 
before. The recent housing boom has 
greatly increased the number of homes 
which are still in the ‘‘fixing up” stage. 
These new households can absorb a 
record volume of new furniture and 
appliances, whenever such furnishings 

ae become freely available. As incomes 
upper + Nect design, @ increase, people are likely to want a 
positive grip means — : = greater variety of home conveniences. 
cofe, sere bendle ————. So the minimum requirements for a 
—e - a = ~ well furnished home will be raised. 

bee i _—— : > Electric appliances are a good ex- 








age yord ready to ————=}2 —— , 
oh oe gers ample. Less than 10% of our house- 


be picked up whenever 


needed holds have electric dishwashers, food 


disposal units, clothes dryers or bed 
coverings. Less than 30% have TV 
sets. Electric heating and air condi- 
tioning, still rare in home use, are 
pointing to big markets in the years 


ahead. 


Growth Possibilities 


These are not forecasts of business 
expansion. They are, rather, attempts 
to measure the possibilities for growth. 
Mobilization will speed up expansion 
in some lines—notably steel and other 
basic materials. It will slow growth in 
other fields, particularly in consumer 
products and services. But—as the in- 
dustry-by-industry outlook shows—the 
potentials for growth through the 
economy are still large. 

How fast these potentials will be 
realized—with the Russians dominat- 
ing not only the outlook for the free 
nation, but the prospects for Ameri- 
can business—only the future will tell. 


“The man who thoughtlessly says 
there is no friendship in business is 


usually the first man to call on his 
AMERICAN CHAIN DIVISION friend when he needs something.” 


AMERICAN CHAIN & CABLE “How to Make More Sales” 
by Har i 
In Business for Your Safety y Harry Simmons 
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DURKEE-ATWOOD PLAYS SQUARE with distributors; take 7 
it from Al Wommack, president of Bearings-Belting & Supplies 7 
Company, St. Louis. He says: ; 
“Since we took on the Durkee-Atwood line of V-belts, we 
don’t worry about home office competition ... or competition 
from other D-A distributors. Durkee-Atwood guaranteed 
us a protected territory and they've lived up to their promise.” © 
Every distributor who sells Durkee-Atwood V-Belts is given the | 
same guarantee—in writing. That means you won't lose “back- * 
door” sales to D-A home office men. That means you can forget 
about other Durkee-Atwood distributors calling on your accounts. 
This protected territory policy is only part of the Durkee- 
Atwood program ... the fairest, squarest V-belt program going 
today. Why not get the complete story? Write today for our 
Master Industrial Distributor Proposal. 


DURKEE-ATWOOD COMPANY 


Dept. A6-5, Minneapolis 13, Mi 











Durkee-Atwood Multiple V-Belts: 
Iso-Dynamically matched with belts running 
under full load for top performance. 
Durkee-Atwood General Duty V-Belts: 
“High Cord Line” makes equal 
compression... reduces slippage and wear. 
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OUR STOCK OF PUMPS 
IS GETTING LOW— 
BETTER RE-ORDER 
FROM GOULDS TODAY 


This distributor is building a 
PROFITABLE pump business 


When a customer wants a pump, he usually wants it right 
away. All factory shipments under present conditions are 
apt to be extended. The distributor with “‘pumps in 
stock” makes the sale! Here’s one sure way you can win 
new customers and please old ones. Keep a good supply 


of Goulds pumps in stock. 


Place your order for Goulds pumps today. Then, as your 
stock gets low, re-order immediately ... and be prepared 


to deliver on short notice. 


Goulds are always ready and anxious to help you with 
your merchandising problems or advise you as to the 
most saleable items to stock. For this information, call 
your nearest Goulds Branch or write Pump Headquarters. 


STOCK THESE “ALL AROUND” GOULDS PUMPS 


by 


Fig.1813 Reciprocating Piston Pump 


Portable Self-priming Centrifugal 





ied 


Fig. 3650 Close-cupld Centrifugal 





MEMBER 


y Goulds branches in 


all principal cities. 
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Get in the Plant 


(Starts on page 80) 





that coke dropping on the belt caused 
excessive wear, and the company had 
to replace the belt about every 45 days. 

This problem was studied with the 
master mechanic and other operating 
personnel. Research by Mr. Bailey re- 
sulted in recommending a belt which 
would absorb the shock of the drop- 
ping coke. The belt was installed and 
a careful check was made of its opera- 
tions. Under the same operating con- 
ditions the service life was increased 
to more than six months, with a result- 
ing drop in the cost of material moved 
per ton. 

Customer confidence gained by this 
one installation has paved the way for 
other recommendations. Mr. Bailey 
regularly visits the plant looking for 
— product applications that will 

elp the company lower operating 
costs. 

Often the first sale is just an open- 
ing wedge that, through careful follow 
up, will result in expanded sales all 
through the plants. Too, such service 
jobs as the belt installation are put to 
use with other customers. In this case, 
Mr. Bailey studied other plants where 
similar problems in absorbing shock ex- 
isted. Results to date have been five 
more such belt orders and installations 
with equally satisfactory results. 

Mr. Bailey has found no hard and 
fast rules in solving plant operating 
—- After gathering all the 
cnown facts on any given application, 
he mentally checks off all the possible 
solutions that occur to him. He feels 
that it is in finding the most profitable 
and practical solution that the value of 
the industrial supply salesman is 
demonstrated. And, in reaching this 
solution, the salesman profits both his 
firm and himself. 





How to Trouble-Shoot 
With a Factory Man 


(Starts on page 82) 





arm). Let it run a while. 
It won’t snap. But loosen 
up a little on the side roller 
guides. That’s where the 
trouble is in the 
roller guides. 

The machine completed its cut 
and shut itself off. The three men 
bent over and studied the blade. 
Mullaney: You can learn a lot from 

your blades after you run 








— 
Pree 


“LUBRIPLATE No.630-AA 


is practically a universal lubricant” 


ae 


Lubriplate Lubricants enabled us to cut the / 


number of lubricants we were using to 
about half, but even then we were still 


using five different LUBRIPLATE Products. (| 
With the introduction of LUBRIPLATE %% 
No. 630-AA, we were able to reduce our { } 


requirements still further. Today we are 
satisfying all our needs for solid type 
lubricants with only two LUBRIPLATE 
Products. LUBRIPLATE No. 630-AA might 
almost be considered a Universal Lubri- 
cant. Furthermore, LUBRIPLATE No. 
630-AA has effected a marked savings in 
lubricants and labor.” 


Frank D. Neill 
General Superintendent 


Lubricants are available 
from the lightest fluids to 





Lubriplate Lubricants set new high stand- 
ards: They reduce friction, wear and 
power consumpti,n. They prevent rust 
and corrosion of ‘bearings, parts and 
product. They last longer than 
ordinary lubricants. LUBRIPLATE 


the heaviest density greases to meet 
all conditions, usual and unusual. 
Write for case histories of the use of 
LUBRIPLATE in your industry. 


_ LUBRIPLATE DIVISION 
Fiske Brothers Refining Company 
Newark 5,N.J. Toledo 5, Ohio 


DEALERS EVERYWHERE . . . CONSULT YOUR CLASSIFIED TELEPHONE BOOK 


LUBRIPLATE 
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THE MODERN 
LUBRICANT 





(Advertisement) 


MULTI-PURPOSE 
HELPS THE 
SALESMAN 


The fact that many of the num- 
bers in the LUBRIPLATE Line 
are multi-purpose lubricants is of 
great importance to the salesman 
who sells it. Here is how it works 
oe 


You sell a customer on a certain 
LUBRIPLATE Product for a spe- 
cific application. The user likes it 
and continues to buy it because it 
does a better job than the conven- 
tional lubricant he had been using. 
But he points out to you that now 
he has to keep “another grease” 
on hand. You are in a position to 
show him the many other plages 
he can use the same 
LUBRIPLATE product; therefare, 
he can cut down the number of 
lubricants he needs with 
LUBRIPLATE, rather than add 
another. 


Everyone benefits from the Mulfi- 
Purpose feature of LUBRIPLATE 
Lubricants. The user can satisfy all 
his lubrication requirements except 
in unusual cases, with one, two 
or possibly three LUBRIPLATE 
numbers. This always looks go@d 
to him. The Industrial Supply 
house naturally welcomes greater 
sales with fewer items and mofe 
active minimum stocks. The sal@- 


| man, however, gets the bigget 


break . . . competition from other 
lubricant knocked out, bigger or- 
ders and satisfied customers who 
repeat over and over again. 


LUBRIPLATE Lubricants are a 
line that it pays the salesman to 
put time on. They do things that 
other lubricants can’t do; hence, 


| are easy to introduce. They al- 


ways give satisfaction, so they re- 
peat. The distribution policy as- 
sures that you and you alone will 
profit from the harvest when you 
sow for the future by introducing 
LUBRIPLATE. 








adie to identify sce now the tabet 
ands out? It’s easy to read—from the top-most 
elf. Different colors identify different screws, 
Its, nuts, metals, plating, etc. Saves time! 


adie to h and le Pheoll products are 
cked in sturdy boxes that won’t “bow out” 
hen opened or stacked. Covers slip on and off 
th just the right friction grip. Easy to handle, 
k and ship. No tearing, spilling or loss. 


adie to get Prompt, reliable deliv- 


through con ient factory warehouses. 
‘our Pheoll stocks cover most needs. Depend 

this one source for a broad range of “in 
mand” fasteners. 


adie to sell Pheoll products are 

joney makers because they’re easy to sell. 

ey’re fast movers. They repeat because they’re 

de to build your business. Our reputation is 
four guarantee. 





Square Head S, Lag Bolts 
Headiess Set oo Brass Washers 
Socken aot Screws 
et He y 
*Thumb see? Screws *Machine Screw Nuts 
, “Sem finshed huts 
uts 
*Threaded Rods ba Nuts Brass 
Aurled Nuts Bras. 
[Slotted ond Philips Rec ' 
‘Steel and Bross essed Heads 


a 
Write, wire or phone 


SCREWS @ BOLTS 


1 job, Tony. When the 
blade comes through clean, 
it’s been running okay. 
When the sides of the 
blade bind—like here—the 
blade shows an uneven 
score streak; rough here, 
smooth here, rough and 
smooth again. If the blade 
binds enough at any one of 
those high spots where it’s 
scored, the thing will snap. 

Frank: Is that why it doesn’t 
alwavs break at the weld? 

Mullaney: ‘That's it. Now let’s run it 
through some other stuff. 
How about a piece of tub- 
ing, Tony? 


Tony Lembo rummaged around in 
his scrap stock till he came up with a 
piece of 4-in. O. D. tubing. ‘They ran 
that through its cut without mishap. 
Then they pulled the tubing and 
dropped a solid bar between the vise 
jaws, 14-in. dia. hot roller. The blade 
moved through it neatly. 

That ended the tests, and that 
ended Tony Lembo’s troubles with 
his band saw blades. Joe Frank won’t 
sell him as many band saw blades as 
he did but, as a result of his trouble- 
shooting call, he now gets almost all 
the other supplies business available 
in the shop. 

The job had taken most of the 
morning. Joe Frank and the factory 
man_ knocked off for lunch. Over 
their coffee they talked up the calls 
to be made the rest of that day. 





“Oh, come now, it’s not that good— 
surely you don’t need an order that 
bad.” 
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PEED 
COU 


When a breakdown occurs and 
your customer needs a length 
of flexible metal hose a/ 
once, it is good to know 

that ATLANTIC is al- 

most as close as your 

own stock room. 

The telephone at your 

elbow—the telegram 

blank on your desk 

activate a top notch 

production service 

that insures maxi- 

mum speed and 

accuracy in de- 

livering what 

you want 


Better 
METAL 
HOSE 


for conveying 
chemicals, steam, 
oils, tars, asphalt, 
alkalis, gases, light 
solids,retrigerants, 
gasoline . . . for 
absorbing vibra- 
tion, correcting misalignments, mo- 
bile service, eliminating thermal ex- 
pansion strains .. . 


In all workable metals from 4” — 
36” I.D. inclusive. Standard or 
special couplings. 





Write for Bulletin 100 


See our Catalog in Sweet's File 
for Product Designers. 


ATLANTIC 


METAL HOSE CO., INC. 























Sales Helps From Manufacturers 


Quaker Rubber Offers 
Conservation Plan 


A Conservation Maintenance Plan, organized to pro- 
long the life of industrial rubber products, has been 
developed by the Quaker Rubber Corp., division of H. K. 
Porter Co., Inc., Pittsburgh. 

The campaign utilizes a handbook, wall charts, and 
monthly bulletins. ‘The handbook, a conservation manual, 
is a guide which includes hundreds of suggestions to help 
make industrial rubber products in the plant last longer, 
produce more, and require less maintenance. It is directed 
to plant engineers and maintenance men. 

The wall chart is a ready reference which lists and 
briefly explains vital steps necessary to conserve conveyor 
belting, flat transmission belting, V-belts, and packing. 

The bulletins are periodic maintenance memos contain 
ing helpful suggestions and ideas on conservation and 
maintenance. They will be sent to key maintenance men 
and engineers. 

“It’s the practical approach for making the most out 
of the rubber products on hand,” J. R. Keach, vice 
president and general manager of Quaker said, in refer- 
ence to the campaign. “Within the next few months, 


we expect this rubber-saving plan to be enthusiastically PRESENTATION of the Conservation Maintenance Plan 
endorsed by industrial plants from coast to coast. is made by H. M. Soussaman, Quaker general sales manager, 

Quaker offers CMP to its customers and also to all to Gordon Hartfield, of the Hartfield-Healey Co., Buffalo, 
industrial plants in America. 





ce 


Henry G. Thompson Sets Up P 
Distributor Advisory Board 


Concurrent with its 75th Anni- an pn 
versary, The Henry G. 'hompson & BULL DOG VISES 
Son Co., has established a Distributor 
Advisory Board. 

The board is created to function on 
a permanent basis. Through it, it will 
be possible to obtain a cross section of 
distributor opinion in matters of policy 
affecting the distribution of Thomp- 
son products. Invitations were sent to 
175 distributors—small, medium, and 
large, from all sections of the country. 
The response showed an enthusiastic 
willingness of distributors to serve on 
the board. 

Now officially an integral part of 
the sales organization of the company, 
distributors are to be consulted on all 
major changes in sales policy. Pro- 
posed changes will first be submitted 
to the advisory board and must be ap- 
proved by a majority of the members 
before the changes become a part of BOOTH 313 AT SAN FRANCISCO 
the national policy of the company. 7 “ ail . 

These halen do not inca eas The Sales Policy 1s pear The ee ee _ 
tional changes within a given territory 9 istri ls 
or question of price. If AT policies do 100% through Dtetribaters Weedworkers © Utility 


not win the approval of all distribu- PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 














(Continued on page 172) 
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'"That’s an order...use American CROSBY BLOCKS 


4 


; 

: Can you imagine lifting any load on a block of 

} unknown capacity? It's a reckless, risky operation 

; ...and yet it's done every day, simply because ordi- 
nary blocks don’t show their capacity. 

Here is a situation that can help you double or triple 
your sales of blocks. Just ask every buyer: ‘Do you 
want to lick the risk of over-loading?”’ Then show him 
that all American Crosby Blocks have their capacity 
and sheave size embossed on the side plates for 
lifetime visibility. 

This is just one of many extra-value features that 


.--you know their capacity!” 


make American Crosby Blocks the hottest line ever 
offered to distributors. In addition to this great safety 
factor, the American Crosby line gives you modern 
packaging . . . a new stock-number system for easier 
receiving, storekeeping and shipping... prepaid freight 
. and every possible merchandising advantage. 
Do you want to get your block business out of the 
horse-and-buggy stage? This is big, important, steady- 
repeat volume. If you'd like to know more about our 
combined plan for distributors on Crosby Blocks and 
Crosby Clips, drop us a line today. 


A better deal for mill 
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Combined Shipment of Clips and Blocks 


This saves you hours of paper work . . . cuts out 
a lot of waste motion and unnecessary expense. 
One source of supply. One delivery to your plat- 
form. Simplified handling of order, invoice and 
payment. 





Prepaid Rail Freight 

That’s right . . . we pay the rail freight on Crosby 
Blocks, on shipments of 100 lbs. or more. Figure 
out the extra profit that means, the fuss saved, 
the speedier handling at your end! 





Here’s the C ag 5 3 y 


Streamlined Stock Control Plan 








Every Block Numbered 


This is one of the really big features of your 
Crosby Block merchandising. One number indi- 
cates type, capacity and sheave size. That num- 
ber appears in the catalog, on the package, on 
records. Real inventory control! 





Ve 


Sealed Packages 


Who'd buy a dusty, battered-up block if they can 
get American Crosby quality in a neat sealed 
package? Packages do away with barrels and 
crates ... protect your stock... and carry your 
advertising imprint! 














supply distributors 


WRITE 
TODAY 
FOR 
COMPLETE 
DETAILS 





& Derrick Company 
ST. PAUL 1, MINNESOTA 
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Di 4 lad 99 | tors, the members will at least have 
iscover Ow | had an opportunity to express their 
Ct0- ® opinion, and will know that the 


change adopted was based on the de- 


sire of the majority. 
HOSE CLAMPS It has long been the opinion of the 


company that distributors are in a 
position to function as representatives 
of the manufacturer with the con 
sumer-user. Through their daily con- 
tacts with users, distributors are in a 
qualified position to consider and pass 
on to the manufacturer the consum- 
er’s reaction to any aspect of the sale 
or use of the product that might have 
a bearing on acceptance. 

The company feels that the en- 
thusiastic response to this major step 
should offer encouragement to other 
manufacturers who do not now have 
but are considering the establishment 
of such a board. 


More than one skeptical jobber has seen the light — for 
here is a superior hose clamp whose four basic sizes fit 
practically all ordinary requirements — an engineered hose 


clamp which appeals to the reason and pocketbook of the tension 


linkages 


customer with these advantages — 


WORM « UNIFORM 
eo DRIVE a , CLAMPING 


Aero-Seals are self-locking and vibra-_ True tangential take-up and curved 
tion-proof, have extra long take-up saddie form provide absolutely uni- 
and are available in both slotted and form clamping action around 360°, 
wing-nut type of worm-drive. leak-proof, ideal for thin-walled tubes. 


BALDWIN - DUCKWORTH trvwion 
CHAIN BELT COMPANY 


EASY TO USE AGAIN 
INSTALL and AGAIN 


‘ 


i ine lives is noth- iaiaeaa 4 ets ee cg 
ee a ae aeamdeals TENSION LINKAGE—This informa- 
hand if you want to They're ready to go tive book, Bulletin #51-10, has just 

—and fast! They're self-feeding once back to work after plenty of hose been released as a handbook for de- 
the clamp-end engages with the changes. Also available in. stainless signers of tension linkages, i.e., any 
worm. No loose parts to drop. steel for marine use. } 1 : r me, 
chain application in which linear 


ee un De eh eee ee movement of the chain is not continu 


uy 0 — W's @ pueden eb of enalacesing epelied ous in direction. Numerous examples 
to @ simple, everyday problem, te ordinary hese of tension linkages are shown and 
clamp can match its advantages. described and various types of roller 
chains used in this application are il- 
lustrated, described and cataloged.— 
Baldwin Duckworth, Div. of Chain 


FREE SAMPLE: rit mei wine obligation | Belt Co., Springfield, Mass. 


NAME 








FLEXIBLE COUPLINGS—A new, 
 . da four page, illustrated folder #2363 in 
(BREEZE) two colors has been published contain- 

wa a ing information on Roller Chain 
Flexible shaft couplings. Engineering 
information for proper application in- 
cludes dimensions, weights, service 
factors and horsepower ratings. De- 
tailed data are also given on two types 








CITY & STATE 





BREEZE CORPORATIONS, INC. 


33 South Sixth Street, Newark 7, N. J 
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... thru any machineable 
material up to 1/8 INCHES thick! 


a on Here is a premium tool which makes it pos- 
sible to saw holes in one short operation 

. .. large holes which heretofore had to be 

laboriously machined “a-chip-at-a-time.” 


MARVEL High-Speed-Edge Hole Saws have strength to 
withstand the terrific peripheral strains of heavy duty opera- 
tion in lathes, drill presses or portable power tools. They have 
a high speed steel cutting edge which is electrically welded 
to a tough, alloy steel body, high speed steel pilot drills, 
heavy hexagonal shanked arbors and sufficient set for deep 
drilling. They are self-aligning, as the larger diameter saws 
float on their arbors and are driven by double drive pins. They 
will saw round holes accurately in any machineable material. 

MARVEL High Speed-Edge Hole Saws come in 35 sizes, 
from 5%" to 444”. They are carried in stock by leading indus- 
trial distributors. 





WRITE FOR BULLETIN ST-650 


seelour 
call LOG 


SWEETS FILE 
CA BOUTS 





ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
5700 Bloomingdale Avenue : Chicago 39, U. S. A. 
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YOUR BEST BUY IS 


BUFFALO Couveyor BELTS 





Buffalo pays the top dollar, 
everywhere, to get the 
strongest, stoutest, sturdiest 
This 
better yarn is the backbone 


cotton yarn available. 


of the conveyor belts made 
by our WOV-IN-WEAR 
PROCESS 


vEN TIGHTER 


eee ee 
3983.23 
132890900008 . 


: se 


WOV-IN-WEAR is a 
belt 
process that is ourown 
EXCLUSIVE develop- 
From more than 50 


unigue weaving 


ment 


years experience, we have 





learned how-te -weave 
under HIGHER TENSION 
and the end result was this 
NEW kind of loom and a BETTER, 
TIGHTER WEAVE ie Boo, 
R 3 ae 





PPP) PEREEREL ASR ERY " 
a5 x 


A better yarn 

and a better weav- 

ing process can only 

add up to high-quality, 

longer lasting belts. Six 

special treatments, including 

plastic, rubber, cellophane, 

latex, wax and asphalt condition 

this stronger woven belt for work 

under exacting conditions. For instance Buffalo's 

famous PLAS-TEX belc for bakeries and special food handling operations, 
longer because of the yng woven belt underneath the plastic cover 


Wy 


i Fe 


lasts 


extra strc 


OVER 200 SIZES 35 WIDTHS ° 7 THICKNESSES 


BUFFALO WEAVING & BELTING COMPANY 


209 CHANDLER STREET 
NEW YORK PHILADELPHIA 


BUFFALO 7, NEW YORK 


CHICAGO DETROIT SAN FRANCISCO 
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| of protective grease-retaining Casings. 


Link-Belt Co., Chicago, IIl. 


FIRE & INDUSTRIAL HOSE—This 
new 16 page catalog contains data on 
fire hose and general industrial hose. 
Designed to aid in selection and care 
of various hoses, the booklet gives in 
formation on engincering, construc- 
tion specifications and other pertinent 
data——New York Belting & Packing 
Co., Passaic, N. J. 





BOOK RACK-—A colorful, welded 
steel book rack is available to dealers 
handling Deltacraft project books and 
operating manuals. A maroon and 
white panel extending across the top 
contains a selling message on the 
books in the rack which is 25 in. wide 
by 59 in. high. The rack is described 
in bulletin #634.—Delta Power Tool 
Dic., Rockwell Mfg. Co., Milwaukee, 
Wis. 


STEEL TUBING—Technical data 
valuable to engineers associated with 
the design, fabrication and application 
of stainless tubing is offered in a new 
four-page bulletin published by The 
Babcock & Wilcox Tube Co. Known 
s Technical Bulletin 19, it contains 
condensed data on analyses, oxidation 
resistance, thermal treatment and me 
chanical, electrical and physical prop 
crtics of ten of the most popular aus 
tenitic and ferritic stainless tubing 
steels —The Babcock & Wilcox Tube 
Co., Beaver Falls, Pa. 


CUTTING MACHINES—A new 
color motion picture with sound has 
been produced by DeWalt Inc., Lan 
caster, Pa., describing the DeW alt 

Models #400. The machine is shown 
| as a power feed: rip saw, single-head 
shaper, single-head moulder, rabbeting y 
machine, tongue and grooving ma 
chine, bevel-rip and ploughing ma 
chine-—DeWalt Inc., Lancaster, Pa. 








MAIN 
ENTRANCE 


Make this your 


FIRST 
STOP 


at the San Francisco 





Triple Industrial Supply Convention 


You'll find Parker-Kalon’s Booth No. 303 just a few steps 


PA g KE | KA LON ® from the main entranee at the Triple Industrial Supply 


Convention in San Francisco, June 11, 12, 13. 


The Quiginal SELF-TAPPING SCREWS Make this your first stop, and plan to come back often 
during the Convention. We want to be sure to see all 
(olf SOCKET SCREWS our friends, old and new, and there'll be a big welcome 
awaiting you! 
eS eee Teereees Olen So remember .. . first day, and for your entire stay ...- 
**You’re O.K. with P-K”! Come in! Booth 303. 
Parker-Kalon Corporation, 200 Varick Street, New 
York 14, New York. 
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Special oscillating 
grinders give these 
non - corroding 
bronze seats o true 
bearing surface 


No danger of 
deforming or 
stripping with 
full, clean-cut 
threads like 





To get top resistance to stress 
and stretching, we've made 
body and nut of high-test, air- 
refined malleable iron. 


Extra width of 
seats ensures a 
drop-tight joint 
without exces- 
sive wrenching. 


It's an extra 
heavy nut so 
it'll easily shrug 
off careless 
wrenching. 





No wonder Darts mean 
steadier profits for the 
dealer who handles 


them 


Wy ‘ 
LU } 
inn 





DY 
} 
Rs 

‘mint 


UNION COMPANY 
PROVIDENCE 5, RHODE ISLAND 


THE FAIRBANKS CO. — Distributors 
Boston + New York + Pittsburgh 
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| CHAIN CONVEYORS-—While this 


book on conveyor chains and attach- 
ments shows numerous examples of 
chain conveyor applications, it is in- 
tended to be more of a thought pro- 
voker than a detailed catalog. ‘The 
book stresses the importance of care- 
ful selection of chain conveyors in 
the instances where they apply. Slat 
conveyors, scraper conveyors, and ver- 
tical and horizontal conveyors are 
some of the varied types discussed, as 
well as eight styles of attachments.— 


Chain Belt Co., Milwaukee, Wis. 


ANCHORING DEVICES—A_ 20 
page catalog, in color with indexed 
pages, describes the complete line of 
masonry anchoring devices fastening, 
drilling, and allied products. Also in- 
cluded are product and distribution 
policies, and merchandising helps.— 


U. S. Expansion Bolt Co., York, Pa. 














ROPE DISPLAY—Smaller sizes of 
both Blue Heart Manila rope and Red 
Heart Sisal rope are now available 
packaged in attractive hexagonal car- 
tons, each carton holding a 20 Ib. 
coil. Blue Heart cartons are colored 
blue and silver while Red Heart car- 
tons are red and silver. Simple removal 
of two display flaps reveals the coils 
of rope contrasted against the glowing 
colors of the package. Since the rope 
is drawn out only through the hole in 
the center, coils are securely held and 
protected —Hooven @& Allison Co., 
Xenia, Ohio. 


WELDED STEEL PIPE — Spang- 


| Chalfant Div. of The National Supply 


page illustrated bulletin in color, 
No. 370, covering its Spang CW steel 
pipe. The bulletin includes black and 
galvanized pipe in all standard sizes 
from 4 to 4 in. with tables of dimen- 
sions, weights, test pressures, thread 
ing data, and bundling schedules. 
Modern fabrication methods and 
constant development and application 
of closer controls on the mechanized 
fabricating processes are emphasized 
in the bulletin as the means of pro- 
ducing pipe with qualities beyond 


Co., Pittsburgh, Pa., has issued a 32 








and advertising i in all these magazines 


\ \ hel you sell more ARMOUR COATED ABRASIVES 





Our modern equipment and production 
methods have improved the quality, variety 
and quantity of our coated abrasives. Armour's 
national advertising in leading publications 
keeps selling your customers and prospects on 
Armour’s complete line of coated abrasive 
products. Every single Armour ad helps send 
customers to you with this featured copy: 
We recommend buying through _ 

your Industrial Distributor 
Write today on your business letterhead for 
more information regarding distributorships. 


VU Coated Meanives Diwaion 


Armour and Company +* North Benton Road «+ Alliance, Ohio 


INDUSTRIAL DISTRIBUTION © MAY, 1951 











PARKER VISES 


Complete Line Including 











HINGED PIPE VISES - WOODWORKERS’ VISES 


SAN FRANCISCO 
BOOTH 1019 


| 


eS 
N3AGdisawW 
9 \ 
\ABNd SVHO 


WS 0 


{ 


EXCLUSIVE 
FEATURES 





GREATER PROFITS 
CLIPPER 


¥ Constant Consumer Demand 
SY v’No Factory Sales to Users 
W Nationally Advertised 
Y Firm Resale Price Policy 
v Highest Uniform Quality 


Through Authorized Distributors 


CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. 
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standard specifications. The booklet 
presents a picture story of the steps 
of manufacture from skelp through 
the heating furnace, the continuous 
welding process, and numerous fin- 
ishing operations by which Spang CW 
steel pipe is made. 

Spang-Chalfant Div., National Sup- 
ply Co., Pittsburgh, Pa.—Industrial 
Distribution, April 1951. 


COCHRANE 


WATER SOFTENER—A new, 16- 
page bulletin, No. 4530, has been is- 
sued on Cochrane Hydrogen Zeolite 
(Cation Exchange) Softeners. It gives 
a complete description of the process 
and the field of application, showing 
the advantages of Hydrogen Zeolite 
Softening and its relation to the So- 
dium Zeolite Softening process. The 
bulletin explains not only the process, 
but the zeolites themselves, and the 
details of the equipment used in the 
process.—Cochrane Corp., Philadel- 
phia, Pa. 


AUGER BITS—New catalog pages de- 
scriptive of midway auger bits for 
hand braces and electric drills have 
just been issued. Complete specifica- 
tions and weights are included and 17 
individual sizes of bits for hand braces 
and nine bits for electric drills are 
listed. All bit features are described 
in detail—The Midway Tool Co., 
Inc., Melvin, Ohio. 


| TEMPERATURE MEASURE- 
MENT-A new, two-color, illustrated 
bulletin, 292-1 describes the Model 
292 Capacitrol, a self-contained indi- 
cating deflection type instrument for 
measurement and automatic control 
of temperatures on any type of heating 
equipment. The bulletin presents the 
design, measuring circuit and control 
system features——Wheelco _ Instru- 
ments Co., Chicago, III. 


MATERIALS HANDLING-— An illus- 
trated, 44-page catalog of materials 
handling equipment covers general 
description and application on Yale’s 
gas and electric fork lift trucks, mo- 
torized hand trucks, hand lift trucks, 
and hand and electric hoists. A sec- 
tion is devoted to the various attach- 





Ancthor advantage you cam soll with 





--» DROP-FORGED STRENGTH 


@ Only Upson-Walton wire rope snatch blocks 
have a drop-forged, one-piece strap. Instead of the 
strap being “wrapped” around the crosshead link, 
it is forged double thick with solid eye connections 
at each end to which the links attach with pins (see 
arrows). Thus, there is no ‘ 
out under load. 


‘wrap” to straighten 


Crosshead, eyes, links and hoist hook also are 
drop forgings for strength. This permits high safe 
working loads, with a liberal factor of safety. 

Only UPSON- WALTON Upson-Walton is the only manufacturer of all 
manufactures all three three—wire rope, fittings, tackle blocks. All three 
Ps) WIRE ROPE have advantages you can turn into greater profit 


for you. 
9 FITTINGS 


© rAckte stocks THE UPSON-WALTON COMPANY 


CLEVELAND, OHIO 
NEW YORK ° CHICAGO ° PITTSBURGH 
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’ | CHAIN 


IT PAYS 
BIG DIVIDENDS! 


There is a vast market in your territory 
for TM Alloy Steel Chain. Foundries, 
railroad shops, quarries, oil well drilling 
rigs, steel mills, and all types of metal 
working plants are sure-fire prospects 
for this superior chain. Sell it wherever tough, dependable 
chain is required. It pays big dividends in more satisfied 
customers— more repeat business— more profits for you. 


e 
T™ Alloy Steel Chain is stronger, safer and lasts five to 


fifteen times longer than wrought iron chain. It is highly 
resistant to shock, grain-growth and work-hardness 


at all temperatures—never requires oe 


Slings made to any desired length from 4" to 134” stock. 
Furnished with hooks, rings, pear or oval-shaped end 
links as specified. Send coupon today for complete 
details and specifications, 


S. G. TAYLOR CHAIN COMPANY 


HAMMOND, INDIANA 


eeeeeeeeeeeeeeeeeeeeeeeeeee 
S$. G. TAYLOR CHAIN COMPANY 

Dept. 6, Hammond, Indiana 

Rush details on TM Alloy Steel Chain 


Taytor Mane 


NAME IN 


| a 


Zone State 


eeeeeeeeeeeeeeeeeeeeeeeeeee 
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ments available for Yale industrial 
trucks that give them versatility in jobs 
performed. bat” ale & Towne Mfg. Co., 

Philadelphia Div., Philadelphia, Ps. 


FASTENERS—“‘Holtite’” now has 
available list prices and discounts for 
stainless steel and aluminum fasteners, 
both with Phillips recessed and slotted 
heads.—Continental Screw Co., New 
Bedford, Mass. 





INDUSTRIAL fu 
TRUCK 
WHEELS 











TRUCK CASTERS-—A 41-page, illus- 
trated catalog No. 25 lists and specifies 
the numerous truck casters and indus- 
trial truck wheels available. It also 
includes informative articles pertain- 
ing to the general use and application 
of wheels and casters, of interest to 
materials handling engineers and gen- 
eral factory personnel.—Divine Broth- 
ers Co., Utica, N. Y. 


INDUSTRIAL HARDWARE~—A re- 
vised and enlarged 44-page data book, 
catalog No. 150, combining engineer- 
ing information with a catalog of the 
complete line of wire rope and chain 
fittings is now available. In addition 
to presenting detailed working charac- 
teristics of each product, it includes 
tables and charts for engineers, archi- 
tects, riggers, and safety directors.—— 
I'he Thomas Laughlin Co., Portland, 
Me. 


ROPE PACKAGE-—A new rope con- 
tainer, octagonal in shape, flat-topped 
and corrugated, has been added to the 
New Bedford Cordage Co.’s line of 
pre-measured cartonized rope. It is 
for vs to vs-in. diameter rope, holding 
600 to 1600 ft. The self-dispensing 
feature permits the dealer to rapidly 
withdraw the required length with no 
danger of collapsed coils—The New 
Bedford Cordage Co., New Bedford, 
Mass. 














z 


“Let me tell you how neoprene tires 


gave lasting service in a meat packing plant’... 


“Solid truck tires were always wearing out in this plant till they tried 
neoprene. The service was really tough. Contact with animal fats, grease 
and processing chemicals was unavoidable. And temperatures of +180°F. 





in smokehouses to -20°F. in freezing tunnels did additional damage. Also, 
they cleaned their trucks with live steam, hot water and a detergent 
several times a day. Ordinary rubber tires wouldn’t take such punishment. 
But tires made of neoprene did. In the four years since they installed 
them, they haven't had a single tire failure! I recommend neoprene 

solid tires for any plant after seeing how they stood up here.” 

Your customers and prospects welcome information on industrial rubber 
products that stand up in tough service. And neoprene products have set 
service records in thousands of such applications. So ask the manufacturer 
of the line you represent. He’ll gladly tell you about the advantages of 
the neoprene products he makes so that you can pass this information 

on to your customers. 


Tune in “Cavalcade of America,” Tuesday nights— NBC coast to coast 


FR é é! The neoprene notebook 


Most of your customers read 
the Neoprene Notebook regu 


larly. So don’t miss the infor- 
| : mation it offers about new and 
The rubber made by Du \Pont since 1932 \ interest ing applications of neo- 
\ prene. If you’re not getting it 
now, we'll be glad to send it 
to you. Write E. I. du Pont 
de Nemours & Co. (Inc.), Rub- 
ber Chemicals Division C-5, 
Wilmington 98, Delaware 


REG. U.S. PaT. OFF 


BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 
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RANDALL 


13” BEARING BRONZE 











CARBIDE DRILLS-—Super Tool Co. 
has compiled a drill supplement (No. 
+) to their regular catalog. It illus 
trates and gives complete price and 
dimensional data on solid carbide drills 
and carbide tipped drills in a va- 
riety of spirals. Also included are 
“Super Hard” drills for hardened 
steel and core drills. It includes drill 
information along with instructions on 
set-up, feeds, and speeds, lubricants 
and regrinding.—Super Tool Co., De- 
troit, Mich. 


For 99", oF PLANT 


CABLE HOISTS—A new six page 
catalog in color, descriptive of Bob 
Cat heavy duty electric cable hoists is 
announced by the Ohio Hoist & Mfg. 


MAINTENANCE NEEDS 


4 


WRire por CATA 


The proven satisfactory length of Randall bars enables it 
to be cut to a greater variety of sizes, is easier to stock 
and handle than other bars of greater length. You'll also 
find the density of Randall bronze not too dense nor too 
porous, but just right to maintain a proper oil film at all 
times and to be far superior to either rolled or extruded 
alloys. Each bar is fully machined, inside-outside-on the 
ends, and is ready for the finish cut. Randall bar stock 
meets SAE 660 specifications. It is available in over 400 
stock sizes of either bored or solid bars from '/,” to 10” 
0.D. Randall bronze is also available in alloys SAE 64, 63, 
62 and hileads. For additional information on this superior 
graphitic cast phosphor bearing bronze write for catalog 
No. 107. There is no obligation, of course. 


Co., Cleveland, Ohio. 

Che new catalog is illustrated with 
photographs, line drawings of various 
types of suspensions and a large cuta 
way view of the Bob-Cat hoist. It gives 
detail specifications on 1 to 5-ton 
models and lists lifting capacities, 
heights, lifting speeds, weights, and 
over-all dimensions—Ohio Hoist @& 
Mfg. Co., Cleveland, Ohio. 


OILERS—A new 8 page illustrated 
catalog, No. B-3, has been issued giv- 
ing details on oilers, vents, caps, tube 
forms, etc. Diagrams and charts com- 
plete the engineering data—Eynon- 
Dakin Co., Detroit, Mich. 


TAPES—‘“‘Scotch” brand pressure- 
sensitive tapes that meet government 
specifications are listed in a new pocket 
sized catalog now available. 


GRAPHITED BEARINGS 
THRUST WASHERS 
BABBITT METALS 
SAFETY COLLARS 


BRONZE BAR STOCK The booklet lists eight official U.S. 


government specifications for tape in 
cluding 20 sub-sections, and cites the 
corresponding tape for each section. 
Included are specifications for mask- 
ing tape, cellophane tape, electrical 
tape, photographic tape, drafting tape, 
and packaging tape——Minnesota Min- 
ing ¢* Mfg. Co., St. Paul, Minn. 


BRONZE BUSHINGS 
PILLOW BLOCKS 
SHEET LUBRICATOR 


RANDALL GRAPHITE BEARINGS, INC. 
1009 S. Greenlawn Ave. Lima, Ohio 


INDUSTRIAL DISTRIBUTION © MAY, 1951 





Just like a good many thousand road signs, Stanley adver- 
tising and sales promotional literature point to you as the 
source of supply for the finest in woodworking tools. 

The four tools shown below, for example, are part of the 
broad line of Stanley Electric Tools currently being ad- 
vertised in leading building and woodworking magazines— 
timed to make the most of the buying season. 

Get the full benefit of this promotional effort. Stock up 
on Stanley Electric Tools, now . . . and be prepared for the 
business that’s headed your way. For samples of the avail- 
able literature, and information on the mats, streamers, and 
mailing pieces, write Stanley Electric Tools, 412 Myrtle 
Street, New Britain, Connecticut. 





W-65 SAFETY SAW. 5-5 PLANE. Largest, most powerful 
The 6” saw with big sow features. electric plane on the market. 





GA-156 SASH 
AND DOOR 
HOLDER. 

Cuts set-up time 
... speeds work. 


RSA 1 H.P. PORTABLE ROUTER. 
Power and versatility in o portable tool. 








[STANLEY ] 


Reg. U.S. Pat. Off. 





HARDWARE e TOOLS e ELECTRIC TOOLS ¢ STEEL STRAPPING e STEEL 
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for REPEAT 
BUSINESS 


the PROFIT 


STAR 
O Mol, ples 


Here's the high speed hack saw blade for 
everybody! STAR Molyflex has extra 





flexibility plus high speed cutting qual- - 


ity that insures “STAR” performance 
even when the user is completely inex- 
perienced. Used in a frame STAR Moly- 
flex is shatterproof—cuts 23.8% more 
metal than the average of 

leading high speed flexi- 

bles tested. 


STEELRITE 
MARKING CRAYONS 


Packaged for counter sales. 

Marks on hot, cold, damp or 

grimy metals. Markings withstand pickling, 
do not affect enamel applications. 


GET THESE SELLING HELPS 
FROM YOUR JOBBER 


Clemson backs up a hard-hitting continu- 
ing advertising campaign in leading indus- 
trial papers with equally hard-hitting sales 
aids for you. Contact your jobber today for 
a supply of No. 166 Counter Display Cards, 
holding 10 Molyflex Blades; No. 45 Display 
Card that sells 3 Unbreakable Special Flexi- 
ble Blades at a time. Order fact-crammed 
Wall Charts and Metal Cutting booklets too. 


CLEMSON 


BROS., INC. 
Middletown, N. Y., U.S.A. 
Makers of band and power hack saw blades, 


frames, metal cutting band saw blades and 
Clemson Lawn Machines 
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CALCULATOR-—A 
calculator which answers a wide num 
ber of woodworking and building ques 
tions has been introduced which gives 
information when it is dialed to the 


new improved 


various settings available for the facts | 
It provides data on lumbcr, | 


wanted 
nails, concrete mixes, painting mate 
rials, nails, bit 
sharpening instructions, etc. It 


sizes for screws, 


circular shape and is 6 in. in diameter | 


so that it fits into a tool box or may 
be hung on the work bench. It is 
printed in three colors with easily read 
charts and is made of heavily vat 
withstand con 
Greenlee Tool Co. 


nished cardboard to 
stant handling 


Rockford, IIl 





FROM THE 


om FILES 


25 YEARS AGO 


I'he National Supply & Machinery 
Distributors’ Association cclebrated 
its twenty-first birthday in a manner 
befitting its arrival at that age of 
maturity. The celebration was 
staged at the Ambassador Hotel, At 
lantic City, the keynote of the con 
vention being Cooperation. A reso 
lution was adopted favoring the 
passage by Congress of the pending 
Kelly-Capper bill, which would 
legalize the maintenance of resale 
prices 





he first important golf match of the 
convention was played on Sunday 
between J. H. Williams, Moss 
Patch, P. J]. Hoeffler and C. M. Hall. 


\ new company to manufacture pipe 
threading machinery, Hall-Wiills, 
Inc., was organized at Erie, Pa 


INDUSTRIAL DISTRIBUTION © MAY, 1951 


tool | 


is OF | 


: 
FOR HYDRAULIC POWER 
Motor driven unit for general use... 
transfer, pressure, lubrication, hy- 
draulic actuation, and various other 
applications. Sizes 4 to 300, g.p.m. 


Pressures up to 300 P.S.I. 


Se 


USED BY OIL INDUSTRY 


For transferring gasoline and oils at 
refineries, bulk stations, tank ter- 
minals, and industrial plants. 


Sizes 40 to 300 G.P.M., 
pressures up to 60 P.S.I. 
with mechani- 


cal seal. Sizes ; 


4 to 50 G.P.M.. pressures up to 150 
Ibs. P.S.I.; 1800 R.P.M. Supplied with 
flange or foot brackets. Packed box 
also available. Self-priming, operates 
in either direction, handles total suc- 
tion lifts up to 25 feet 


FOR WIDE 
RANGE OF 
JOBS 
Pump Head 


USED AS 
INTEGRAL 
PART 


Flange mount- 
ing pump head 
with mechani- 
cal seal. For installation as integral 
part of original equipment. 
Sizes 1 to 300 G.P.M. 
pressures up to 300 P.S.1. 


Send for Catalog Today. 


Complete information on 
the entire line of Roper 
Rotary Pumps. 


Ask about Roper direct 
field sales assistance. 


GEO. D. ROPER CORP. 
335 Blackhawk Park Avenue 
ROCKFORD, ILLINOIS 





Sell These Markets This Quarter 


Production 
Shops 


Atlas lathes with 
turret attachments 
are helping many a 
firm meet delivery 
schedules on small 
parts. For a few hun- 
dred dollars your cus- 
tomers can equip for 
screw machine type 
of work. 


Tool Rooms, 
Laboratories 


With great empha- 
sis on defense pro- 
duction, and devel- 
oping new types of 
advance equipment, 
there’s more need 
than ever for com- 
pact, precision tools 
for jig and fixture 
and experimental 
work. 


School Shops 


This is the time of 
year when industrial 
arts educators and 
technical training 
centers make their 
plans and place or- 
ders for Fall 
needs. 


tool 


cea MS : : 


Solves New Production 
Problems At Lowest Cost 


| a 
> Mdicicecddgiay é 


Expands Profit Opportunities for 
Atlas Distributors and Salesmen 


Wherever new production is in process, or being planned 
or tooled, or operators trained . . . there’s a market for 
accurate, efficient Atlas tools. 


You can offer your customers a way to tool up for high 
production of small parts at low cost... a fast, economi- 
cal way to make special-purpose production machines, by 
adding automatic controls to standard Atlas equip- 
ment... a way to use the compactness and portability of 
Atlas tools to supplement present production-line layouts. 


In all your selling contacts Atlas is preparing the way for 
you with consistent advertising in all leading publications 
reaching the markets you cover. Deliveries are fairly 
prompt on all DO business. 


ATLAS PRESS COMPANY 


510 N. PITCHER STREET 
KALAMAZOO, MICHIGAN 
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Sandon 


— 


Used in finishing rooms in the Automotive 
..-Aviation...Metal Working... Plastics 


...and Woodworking Industries. 


Model 500 


4 


Go AFTER THESE PROFITABLE MARKETS Now, 


National has a complete line of portable sanders... air or 
electric driven with either straight-line or orbital action. 
With the National line you are able to offer your customers, 
in all fields of manufacturing, the sanding machine best 
adapted to their needs: See how you fit into National's 


selective distribution system. Write for details today 


Dealer Aids and Advertising to help you sell! 


NATIONAL AIR SANDER, INC. 


2822 AUBURN ST., ROCKFORD, ILLINOIS 
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The Mechanical Supplies Co., Cin- 
cinnati, moved into a four-story 
brick building which they leased for 
a ten-year term. 


Better treatment of salesmen was the 
plea of a sales manager of a promi- 
nent manufacturing company ad- 
dressing an advertising convention. 
“When dealing with salesmen,” he 
told the gathering, ‘‘we should re- 
member that salesmanship is at once 
a vocation and a sport.” 


M. J. O'Fallon, manager of the Crane- 
O'Fallon Supply Co., Denver, sailed 
for an extended visit in Ireland. 


Nelson Brandt rejoined the sales or- 
ganization of the Link-Belt Co. of 
Chicago as manager of a new 
branch office to be opened in 
Florida. 


I'he New Departure Manufacturing 
Co. was spending $24,000 on ex- 
tensive alterations to its building in 
Bristol, Conn. 


It was announced that United States 
exports in 1925 approximated five 
billions of dollars, the largest since 
1920. 


10 YEARS AGO 


John H. Flora, purchasing agent of 
Hagerty Bros., Peoria, Ill., was 
elected president of the company. 


The Steel Founders’ Society awarded 
a gold medal to Lee C. Wilson, 
general manager of the Reading 
Pratt & Cady division of the Ameri- 
can Chain & Cable Co. 


President Fred Scott, Syracuse Supply 
Co., told his salesmen, “Remember 
it’s not that we've suddenly become 
good. Selling conditions are fa- 
vorable. Let’s not forget the little 
fellow and the old standby cus- 
tomer.” 


Having finished his three months’ 
term on the Industrial Supply sec- 
tion of the O.P.M., H. H. Kuhn 
returned to his regular job as presi- 
dent of the Hardware and Supply 
Co., Akron, Ohio. 


. B. (Ben) Powers was appointed 
outside salesman for Kester Ma- 
chinery Co., Winston-Salem, N. C. 


Ralph Hoffman was elected vice-presi- 
dent in charge of general supervi- 
sion of sales for Link-Belt Co. 


Blaw-Knox Co. received an order for 
four giant ore buckets which 
weighed about 44,000 Ib. and 
picked up 23 tons of ore in one 


bite. 


Chandler-Boyd Co. was appointed 
distributor by the Owens-Corning 





F you sell v-belts you'll be interested in this clear statement 
of facts about VEELOS, the link v-belt, and endless v-belts. 


COMPARISON 
PROVES 
the VALUE of 


VEELOS 
the Adjustable V-Belf... 


These 4 reels of Veelos provide 
up to 316 standard v-belt sizes. 


COMPARISON TABLE 
VEELOS and ENDLESS V-BELTS 


Veelos V-Belts 


Any length can be provided for any v-belt drive 
due to link construction 


MINIMUM INVENTORY. 4 reels can care for 
every v-belt need in the O, A, B and C widths. 
No deterioration or obsolescence of spare belts 


SMALL SPACE. It takes less than 2 square feet 


of wall or floor space to store 4 reels of easily 
identified Veelos. 


Installs quickly on any drive without resetting 
motor or tearing down outboard bearings. 


Belts can be adjusted or replaced without mov- 
ing the motor. 


Full power delivery can be maintained because 
the tension of each belt in a matched set is kept 
uniform by removing or adding links. 


No limitations are imposed by belt length. 


If you would like to learn more about 


Endless V-Belts 


Standard or special lengths must be supplied for 
individual drives. 


LARGE INVENTORY. 316 sizes are required to 
provide a complete stock in the O, A, B and C 
widths. Spare belts not immediately used will 
age and deteriorate. 


LARGE SPACE. Walls and ceilings are often 
covered with stocks of endless v-belts. Identifying 
and maintaining full stocks is difficult and costly 


Necessary to reset motor and tear down drives 
with outboard bearings. 


Sliding or pivoted motor bases are necessary to 
replace endless v-belts. Belts cannot be adjusted 
individually. 


Individual belts cannot be adjusted to maintain 
uniform tension and provide full power delivery 


ry 


Limited by the availability of standard or special 
belt lengths. 


— 


Veelos—how you can save money for your 


customers and keep their machines producing 


—write today for your copy of the Veelos 
Data Book. It’s free and full of facts! 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PENNSYiVANIA 


.--- ADJUSTABLE TO ANY LENGTH...ADAPTABLE TO ANY DRIVE 


Made in all widths in three types: regular, oil-proof and static conducting. Also 
double V in A and B. Packaged on reels in 100-foot lengths. Sales engineers 
in principal cities. VEELOS is known as VEELINK outside the United States. 
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OUR SEVENTY-FIFTH YEAR 


Years Young 


= On reaching our 75th birth- 


day, we're deeply grateful to all who have 
purchased our products and to all who have 


helped us sell them. 


' 
Pe: a 


, £ 
The fact that our business é 
has reached this virile birthday is proof that 


these products have satisfied the users. 


In these difficult times every 
one of us is beset by many 
problems. To a youngster like we, it simply 
means that we have to call on all our re- 


sources and all our ingenuity. 


Our objective remains—as [o— 
‘: . 


always —to make the best &: 


product in the field; to sell it at a fair price; 


to make a reasonable profit for ourselves and 
to help all our Distributors do likewise; to 


deal fairly .and squarely at all times. 


JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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iberglas Corp. for industrial fiber- 


glas. 


(he National Association of Purchas- 
ing Agents held its 26th annual con- 
vention and “informashow” at the 
Stevens Hotel in Chicago. 


I'he strike of 650 workers at the Stand 
id Tool Co. plant in Cleveland 
was settled by the National D« fense 
Mediation Board. 


['riple Mill Supply Convention was 
held in Chicago, attendance figures 
reaching nearly 900. Originally 
scheduled for four days it was com- 
pressed to three by advancing ses- 


s10ns. 





NEW LINES 
taken on by 
DISTRIBUTORS 





New distributors announced for 
wood turning tools of Walker ‘Turner 
Co., Inc., division of Kearney & 
r'recker Corp. include 


@Q. C. Collins Machinery Co. 
Memphis, ‘Tenn. 

e Globe Machinery & Supply Co. 
Spencer, lowa 

@ Hajoca Corp. 
Asheville, N. C. 

e Kilmer & Sons Co 
Spokane, Wash. 

© Ray-Brooks Machinery Co., Inc. 
Montgomery, Ala. 


Harry P. Leu, Inc., Orlando, Fla., has 
been named a distnbutor for mer- 
chandise products of the Monarch 
Machine ‘Tool Co., the Brvant 
Chucking Reamer Co., and the 
Chain Belt Co. of Milwaukee. 


4. G. & A. L. Brown Co., Montreal, 
Quebec, has been named a distrib- 
tor for Boice-Crane woodworking 
machinery, in the Province — of 
Quebec and the Maritime Provinces. 


Industrial Suppliers, Inc., LaGrange, 
Ga., has been named a distributor 
for Page Belting check straps. 


Crawford € Garner, Inc., Greer, S. C.., 
las been named a distributor for 
Carborundum Co. abrasives; Fafnit 
Bearing Co., U. S. Rubber Co. flat 
rubber belting; Gates Rubber Co. 
belt and textile specialties; David 
Brown Co. bobbins and_ spools; 
Frank E. Paige textile cloth; Gates 





AMERICAN 
PACKAGING 


--- another aid in merchandising 
the complete AMERICAN Line 


Stock-keeping is easy, with these familiar blue-and-brown 
packages marked with the 113-year-old spread eagle. Both 
these boxes, and the larger bundles, are marked with /egible labels 


that are color-keyed for head-style, metal and type, and size- 


marked for easy reading from a distance. 

So here’s another reason why progressive jobbers and dis- 
tributors find it’s good business to “buy the complete American 
package” ...the complete American Slotted and Phillips 
Recessed Head deal! Write. 


AMERICAN SCREW COMPANY 
WILLIMANTIC, CONN. 


Plants at Willimantic Warehouse = 
and at Norristown, Pa. and offices —" 
at Chicago soot 
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CASH-ACME 
. Valves 


DEMANDED BY INDUSTRY 


water heater 
manufacturer 


specifies 

€ A “ - = AC he E Type “RH-TL" Revolving 
Head Relief Vaive 

Convinced of CASH-ACME Automatic Valve quality and 

consistent performance under pressure, one of the largest 

manufacturers of automatic hot water heaters installs 

this better relief valve on all their products. It protects 

them, it protects their customers when CASH-ACME 

is on the job. Let us tell you about the growing 

number of industries depending on CASH-ACME 

Write for literature describing the part CASH- 

ACME Automatic Valves can play in the 

successful operation of your products. 


A. W. CASH VALVE 
MANUFACTURING CORP. 
6615 E. Wabash Avenue 
Decatur, Illinois 


q tm F SILENT SENTINEL 


Automotic Valves 














looks more like a busy, little 
beaver than a wise, old owl 
these days. But WHO’ is still — 


"LL Ortembbler co: 


of YORK, PENNA. 


Even though we haven’t been able to produce all of the pre- 
cision, ‘‘milled-from-the-bar’’—-Cap Screws, Set Screws, 
Milled Studs and Coupling Bolts you folks would like to have 





—we’ll do our utmost to help you satisfy those customers 
who depend on you for ‘‘the best.”’ / 
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Rubber Co. power transmission; 
Sylvania Electric lamps and fluo- 
rescent fixtures; Fibre Specialty Co.; 
Stevens Paint Co.; Waterous Pump 
Co.; and Barco Mfg. Co. flexible 
and rotary joints. 


Columbus Iron Works, industrial div., 
Columbus, Ga., has been named a 
distributor for Minnesota Mining 
Co. industrial tape; Wendt-Sonis 
Co. carbide tip tools; and Ameri- 
can Brake Shoe Co., Kellogg air 
compressors and paint sprays. 


Boykin Tool & Supply Co., Atlanta, 
Ga., has been named a distributor 
for Lincoln Electric Co. motors; 
R. H. Hoe saws, files, fans; Morse 
Twist Drill & Machine Co. drills. 


D-A-T-E-§ 
TO REMEMBER 


May 14-17—American Mining Con- 
gress—Coal Mining Convention & 
Exposition, Public Auditorium, 
Cleveland. 

May 20-23—Office Machine & Equip- 
ment Exp. 71st Regiment Armory, 

| New York. 

| May 23-24—American Society for 
Quality Control, Hotel Cleveland. 

| May 30-Sept. 9—World Transporta- 
tion Fair, Santa Anita Park, Ar- 

| cadia, Cal. 

| June 3-6—National Association of Pur- 
chasing Agents “Inform-A-Show,” 

| New York. 

| June 11-13—Triple Industrial Supply 

| Convention, San Francisco. 

| June 18-22—American Society fot 
Testing Materials, Chalfonte-Had- 
don Hotel, Atlantic City. 

| June 19-20—Hardware Association of 

| Carolinas, Ocean Forest Hotel, 

| Myrtle Beach, S. C. 

| June 24-27—32nd Annual Interna- 
tional Cost Conference, National 
Association of Cost Accountants, 
Palmer House, Chicago. 

| June 25-29—American Society of Me- 
chanical Engineers, oil and gas 
power div., Dallas, Texas. 

June 28-July 8—Canadian 
tional Trade Fair, Toronto. 

Sept. 8-23—2nd International ‘Trade 
Fair, Chicago. 

| Sept. 10-14-Sixth National Instru- 
ment Conference & Exhibit, In- 
strument Society of America, Sam 
Houston Coliseum, Houston, 
Texas. 


Interna- 





Morse Flexible 
Chain Couplings 


TYPES 


ROLLER CHAIN SILENT CHAIN 


Morse DRC Coupling consists of just three all-steel | Morse DSC Coupling is the simplest of all Morse 
parts: two hardened Morse sprockets and Morse Couplings. Sprockets are high-quality machined steel, 
tc —— Chain. — ~_— ony tar roller —_ heat-treated for maximum tooth hardness. Unit stresses 
PEER SONG Sh, Eas Grey Sepeapewer are small because of even load distributed over a large 
capacity for a given over-all diameter. : Pissp 

: number of contact points between chain links and 


The DRC is quickly installed or disconnected by means sprocket teeth. 


of a single connecting pin. Stock steel covers with : 
accessible oil hole and felt retainer rings or stock Easily disconnected by removing single pin and un- 
plastic covers for sealed-in lubrication are interchange- wrapping chain or sliding either sprocket endwise out 
able on both DRC and DSC. of mesh with chain. 


n= eS ew ewe ew eee ee eee ey 


MORSE 


MECHANICAL 


POWER TRANSMISSION 


PropucTs 


Today, take a forward step toward more profit and 
more satisfied customers. Write for Catalog C 45-49, 


MPT ee inn 


MORSE CHAIN COMPANY 
Dept. 152, 7601 Central Ave., Detroit 8, Michigan 


PRrooucTs jor 


aewseenea2e 24 
ates as ote a ae anced 
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PEEK 





— 
. OBL eT 


Sold only through 
our distributors 


Also American Pattern Files, 
Milled Curved Tooth Files 
and Rotary Files. 


As-180 


AMERICAN SWISS FILE & TOOL CO., 865 MT. PROSPECT AVE., NEWARK 4, N. J. 


AMERICAN SWISS 
|_SWISS-PATTERN FILES —_ 


-PATTERN FILES 
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Oct. 1-4+—Industrial Packaging and 
Materials Handling Exposition, 
Cleveland Public Auditorium, 
Cleveland, Ohio 

Oct. 8—12 Sixth National Hardware 
Show, Grand Central Palace, New 
York 

Oct. 9-11—Electrical Progress Show, 
Convention Hall, Philadelphia 

Oct. 21-24—National Institute of 
Governmental Purchasing, Shorc 
ham Hotel, Washington, D. C 

Oct. 22-24—National Electronics Con 
ference, Edgewater Beach Hotel, 
Chicago 

Nov. 5-9—All-Industry Refrigeration 
& Air Conditioning Exposition, 
Chicago 





The Buyer Looks 
at Business 


Composite Opinion of Purchasing 
Agents Who Comprise the N. A. P. A. 
Business Survey Committee. 

Purchasing executives report the 
continuance of high industrial produc- 
tion during March, but anticipate a 
falling off in April and May as govern 
ment restrictions on the manufacture 
of many civilian items become effec 
tive. This forecast is confirmed by the 
sharp decline in new orders during 
March and by a substantial cutback on 
the length of future buying commit 
ments. Many more military contracts 
have been placed—and with a wider 
coverage of industry—but their cur 
rent influence shows up more in plant 
expansion and “make-ready’’ opera 
tions than in production 

The relief given by the omnibus 
MRO—DO-97 priority to all business 
organizations will be of short dura- 
tion; for, its general use encourages 
the fast absorption of existing stocks 
of essential supplies and will extend to 
production schedules, where it must 
compete with other priority orders for 
the limited allocations of scarce mate 
rials. 

Industrial material prices _ have 
leveled off, despite the many required 
exceptions to the price ceilings—the 
lowest number since last April indi- 
cate price increases made in March. 
Inventories are slightly lower though 
consumption was higher, indicating 
the receipt of more materials during 
the past month. 

Employment remains high, but lay- 
offs or time cuts are expected, because 
of the civilian production restrictions. 








Show customers concerned with speed-up how to 


Cor... 


TIRE 
five &. 











Brightboy-finished bazooka projectile 


i Nj HALF in the finer, faster finishing of 


PRODUCTS, ASSEMBLIES, PARTS 
in all metals, plastics, glass, wood 


BURRING - FINISHING - CLEANING - POLISHING 


in one, time-saving, precision operation 


Are your customers “switching over” to defense work? A gratifying revelation to time-and-cost-conscious 
Or trying to lower costs in spite of sky-rocketing over- methods and production men. Brightboy’s versatility 
head? Or figuring how they can get more production- and adaptability far transcend the scope of comven- 
per-hour from each worker? tional abrasives. You need Brightboy to round out 
Tell them about the fine, fast-operation finish they can your abrasive service to customers. 

get with Brightboy, because of the unique. simultan- ; ‘ , , 

eous action of its abrasive and rubber. Not until You can do a big Brightboy business with a small, fast- 
they ve seen this combination at work can they believe turnover stock, It is a sales “natural” to push with 
such precision-quality surfacing and smoothing are related products, too: cutting tools, coarse abrasives, 
possible in such fast time. drills, ete. 


WHEELS ATTRACTIVE DISTRIBUTOR FRANCHISES 


STICKS A PREFERENTIAL-RATING PRODUCT 

RODS . ue , . ; , : 
Some choice industrial territories are available. Write 

BLOCKS oe paler : 

: us for selected Distributor-Franchise information, 

for Machine and 

Manual Operations HOW BRIGHTBOY SAVES 4. Requires no before-use prepara- 


PRODUCTION TIME tion or dressing; no skilled 
labor to handle it. 


: SOME BRIGHTBOY 

rough grind and the buff. GENERAL USES 

- Works to close tolerances: can Removing light digs, tool and heat 
be shaped to contour. marks. 

Cleaning welded and soldered 

‘ - es joints. 

ventional and special finishes Finishing dies and molds. Bulging 

and patterns; frequently the and finishing stampings, castings, 

final polish. machined and molded parts. 


. Bridges the gap between the 


. Produces a wide variety of con- 


BRIGHTBOY IS ALREADY-PROVED FOR DEFENSE- 
PRODUCTS MANUFACTURE & MAINTENANCE 


Ordnance 
Internal Combustion & Jet Engines 
Airplane Parts 
Electrical & Electronic Equipment 
Transportation Equipment 
Instruments 


and for the production of basic tools, 
dies, molds, jigs, potterns, etc. 


BRIGHTBOY INDUSTRIAL DIVISION 


WELDON ROBERTS RUBBER CO. 
6th Ave. & No. 13th St., Newark 7, N. J. 
America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 
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SPROUT-WALDRON’S 





REASONS 

why it’s 

OOD BUSINESS to SELL 
Bett Saver PULLEYS 


I— Due to exclusive cone and wing design, 
no abrasive materials or sharp lumps 
can lodge between pulley and belt. 


2-—Belt life is increased because this self- 
cleaning feature eliminates any 
stretching or gouging of elevator or 
conveyor belt. 


B—Loose material flows away from the 
belt and dribbles out harmlessly ot 
pulley hubs. 


\4— Rounded ends and smooth chamfered 
edges of vanes or “wings” do not 
wear or abrade belt. 


S— Pulley “wings” are so spaced that belt 
flexes naturally and without strain. 


G—Belt life is greatly lengthened. Users’ 
reports range from 25% to 400%. 





7— Interchangeable with solid pulleys. 
ig—Eosy to install. 
@—Recommended by leading manufactur. 


ers of conveyor belts and by hun- 
dreds of users. 


10—Sales build customer goodwill and 
bring repeat business. 


Available in diameter sizes 
ranging from 6” to 40” 


Send for Bulletin No. 35-A 
and read the enthusiastic 

4 reports of Belt $aver 
Pulley users. 


Sprout -Waldron's “Blue 
Pulleys are 
profit builders. Send for Bulletin 33 


Face“ other 


Write today to Sprout, Waldron & Co. 
3 Waldron Street Muncy, Penna 


| 


With finished goods rapidly filling 
pipe lines from producer to retailer, 
the decline in consumer scare buying 
and increasing public resentment to 
high prices, Purchasing Agents sound 
a note of warning. The stage may be 
set for another period similar to the 
inventory recession of 1949. 


Prices 


Price regulations have helped to 
hold the line fairly well. The number 
reporting increases has dropped sixty- 
five percent since December and com- 
pares with the number of last April. 
Purchasing Agents are studying the 
proposed OPS. price formula carefully. 
While it is expected that many small 
marginal increases may be justified, 
it is believed a substantial part of re- 
cent increases may have to be canceled. 
Much of the increase in prices in 
March is traceable to agricultural 
products and imports. Competition 
for the future production of permis 
sible items is increasing. 


Inventories 


Industrial inventories were up in 
March, by a small percentage. In view 
of the high production, it is apparent 
there was a heavy movement of mate- 
rials, partly due to normal rail move- 
ment following the strike and, prob- 
ably, some catching up of production 
on back orders. Purchased material in- 
ventories are generally reported badly 
out of balance. Finished goods stocks 
are piling up in producers’ and dis- 
tributors’ warehouses. 


Employment 


Pay rolls remain at the peak of the 
last employment upswing started in 
January. Reports indicate layoffs and 
working hour cutbacks are due in 
April and May, to compensate for the 
restrictions in use of many materials 
for civilian production. Expansion of 
facilities and tooling for defense have 
made skilled labor scarce in all areas. 
Competent office workers are hard to 
get. 


Buying Policy 


Forward commitment policy begins 
to take a definite shape, after three 
months of confused procurement 
prospecting. The majority have low- 
ered their sights to a 90-day coverage 
where possible to secure firm sched- 
ules. Cancellations and delivery defer- 
ments are reported, to meet future 
production schedules and keep within 
NPA regulations. Maintenance, Re- 
pair and Operating Supplies DO-97 is 
sweeping supplies off distributors’ 
shelves, because everyone has the same 
priority standing as a tank producer. 


Extended to manufacturers for stock | 
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- FUGIT’ 


TIPS for SALESMEN 


‘TUGIT’ is used in so 
many ways for so many 
lifting, pulling and 
tightening jobs, no one 
has ever counted them 
all, or ever will. 








A 
5 This gives you some 
idea of how broad the 
‘Tugit’ market is for you! Plant fore- 
men, road crews, utility workers, 
farmers, repair men, contractors — 
all need ‘Tugit’ to lighten and speed 
1 i lation and i 
tasks. Whether a machine must be 
moved, a belt joined, or a wire fence 
erected — ‘Tugit’ is the tool for 
the job. 





‘Tugit’ is built like a hoist, but can be 
used at any angle, with little muscle 
effort. it’s ideal for close-quarter 
operation. Hairline hook movement 
mokes it a cinch to spot loads ac- 
curately within 3/32”. The 12-inch 
handle won't kick back; comfortable 
molded grip fits the hand. 


‘Tugit’ prospects are all around you. 
See them. Show them Bulletin No. 
388. Point out all the advantages of 
this tool of all work. The facts will 
speak for themselves—=§in sales 
for youl 


etl ra, 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


Builders of ‘‘Shaw-Box'’ Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, 
‘Consolidated’ Safety and Relief Valves, ‘Amer- 
ican’ Industrial and ‘Microsen’ Electrical 
Instruments. 





the original 
SAFETY 


Eliminates Danger from Circular Sawing 
Saves Power, Cuts Smoother, Lasts Longer 


Here is the greatest improvement in circular sawing—since the in- 
vention of the circular saw. The sensational new PTI Cut Control 
TESTED AND Saw Blade thee brings nape safety and remarkable new effi- 
ciency to this important tool! Now for the first time you can have a 
APPROVED new circular saw safeguard in addition to the regular blade guards, 
The PTI Cut Control Saw splitters and anti-kickback holders—a safeguard that protects opera- 
Blade is the first and original tors even if the conventional devices are inadvertently or carelessly 
blade of this type. It was de- removed. 
veloped by one of the world’s 
foremost saw manufacturers Only PTI Safety Saw Blade 
—and then thoroughly tested ff iT] h d 
in the leading shops and orers a t ese A vantages 
laboratories of — and 1. Complete safety from kick-backs; 2. Reduced possibility of direct 
America for more than two injuries; 3. Cuts chips, not sawdust; 4. 30% to 40% power saving; 
years. It is the first saw blade : : , : : 
¥ : , 5. Longer life without sharpening; 6. Smooth cutting; 7. Quieter 
of this kind tested by the : $ 
: running; 8. Less danger of blade cracking; 9. Made of chrome Vana- 


Forest Products Laborato- ‘ : 2 , : : 
ries, Madison, Wis., Timber dium Steel; 10. Available with solid tooth or carbide tipped. 





Engineering Company, 
te F : e e 

Washingion, D.C., the Uni- Write for Full Details jy \conrorant 

versity of Zurich, Switzer- getthe complete story of this sensational 401 Broudway 

land, and other testing labo new Safety Saw Blade. Learn how you, New York 13, N.Y 

: . ith £ bl too, can tie-in and cash-in on the fast- . ~slagaatbens ; 

ratories wit avorable est selling saw blade in America today! Gentlemen: I’m very much interested in otins 


, ° 3 : PTI . 
reports issued in every in- edhe Saw Blade. Please send me fu 


stance. : 
Actual letters from de- INCORPORATED Name 
ighted in America and G01 SROADWAY Address_ 

lighted users in NEW YORK 13, NEW YORK 

Europe crowd our files. 
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We’re Not Exaggerating 


The Size of This Screw 


In Your PROFIT Picture 


The socket screw is probably one of the 
smallest items (in size) in your line—in 
fact, we make ’em down to No. 0 wire 
which you can just about see—but it’s no 
small item dollar-wise. 

With Bristol’s Socket Screws, you can 
make profits bigger two or three ways. 

First, Bristol’s screw gives you selling 
plusses over other socket screws. Our hex 
conforms to Class III fit—is made from 
special alloy steel, heat-treated to elimi- 
nate splitting, rounding, burring—and 
gives ‘“‘custom-made’”’ strength for “‘reg- 
ular”’ prices. 


Second, we provide a fund of direct 
mail and point-of-sale aids to back up our 
consistent national advertising. Our pro- 
motional campaigns help move socket 
screws. Ail our printed material directs 
the prospect to our distributor. 

Third, Bristol gives you a aoe 
policy that you can really put “100%” i 
front of and be 100% right. And a Mn 
training program at the distributor level 
that fellows who’ ve used it say really works. 

If you’d like socket screws to appear 
bigger in your profit picture, why don’t 
you get in touch with... 


Mill Supplies Division 
(THE BRISTOL COMPANY 


WATERBURY 20, CONN. 
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replacement, they will create an un- 
due priority pressure on the producers 
voluntary allocations of unrated criti- 
cal materials. 


Commodity Changes 


Fewer price changes were reported 
than in any month since last April. 

The ups were of small margin: Fatty 
acids, cornstarch, containers, food 
stuffs, mercury, linseed, lard, tung oils, 
rubber, textiles, trucks. 

Down were: Sugar, some coal, hides, 
soap, tin. 

Still hard to get: heavy acids, alumi 
num, antimony, benzol, copper and 
brass, castings, cellophane, chlorine, 
containers, electrical equipment, of 
fice furniture, iron, lead, lumber, ply 
wood, plastic powders, nails, nickel, 
paper, pipe, rubber, steel, sulphur, tex 
tiles, burlap, wire. 


Canada 


Canadian members report a con 
tinuing high rate of business activity 
The production increase has slowed 
down and new orders are coming in 
at a slower pace. More price increases 
are reported than in the United States. 
Inventories about the same. Employ 
ment static; will increase as outdoor 
activities start up. Buying policy is 
one-third longer range than in the 
States. Defense business is not yet a 
major factor, and will need govern- 
ment controls if it increases 





“Because salesmen like to talk, most 
of them talk too much. A good sales- 
man is a good listener and the art of 
listening can be acquired by practice 
until it becomes a habit.” 

“Salesmanship—Practices 
and Problems” 
by Bertrand R. Canfield 











“Watch out, he bites!” 





YY | 


For the “comfort” of radiant heat today 


steel pipe is first choice— 


Self preservation is the first law of nature and man’s urge 
to seek comfort is part of it. Civilizations long extinct knew 
that, too. The ancient Greeks had a word for it which means 
the same but doesn’t look nor sound as warm and friendly as 
our own word ‘‘comfort.”’ 


But in whatever language you say it, one of the ways of 
attaining comfort is by keeping warm, and the Ancients knew 
about radiant heating centuries ago. By passing smoke and 
hot gases from their fires through ditches and ducts, they 
warmed the floors and radiated heat throughout their homes. 


Today radiant heating brings sun-like warmth to every room, 
in a completely scientific and effective way, by circulating hot 
water through embedded steel pipe coils. Proved through more 
than 60 years of service in conventional hot water heating sys- 
tems, steel pipe has every quality required by modern radiant 
installations . . . low cost, strength, weldability, formability, and 
complete suitability. 


Yes, if the Greeks had known about it they would have had 
words to say “‘steel pipe is first choice,’’ too. 


(comfort) 


The Greeks bad aia s = it... euTradera! 





| pAetaig See 
ALLE = => 




















The ancients utilized channels beneath their floors 
to draw hot gases through from firebox to chimney, 
as shown above, thus warming floors. 


Today steel pipe coils are embedded in floors or 
ceilings during initial con-truction to provide ad- 
vantages of radiant heating. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL 


INSTITUTE 


350 Fifth Avenue, New York 1, N. Y. 
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BRUSHES and BROOMS 


* 


Ae SSA NNANANNAAND 


BUILT RIGHT—Best materials throughout .. . tool 


CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 
MQ dda 


steel cutters . . . Right and Left hand Threaded Bushings 


OQQQAA 
WIIIIAVAa aaa asaaannasd 


ER Fine Diamond Dressing Tools, 


co te a. caggeal tiga: RN 
SOLD ONLY THROUGH DISTRIBUTORS XX 
~ 


WAAQQ)RDRDDADADDARRR_DDAAD)RDADL 
roy -V a0) 4am VW Lela Wenner ai icmmaee 


2049 North Prince Street . Lancaster, Pennsylvania 


WIDE MARKET 
continues to produce Good Business 


From far and wide the CAPITAL 
line keeps getting the call. The 
answer is in quality, the kind that is 
needed in metal working plants— 
power plants— aviation plants — 
paper mills—mines—textile mills— 
public buildings—dairies—hotels— 
schools—garages — railroads — pack- 
ing plants—warehouses, etc. There 
is a proper type of CAPITAL Brush 
and Broom for every job—and re- 
peat sales follow first purchases. We 
urge users to buy through their local 
distributor. 








INDUSTRIAL 


INDIANAPOLIS BRUSH AND BROOM MFG. CO. 


Corner Brush and Broom Streets Indianapolis 7, Indiana 


Est. 1890 
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Product Knowledge 
Is Selling Power 








___§Fses 
‘THERE 1s A story to the effect that 
the first vise was the invention of a 
one-armed hermit. No one was around 
to help the poor recluse build his 
lean-to, and that led him to dream up 
the unique work holding fixture that 
gave him back his other arm. 

True or false, the humorous tale 
hides a lot of truth. The plain vise is 
a kind of “third arm”, and successive 
inventors have added other features to 
the original simple device to make it, 
today, a versatile, indispensable shop 
standby. 

The common vise is a stationary 
work-holding fixture. It consists of 
few parts—handle, jaws, sliding bar, 
screw and base,—and little is able to 
go wrong with its mechanism. 

A much-abused, too-much-taken-for- 
granted workhorse, the vise is put to 
more strains and stresses than a 
Scotchman’s pocketbook in a Penny 
Arcade. 

Both in the way it operates, and in 
the stresses it must submit to during 
its normal workaday life, the vise is a 
kind of overgrown “C” clamp, with 
an anchor thrown in. : 

It’s infinitely maneuverable. No 
matter how your customer may fasten 
it down—on the horizontal, the ver- 
tical, even upside-down if that’s his 
need or his pleasure—the vise does its 
job with quiet and (when well-lubri- 
cated) uncomplaining efficiency. Its 
swivel base adds further to its maneu- 
verability, makes it effective on a 
360-deg. circle. 

There is a vise for every customer 
requirement: The plain handyman 
type you see in just about every plant 
you sell; the universal vise; the ma- 
chine vise; the coachmaker’s vise, etc. 
And of course vises are, or can be 
fitted with different types of jaws to 
hold pipe, tube and rod; or can be 
had equipped with jaws fixed or mov- 
able, and so on, fitting the vise to the 
kind of work to be done—a good habit 
to get into, by the way. 

When calling on machine shops, 
for instance, your first thought about 
the vise you might be able to sell to 
them would lead you to select the 
machine vise. It would be a good 
door-opener. But don’t stop there. 
An easy tie-in sale is available to you 
if your machine shop does a great deal 
of die-sinking, milling and finish grind- 
ing, particularly where accurate angles 





AMERICAN 


STOCK GEARS 


quickly available 


for all 
industrial needs ! 


It pays to sell American Stock Gears wherever you can. 
Investigate and you'll find that instead of having to 
go to the added time and expense of ordering special 
gears, that your customers’ needs can be filled from 

the American line. 

American is a complete stock gear line. Manu- 
factured by Perfection—a veteran of 30 years in the 
gear business—these gears are made to the most 
precise standards, from the highest quality materials. 
This popular line includes brass, bronze, steel, 
semi-steel, cast iron, and non-metallic gears in a 
range of 48 to 3 diametral pitch. 

Write for complete details on obtaining a fully protected fran- 


chise for the distribution of this profitable stock gear line. Your 
inquiry is respectfully solicited and will be treated confidentially. 


The American Stock Gear line includes... 


Spur Gears Spiral Gears Worm Gears Ratchets and Pawis 
Brass, Steel, Steel, Bronze Bronze, Cast Iron Brass, Steel 
Cast Iron, Bronze, orm 
Non-metallic ae sea seo —— Universal Joints 
Recks Cast iron | Sprockets, Hub and 
7 Flexible Couplings 
Steel, Brass Bevel Gears Plate . 
Internal Gears Brass, Steel Bronze, Steel, Other Power Transmis- 
Brass, Cast Iron Cast Iron Cast Iron sion Supply Items 


ATT TAT ENS EL NIUE... vivision . PeRrecrion GEAR CO., Harvey, tf 
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must be maintained. The vise to 
recommend then would be the um 


Yew versal vise. 
Most popular among vise jaws today 
° is the serrated-jaw type; they make up 
)) percent of vise demand. But smooth 
ttco- type jaws have their big users too, 


in woodworking shops and die shops, 


KE ¥ LESS and for drill press and milling ma 


chine work 


BALL BEARING here is no part of the vise, as men 
DRILL CHUCKS tioned carlier, that escapes strains or 


stresses of one kind or another. The 
handle, the jaws and the sliding bar 
are subjected to bending stresses; the 
metal in the jaw faces to compression; 
the screw undergoes torsional strain; 
ind even the pin which locks the 
swiveling base in place is now and 
again subject to shearing. 

It is for that reason that vise jaws 

as with the majority of shock or 
strain hand tools like wrenches, ham- 
mers, cold chisels, ete.—are made with 
at least 0.75 percent carbon in their 
hardened stecl content. Moreover, the 


FOR MORE SALES, 4 faces on many models are interchange 


; ible and when battered or worn, can 
' GREA TER PROF! Ay be easily renewed. Caps made of vari- 
TS ae ous metals also can be sold to the 

: ; customer who may want to protect 


work from the regular corrugated jaw 
faces. 


Backed by 


i These new hand-operated drill chucks are easy to National Advertising 


} sell because they're quality built and priced right 
because they're tops in simplicity, accuracy, 





durability, and dependability because for 


over 30 years the name Ettco-Emrick has been OBITUARIES 


| accepted nationally as a leader in drilling and 
’ 





tapping equipment. 


In addition to these basic selling features you 


' : ; 
have these important selling aids — 


@ NATIONAL ADVERTISING — Read 
by your customers in leading 


metal working publications. 
Completely Described 
INFORMATIVE LITERATURE — Bul- in Informative Bulletins 


letins and stuffers with complete 2A 
specifications and prices. 2 


ATTRACTIVE, EYE APPEALING 
PACKAGING designed for safe 
handling, simplified inventory 
control, ready identification 


LIBERAL PROFIT MARGINS on 
quantity orders 


Ettco-Emrick drill chucks are sold through dis- Fred A. Scholl 
tributors only. See how you can qualify. Write 
for literature and details today. Snegum? Fred A. Scholl 

President L. I. Hardware 


ETTCO TOOL CO., INC. Fred A. Scholl, president and 


founder of the Long Island Hardware 


600 JOHNSON AVENUE Supported by Co., died on Feb. 14 at his home on 


Attractive Discounts Long Island 


BROOKLYN 6, NEW YORK Mr. Scholl started his hardware com 
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QUICK DELIVERY is important... 
More important is WHAT YOU DELIVER! 


Every ad we run tells users of indus- 
trial hose and belting where to buy 
our products: ‘‘Call your local Hewitt 
Rubber distributor, listed in the clas- 
sified "phone book under ‘Rubber 
Products’.”’ 

Where to get it is always imporcant 
to your customer. But more impor- 
tant to him—and to you—is what you 
deliver. Your reputation stands or 
falls on what you sell . . . on products 
other people make. 

For almost a hundred years now, 
Hewitt-Robins has pioneered in the 
development of better industrial 
rubber products, and a good many 


“‘firsts’’—35 in all—have come out 
of our technical laboratories. The 
first mildew-resistant fire hose, the 
first high-pressure steam hose, the 
first special-purpose synthetic hose 
to withstand oil and gasoline, the 
first stepped-ply conveyor belt, are 
typical. 

Matching specific products against 
the ever-growing needs of industry 
takes extra time, money and care, 
but it adds extra months or years of 
service to every hose and belt we 
make . . . at no extra cost to the user. 

The Hewitt-Robins line of indus- 
trial hose and belting is complete, 


si i lina aitacea HEWITT-ROBINS § 


HOSE: ACID * AGRICULTURAL SPRAY + AIR * BARGE LOADING * CEMENT PLACEMENT * CHEMICAL-BOOSTER + DUST SUCTION 


FIRE +* FLEXIBLE RUBBER PIPE « 
INSULATION BLOWING «+ OIL INDUSTRY 


FLUE CLEANING * FUEL OIL & GASOLINE * HYDRAULIC, JETTING AND GROUT + 
ROAD BUILDERS’ * ROTARY DRILLING * SAND BLAST * SEA LOADING « STEAM « SUCTION 


known for quality the world over, 
well advertised, priced competitively. 
It’s the kind of line that builds and 
holds customer good will. 

If you think your reputation and 
ours might make a good team, write 
us at Hewitt Rubber Division, 240 
Kensington Ave., Buffalo 5, N. Y. 


HEWITT-ROBINS 


INDUSTRIAL HOSE, 
AND BELTING 


INDUSTRIAL VACUUM 


TANK CAR, TRUCK AND TRANSPORT * TWIN-WELD@® WELDING * WATER © WELL DRILLING * BELTING: CONVEYOR + ELEVATOR * TRANSMISSION 
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LUBRICATOR CO., 


24 Home Street 


SWIFT 
INC. 


Where” SMALL WORK”GRINDING JOBS 


rola -Medelala=) galsio me 


Yontion PLEXIBLE i 


Quality Tested 
Since 1922 


why FOREDOM is 
A GOOD LINE FOR YOU TO FEATURE 


UICKLY Lenk ge prea ‘wee TYPES provide EXTRAORDINARY 
DELY USED ALL 


1. FIVE 
VERSATILITY. 2. 


ress eon 


Here are 


EXCELLEN 
REASON 


A = 


EPARTMENTS—Production, Tooling and 


pany in 1911 and remained active in 
the business up to the time of his 
death. He would have completed 40 
years in June of this year. 

He was a past president of The 
Hardware Trade Association of New 
York; a member of the Boosters; ‘The 
Hardware Square Club of N. Y,; 
Island City Lodge; and The Savings 
& Loan Association. 

He is survived by his wife. 


Walter D. Boyd 


Walter D. Boyd, 
Briggs Weaver Co. 


Walter D. Boyd, head of the pump 
and motor department of Briggs 
Weaver Machinery Co., Dallas, 
Texas, died March 13 of a _ heart 
attack. 

Mr. Boyd joined Briggs Weaver 
upon his release from the army in 
1918, and was made head of his de- 
partment in 192]. 

Mr. Boyd was a member of ~ 
class of 1917 of Baylor University, 
Mason, and a member of the Dallas 
First Baptist Church. 


Rudolf W. Staud, 
Benjamin Electric Mfg. Co. 


Rudolf W. Staud, public relations 
and sales promotion director of the 
Benjamin Electric Mfg. Co., Des 
Plaines, Ill., died March 28. He had 
been ill for several weeks. 

Mr. Staud was born in Berlin, Ger- 
many in 1891. He came to the 
United States at the age of 17, 
and has been affliated with the com- 


Maintenance. 3. REPEAT BUSINESS on ACCESSORIES. 4. BACKED by POWERFUL NATIONAL 
¥ ADVERTISING. 5. PRICED TO MOVE FAST. Your larger customers can afford to SPOT THEM 
> LIBERALLY ABOUT THE PLANT for emergency and every-day needs. 


* Write for Full Details Today to Dept. F-2241 


FOREDOM ELECTRIC CO. 
27 Pork Place, New York 7, Nl. Y. 


pany since 1927. He served the RLM 
Standards Institute as president since 
1936. He was past president of the 
Illuminating Engineering Society; the 
National Industrial Advertising Asso- 
ciation, and the Porcelain Enamel 
Institute. 
He is survived by his wife. 


4 fy fy fn for he, tr, hn, A, he, Le, dr, ln, 
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USED 20 YEARS BY TEXAS PLANT 


“We use a Toledo #999 2” Pipe Machine daily in fabrication 
of our water treating equipment,” says E. B. Hudson, Jr., 
president of Hudson Water Softener Corp., San Antonio, 
Texas. “It has cut the threads on over a million dollars’ 
worth of pipe since August 1931.” 

Mr. Hudson declares, “I know of no equipment we own 
that has given more satisfaction than our Toledo #999 at 
less operating cost.” 

This machine makes friends with your customers! Speeds 
production... cuts costs! Threads 2” pipe in 22 seconds... 
cuts off 2” pipe in 10 seconds. Compact... portable... 
efficient ... for use anywhere in shop, plant or on the job. 
Your choice—Wheel or Knife Cut-Off. Toledo-built depend- 
ability assures satisfaction. The Toledo Pipe Threading 
Machine Co., Toledo, Ohio. New York Office: 165 
Broadway, Room 1310. ; 


RELY ON THE LEADER 2 Your Chaice 
T. 


see 
ool up right with TOLEDO! 
Hand tools, all Pipe sizes, 4%’ 
to 12” and %” to 1” bolts. Power pipe 


machines, up to 2” and 4” capacity. 
PIPE TOOLS...POWER PIPE/MACHINES...POWER DRIVES 
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y HIT A NEW HIGH) 


| in Sales with 


Victor E. Nagle 


Victor E. Nagle, 
J. H. Williams Salesman 


Victor E. Nagle, veteran Detroit 
area sales representative for J. H. Wil 
liams & Co., Buffalo, N. Y., died 
March 14 at Grace Hospital in Detroit 
after an extended illness. 

Born in Brooklyn May 9, 1895 and 
educated in that city, he started his 
business career on July 3, 1909 with 
the Williams firm as an office mes- 
senger. After serving in the armed 


forces during World War 1, Mr. 


GORHAM STANDARD Nagle was transferred to the com- 


fer the Commerdal pany’s Chicago office where he served 
Field in various sales capacities until 1925. 


He took over the Detroit territory in 
January, 1925—the post he held at 
the time of his death. 

He is survived by his wife and a 
son. 





GORHAM M-40-B for J. Edward Goewey, 

— Hard Diamond Expansion Bolt Co. 

J. Edward Goewey, 74, former vice 

= president and sales representative of 

7 Diamond Expansion Bolt Co., Inc., 
; died March 4 

He started with Diamond in 1902 


asa’ sme tke Rion and became a salesman in 1904. Up 
‘or ‘co sales to the time of his last illness he was 
++. new manufacturing methods pono y nae still traveling through the Central and 
and processes—new shops opening Materials Mid-Western states, supervising the 
up—enlarging of present plant facili- company’s branch offices in this terri- 
ties and always the constant need in torv. 

those plants who know the high quality He was a member of the Central 
and dependability of GORHAM Cutting States Hardware Association 

Tools will boost your sales to a new high. 

Selling the right line is very important and the 
GORHAM line is right—for you and for your custom- 
ers. You can always find new markets for GORHAM 
High Speed Steel Tool Bits-——we'd like to help you. 





“Time is a salesman‘s greatest as- 
set. It is his working capital and, when 
properly invested in interviews and 
demonstrations, yields handsome divi- 
dends in orders and earnings.” 


G re) R oad . M hae) re) L Cc oO M PA | Y “Salesmanship—Practices 


and Problems 
14400 WOODROW WILSON AVENUE, DETROIT 3, MICH. by Bertrand R. Gunfield 
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A FOOTE BROS. ORIVE 


FOR ANY POWER TRANSMISSION NEED 


Any requirement for power transmission equip- 
ment can be met from Foote Bros. complete line 
of enclosed gear drives. 

Nearly a century of engineering and manu- 
facturing experience is back of these drives. 
Three large plants contain the newest in gear 
cutting equipment. New techniques in manu- 
facture—better control of materials—improved 
manufacturing methods— all assure superior 
enclosed gear drives. Mail the coupon below 
for bulletins in which you are interested. 


VERTICAL DRIVES 


HYGRADE 


A quality line of heavy-duty drives, 
incorporating precision worm gearing 
that assures high efficiency and load- 
carrying capacity. Vertical output shaft 
may extend upward, downward or 
both. Ratios from 48 to 1 up to 
4,108 to 1. Capacity up to 260 horse- 
power. Write for Bulletin HGA 


LINE-O-POWER 


Economical in original cost and opera- 
tion, these drives incorporate Duti-Rated 
Gears which have file-hard tooth 
services and ductile cores, assuring 
long life. Compact in design. Available 
in double or triple reductions, with 
ratios from 5 to 1 up to 238 to 1 and 
capacity range from 1 up to 200 horse- 
power. Write for Bulletin LPB. 


HORIZONTAL DRIVES 





HYTOP 


Similar in design to the Hygrade Ver- 
tical Drives, but with wider, low-speed 
bearing span to accommodate long, 
unsupported vertical output shaft ex- 
tensions. Vertical output shaft may 
extend upward, downward or both 
Write for Bulletin HGA 


HYGRADE 


High quality, heavy duty, enclosed 
worm gearing that assures high effi- 
ciency and load-carrying capacity. 
Available in a wide range of types te 
meet any need. Ratios from 4's to 1 
up to 4,108 to 1. Capacity up to 260 
horsepower. Write for Bulletin HGA, 





MAXI-POWER 


Heavy-duty helical gear drives. Avail- 
able in single reduction units, ratios 
up to 9.91 to 1; capacities up to 1,550 
hor p . doubl. ducti units, 
ratios from 9.32 up to 71 to 1, capac 
ities tg 1100 horsepower; triple reduc- 
tion ynits, ratios from 79 up to 360 
to 1, capacities up to 420 horsepower. 
Write for Bulletin MPB. 








WORM-HELICAL 


These drives are admirably suited to 
applications which require horizontal 
input and vertical output shafts for 
heavy-duty service. Available in ratios 
from approximately 30 to 250 to 1 
and a capacity range up to 120 horse- 
power. Write for information. 





FOOTE BROS.-LOUIS ALLIS Gearmotors 


A compact line of gearmotors in 17 
sizes in single, double and triple 
reductions, incorporating Duti-Rated 
Gears that assure long wear life and 
maximum load-carrying capacity. Units 
use Louis Allis high quality motors— 
available in a wide range of enclo- 
sures to meet any condition. Write for 
Bulletin GMA. 





Foote Bros. Gear and Machine Corporation 
Dept. ID, 4545 South Western Boulevard, Chicago 9, Hlinois 


Please send me the bulletins checked below: 

Horizontal Hygrade 

nm : ; »prade 

FOOTE BROS. GEAR; AND MACHINE CORPORATION O Bulletin HGA } Vertical Hygrade 


4545 South Western Boulevard Chicago 9, Illinois 2 Bulletin LPB BP a nl gaa 


CJ Bulletin MPB Maxi-Power 
{) Bulletin GMA Foote Bros.-Louis Allis Gearmotors 


Name Position.. 
Company 

Address 

City 
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The times are crucial. Growing de- 
fense needs can only be met by giv- 
ing available manpower more pro- 
duction tools. That's where the 
‘Budget’ Electric Hoist comes in. That's 
where you come in. 


You sell the ‘Budgit’. You know the 
muscle-saving power of this rugged 
hoist on all kinds of production, as- 
sembly and inspection jobs. You know 
women and older men conserve en- 
ergy, safeguard health, and get more 
done whenever they have a ‘Budgit’ 
Electric Hoist at their work stations. 
You knew the built-in economy of the 
‘Budgit' — how little electricity it 
uses, how little maintenance it 
requires. 


Tell your prospects these facts. Point 
out that the ‘Budgit’ is a complete 
lifting unit — nothing else to buy, no 
installation costs. All they do is hang 
it up, plug in, and the hoist is ready 
to boost output and cut costs. 


Bulletin No. 391 pictures and de- 
scribes all the feature-facts about the 
‘Budgit’ and shows how widely this 
money-saving hoist is used. Make 
your selling job easy — write for it. 


= HOISTS 


MANNING,MAX WELL & MOORE, INC. 


MUSKEGON, MICHIGAN 


Builders of “Shaw-Box'’ Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, 
‘Consolidated’ Safety and Relief Valves, ‘Amer 
can’ Industrial and ‘Microsen’ Electrical 
Instruments 
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EXPANSION PLANS concern 
Alex Garner and Joe E. Crawford of 
Crawford & Garner, Inc., Greer, S. C., 
as they discuss extending warehouse 
and office facilities. 


New Carolina Firm 
Plans Expansion 


Crawford & Garner, Inc., Greer, 
S. C., have plans for expansion of fa 
cilities which will provide adequate 
office and warehouse space to mect 
the demands of the growing textile 
area. 

The firm is headed by Joe E. Craw- 
ford and R. Alex Garner, formerly 
with Crawford & Montgomery, Inc., 
Spartanburg, S. C. The new firm 
in Greer will specialize in industrial 
and specialty supplies and equipment 
for the textile and related industries. 


Quaker Rubber Corp. 
Promotes J. R. Lewis 


J. R. Lewis has been appointed 
assistant general sales manager of 
Quaker Rubber Corp., Philadelphia, 
a division of H. K. Porter Co., Inc., 
it was announced recently by J. R. 
Keach, vice-president and _ general 
manager. 

Mr. Lewis has been with Quaker 
since 1940. He has advanced steadily 
in the organization, having held posi- 
tions as Philadelphia district sales 
manager and assistant sales manager. 


Wiggins Joins Borg-Warner 


Charles S. Wiggins, formerly adver- 
tising manager of Armed Force Week- 
ly, has been appointed assistant to 
Karl J. Ammerman, manager of the 
Washington office of Borg-Warner 
Corp. Mr. Wiggins formerly was 
president of the American School 
Press Association and publisher of the 
National Echo. 
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MEANS 
PROFITS! 


round point 
open back 
shovel... 


ENOURANCE 


Built To Take It 


PROFITS 


Built To Make It 


A popular type 

—priced right. 

Customers have 

a choice of three 

well-known 

Magor brands. 

Arrow, Bull’s Eye 

and Gold Target. 

Whichever they 

buy, you know they’ll be satisfied. 
And satisfied customers mean repeat 
sales! Eliminate inventory confusion 
—let Magor’s simplified line build 
profits for you. Send for illustrated 
price list today. 





MAGOR 
CAR CORPORATION 
SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7, N.Y. 


FAST 
SELLING 
MAGOR 
BRANDS 
MASTER + POWER + DIGWELL + ARROW 
BULLS EYE + GOLD TARGET 





. Advert _— 


pik ~)) 


@ One of the most important sales 
advantages of the Deming line of side 
suction centrifugal pumps is the 
almost unlimited selectivity offered 
industrial users. 


The advertisement reproduced at the 
right gives some idea of the wide range 
of sizes in the Deming line—from the 
smallest to the largest. This advertise- 
ment will appear in future issues of 
leading industrial publications reach- 
ing your customers and prospects. 


No single illustration can visualize the 
complex variety of types, sizes and 
capacities of Deming centrifugal 
pumps developed to meet the almost 
countless industrial needs for these 
standard units. 


The more experienced the pump sales- 
man, the more he appreciates the 
ability of the Deming line to meet the 
lion’s share of industrial demands for 
centrifugal type pumps with STANDARD 
units that save his customers the extra 
costs of special pumps in many cases. 


Included in this standardized line of 
Deming centrifugal pumps are single 
and two ball bearing types, units with 
either electric motors, belt drives, or 
gasoline engine drives, units with 
separate liquid ends which permit fur- 
nishing only the liquid ends of special 
alloys for handling corrosive liquids, 
units with different types of impellers 
to meet specific conditions, and 
numerous other selective features. 


Some of the most recent additions to 
the extensive Deming line are the Self- 
Priming Centrifugals and the Multi- 
Stage Centrifugal Pumps. 


The 1951 line of Deming Centrifugal 


Pumpsblanketsa greater range of indus- 


trial pumping needs than ever before. 





The small pump in the photo is a Deming Fig. 3900 
side suction, single ball bearing centrifugal pump 
with a % inch suction and a 1% inch discharge. 


The large pump is a Deming side suction centrifu- 
gal pump with a 16 inch suction and a 12 inch 
discharge. 


Between these two extremes in the extensive 
Deming line of side suction centrifugal pumps is an 
almost unlimited range of selection for type, capac- 
ity and construction designed to meet specific liq- 
vid materials handling requirements of all industries. 


When YOU have aliquid materials handling problem 
involving centrifugal pumps, call in your Deming Dis- 
tributor. If his location is unknown to you, write us. 


THE DEMING COMPANY 
511 Broadway ¢ Salem, Chio 


La 
TINY 


r/ DEMING \ 
DEMING PUMPS 


NCU, 
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AAPHITE PASTE 


KEY GRAPHITE 


PASTE 


-..an excellent 
sealer for all lines 
carrying oil, gas- 
oline, kerosene 
and high-pressure 
Lubricates 


steam. 
as it seals. 


A 1WO WELL KNOWN 


FAST SELLING 
SEALING COMPOUNDS 


Your Key ts Added Profits 


KEY-TITE 


.-. for sealing pipe 
joints on lines car- 
rying water, gas, 
low-pressure steam, 
compressed air. 
Does not affect 
taste or odor of 
potable liquids. 


Pipe joints sealed with Key Pipe Joint Sealing Compounds 
positively will not leak, yet are easily opened, for Key will 
not freeze in the joints. A profitable repeat item. Nationally 
advertised. Attractively packaged. Immediate delivery. 


Ki 


se 


Inquire about available territories for distribu- 
tors...ask for free samples and full information. 


KEY COMPANY 


2621 McCasland Ave., East St. Lovis, Ill. 








Products Included in Catalog: 


Pressure 
Regulators 

Temperature 
Regulators 

Pump Regulators 

Water Pressure 
Regulotors 

Balanced Valves 

Diaphragm Motor 
Valves 


Float Valves 

Float Boxes 

Fluid Level 
Controllers 

Pop Safety Valves 

Relief Valves 

Strainers 

Bronze Water 
Gauges 

Solenoid Valves 


@ This book does not cost you anything 
to have but it may cost you not to 
have it. 

@ It tells about the economy and quality 
of Keckley Pressure Regulators, Tem- 
perature Regulators, Float Valves, 
Safety & Relief Valves, Strainers, Etc. 


@ It tells how the Keckley Type PTT and 
PTS Pressure & Temperature combina- 
tion eliminates the need of having both 
Pressure & Temperature Regulators. 

@lIts products shown are consumer ac- 
cepted. 

@ It took 38 years of experience to pre- 
pare this book for you. 


@ It is yours with our compliments. We 
are proud of this book but prouder of 
the products described in it. 


@ Ask for our Catalog 51—it’s just off the 
press. 


O.C. KECKLEY COMPANY 


400 W. MADISON STREET 


CHICAGO 6, ILLINOIS 
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Maintenance Painting 
Survey Briefs Salesmen 


According to a recent survey of 
maintenance painting practices in the 
manufacturing industries, 66 out of 
288 manufacturers responding obtain 
their paint from mill supply houses 

[he survey, which was conducted 
by Factory Management & Mainte 
nance in ‘cooperation with National 
Paint Varnish & Lacquer Association, 
indicates that the greatest percentage 
of manufacturers buy maintenance 
paint direct from the manufacture! 

he fact that this field is potentially 
profitable to the industnal supply 
salesman is indicated by the discovery 
that 71.2 percent of the manufacturcrs 
who answered the questionnaire, paint 
the interior of their plant structures 
and buildings every five years or less, 
86.5 percent painting the exteriors as 
frequently. 

Whether business is bad or good, 
50 percent follow a specific painting 
schedule. It was also found that 74.6 
percent chose their paint for dura 
bility; 64 percent for good quality; 
ind 40 percent for good appearance 

According to the compilers of thc 
survev, the manufacturing industries 
comprise the largest industrial market 
for manufacturers of maintenance 
paint and painting equipment, there 
being about 25,000 plants in the 
manufacturing industries which are 
considered worthwhile from a 
point of view. 


sales 


Representatives Appointed 
To Governmental Agencies 


(he appointment of two Cummins 
sales executives as direct factory rep 
resentatives to governmental agencies 
was announced by L. W. Beck, vice 
president of Cummins Engine Co., 
Inc., Columbus, Ind. 

C. B. Foster, formerly national ac 


C. B. Foster 





My 


No production-line bottlenecks 

..and no hold-up in filling 
DO’s since the grinding super- 
visor started using Simonds 
Abrasive Company wheels. No 
wonder he’s pleased. You'll 
find plenty of satisfaction... 
and serviceability too...in 
these efficient production tools. 
Send now for free data book 
describing Simonds grinding 
wheels, mounted wheels and 
points, segments and abrasive 
grains... products proven in 
everyday industrial use... and 
backed by Simonds 50 years 
experience as a major grinding 
wheel manufacturer. 


SIMONDS 


ABRASIVE CO.| 
——s 


grinding wheels 


SIMONDS ABRASIVE CO., PHILADELPHIA 37, PA. BRANCH WAREHOUSES: CHICAGO, DETROIT, BOSTON 
DISTRIBUTORS IN PRINCIPAL CITIES 


Division of Simonds Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Stee! Mills, Lock- 
port, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que. 
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(Advertisement) 


Grinding Wheel Bonds 
Important to Grinding 
Efficiency 


Bonps are the binders that hold the 
abrasive cutting particles together to 
form the grinding wheel. They give 
strength to the wheel so that it will 
withstand operating speed and grind- 
ing pressure with safety. 

The strength of a grinding wheel 
bond is very important and is con- 
trolled to exactly the desired extent. 
The abrasive grains on the surface or 
face of the grinding wheel are released 
by the bond by being broken or pulled 
out under the stress of the work as 
they become dulled, thus continually 
presenting new, sharp cutting points, 
This makes the grinding wheel a self- 
sharpening tool. Four bonding agents 
are used in making Simonds Abrasive 
Wheels vitrified, silicate, resinoid 
and shellac. Of these, vitrified and 
resinoid are the most common, ac- 
counting for probably 90% or more of 
all wheels made. 

A vitrified bond is a blend of various 
ceramic materials occurring in nature, 
such as clays, feldspar, silica, talc, etc. 
When the wheel mix, comprising 
abrasive cutting particles and bond 
material, is fired the bond “sets” and 
holds the abrasive grains together with 
predetermined strength (or weakness) 
and according to a definite closely con~ 
trolled pattern of porosity or air 
spaces between grains and bond posts. 

The various ceramic materials in a 
vitrified bond have differing character- 
istics, some seem like glass when they) 
are fired or vitrified, others like china-) 
ware or porcelain or glassware. That > 
is why they are fragile and should be 
treated and handled with care. 

The other commonly used bond is 
resinoid — blends of synthetic ther- 
mosetting resins of the phenol formal- 
dehyde type such as Bakelite, Resinox, 
Durite, etc., and other compounds. 
These materials ‘‘set” and hold the 
abrasive grains at relatively low heats 
(360°F.) in ovens. The resinoid bond 
produces a very strong wheel capable 
of standing much higher operating 
speeds than vitrified and is generally 
used on high speed grinding equip- 
ment (up to 9500 s.f.p.m.). 

The advertisement shown here is 
typical of Simonds Abrasive Com- 
pany’s powerful advertising campaign 
carrying 9 million sales messages to 
users of grinding wheels and abrasives. 
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IWIN PRUE LINE 


HYDRAULIC 
PULLER 


Fastest selling, easiest 

working, handiest 

Push-Puller in history 
. . Fits all OTC Pull- 

ing Units . . . Works in 

any position . . . Elimi- 

nates torque, eliminates 

friction . . . Twin cylin- 

ders develop 1714 

tons power... 

Light, compact, 

easy to handle. 


with the CENTER HOLE... 


rohiah JTRS a 
ram can do Applies force directly Fast 





easy. unlimited odiustment Quick, simple 
interchange of parts Permits use of adjust 


ing screws 





Portable hydraulic pulling unit, 
holds complete OTC Push-Pull- 
ing system and adapters 
Easily moved to any spot in 
shop, always right on the job... 
36 inch clearance below press 
is enough to hold any job... 
Amazing sales appeal for selling with 
Power-Twin Hydraulic Puller. 


Open throat Press plate . . . Avail- 
able separately for mounting on 
bench or service truck ... Can be 


used with OTC Power-Twin for per- 
manent hydraulic press. 


OWATONNA TOOL COMPANY 
373 CEDAR STREET © OWATONNA, MINNESOTA 
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J. W. Post 


counts representative in Chicago, will 
head a new department of the Sales 
division as manager of contract sales. 
He will now divide his time between 
Columbus, Chicago and Washington, 
D. C., on direct government contract 
work, and also assist in liason with 
all other Cummins departments on 
indirect government sales. 

John W. Post, Cummins Wash 
ington representative, has been named 
Regional manager of the newly cre- 
ated Washington region. In this ca- 
pacity he will continue to work di- 
rectly with government contacts. 
Plans also call for his supervising an 
increased staff of Cummins repre- 
sentatives in the Washington office 
which Cummins has maintained for 
many years 


New Warehouses For 
Carborundum Co. 


Two new warehouses, one in Bris- 
tol, Pa., and the other in Cleveland, 
Ohio, have been established by the 
Carborundum Co., Niagara Falls, 


The warehouses, which also contain 
office facilities, were designed and 
built for the purpose of providing 
abrasive users in the area with quick, 
complete service. Modern th 
ing methods using power trucks and 
pallet storage utilize all the 33,000 
sq. ft. of storage space in each of the 
new buildings. 


Norton Appoints Colson 
Field Engineer 


Gordon F. Colson has been ap- 
pointed field engineer for the abrasive 
division of Norton Co., Worcester, 
Mass. Mr. Colson, who was a grind- 
ing engineer in the Sales engineering 
department, will be located in the 
Chicago area. 





hich Distributor. 
Handles 


Air Compressors 
up fo 125 hp? 


You do, if you handle the Worthington line. 

Yes, Worthington is the only manufacturer who gives 
its distributors a complete line from % hp to 125 hp! 

We believe air compressors are a logical distributor 
item, and it’s our policy to do our best toward making 
air compressors a profitable item and a volumeitem for you. 

In fact, we devote a good share of our national ad- 
vertising to promoting the value of the distributor as a 
convenient, dependable source of air compressors. 

And we furnish our distributors with plenty of solid 
direct mail and point-of-sale material. 

The distributor who handles Worthington Air Com- 
pressors and Worthington Pumps is in the best possible 
position to capitalize upon demand in his territory. 

Worthington Pump and Machinery Corporation, 
Pump and Compressor Merchandising Division, Gen- 
eral Offices: Harrison, New Jersey. 





VS == 
BAAR 


THE GOOD RIGHT ex ) HAND OF INDUSTRY 


POWER TRANSMISSION: PUMPS : AIR COMPRESSORS: 
sheaves, V-belts, variable speed drives centrifugal, power, rotary, steam water-cooled, air-cooled 
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FATHER-‘SON ‘TEAM at Boykin 
lool & Supply Co., works smoothly, 
with President E. C. Boykin giving 


pointers to W. C. Boykin 


4CID.- Boykin Tool 
Kester Flux- aS Adds Two Salesmen 
Core Solder; an old, ; 


; ‘ Boykin ‘lool & Supply Co., Atlanta, 
reliable product in a new, mod- ‘ Ge... | ; 


have added Lowell ‘Travis, for- 
ern, easier to sell spool and package. merly with Travis Belting & Supply 
Co., Griffin, Ga., and Wallace for- 


rester, who previously was associated 

e e 7 with Spotwood Parker, Atlanta, Ga.. 
} to its sales staff. 

i Sales staff additions are in line with 

the Boykin expanding activities, which 


also include a new parking lot adjacent 
to the building, and an addition for 
expanded storage and display facilities, 
planned for the near future. 


Your customers know that rejects are elimi- 
nated when the correct solder for the job is 
used. Kester makes over 100,000 different types 
and sizes of Flue-Core Solders. 
American-Marietta 
Expands Facilities 


In another major expansion move 
| in recent months, American-Marictta 
Co., recently announced its entry into 
the field of powder metallurgy through 

ty] 


the purchase of approximately 52.6 
percent of the outstanding common 


fer j i Seinen sii ’ : shares of the Metals Disintegrating 
er it and production solderers are more satis- Co., Inc., of Elizabeth, N. J. 


fied; assembly lines speed up and output is in- Last October they acquired by out- 
creased. tight purchase The Master Builders 
Co., Cleveland, Ohio, manufacturers 


KESTER SOLDER COMPANY of cement admixtures and chemical 


iron. 
4201 Wrightwood Ave., Chicago 39, Ill. f Tha } wren ? , 
Siem Wa 3 entiend. Con, (“> I'he Metals Disintegrating Co., pio- 


neers since 1916 in the development 
Poe Oe & of fundamental processes for the man- 
“SOLDER and Soldering ufacture of metallic powders, owns 
Technique” 5 ae and operates plants in Union, New 
Jersey; Manchester, N. H.; and on 
rz the west coast, in Albany and Emery- 

KESTER —s "1 \ y +, ville, Calif. 
SOLDER ( , Grover M. Hermann, chairman of 
| the board and H. J. Hemingway, 
president of American-Marietta, state 
| that no changes in the operating poli- 
cies of the Metals Disintegrating Co. 
| are contemplated and that manage- 


Standard for Industry since 1899 | ment will continue under the direc- 


tion of H. F. Hall, president. 





Kester is faster to use. Maintenance men pre- 
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New—Portable 


SYVTROWV ELECTRIC SAW 


FAST CUTTING 
7} od HP) 





6,000 R.P. M. Blade Speed 


UNDERWRITER 
LABORATORY 
APPROVED 


peel eter, | 
CONSTRUCTION 


Steel G Al i 
814" Blade—2-11/16" Cut "Stake 


Smooth - - Vibrationless $8 Q.50 


Dual V-Belt Drive Metal Case, $8.00 Adtl. 


has all of these 
Depth of cut features— PLUS! 


Adjustable from 34” Something New To Tell! 
ee omething New Ifo [eil! 
to 2-11/16 Something New To Sell! 


Syntron’s new Portable Electric Saw provides you with a 
number of “firsts” in selling points that are time- and 
cost-cutting features for your customers. 

Angle Cut Made up of tough aluminum and steel stampings, it 

weighs 1914 Ibs.—just the right weight to push its 6,000 

—from 90° to 45 RPM full load blade with ease, through cuts from 34” to 

2-11/16", or graduated angle cuts from 90° to 45°—by 

for bevel cuts dual V-belt drive that means added motor protection and 
smooth cutting. 1 


Write now about dealer proposition. 


900 Lexington Ave. 


sean eanid COMPANY Homer City, Pa. 
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Its easy to sell-3 times 
the productive capacity 








for the same tool investment 


SHELDON 


CHICAGO 


W.. most shops facing the prob- 
lem of greatly increasing production capacity 
without excessive cost, it’s easy to sell these 
modern moderate priced Sheldon Precision 
Machine Tools, in batteries as well as singly. 
Just point out that for the cost of a larger 
lathe for ple, a f can now 
have 2 or 3 Sheldon Lathes. These new mod- 
ern lathes with “Zero Precision” Taper Roller 
Bearings will work to the closest tolerances, 
will operate at any commercial speed and 
will hold their own and stand up in any 
production schedule. Today, not only large 
plants but small shops are 
interested in knowing how 
to put 3 operators to work 
where 1 worked before. Talk 
batteries of Sheldons for 
multiple profits. 





- 
SHELDON MACHINE CO., INC., 4232 N. Knox Ave., Chicago 41, lil. 


214 
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Munson Joins Browning 
As Field Engineer 


George Munson, former president 
of Thread Rolling, Inc., has joined 
Browning Brothers, Inc., as a field 
engineer in the New York Metropoli- 
tan area. The company has also an- 
nounced the appointment of Joseph 
T. Featherstone as head of its abra- 
sive dept. 


W. Ronald Morse 


The Stanley Works 
Elects Three Executives 


Ihe board of directors of The 
Stanley Works, New Bnitain, Conn., 
has elected three executives to higher 
posts. 

W. Ronald Morse, vice president of 
the hardware division, has been made 
executive vice-president of the cor- 
poration. 

Hoyt C. Pease, assistant general 
manager of the Stanley ‘Tools divi 


Hoyt C. Pease 





ONE OF A SERIES 
NoW REACHING 
AND PROSPECTS 
AGES OF LEADING 
TRADE PUBLICATIONS 


OF ADVERTISEMENTS 
/OUR CUSTOMER 


BUSINESS AND 





IT’S 
PACKED WITH “iw Raybestos- Manhattan not only makes 
SATISFACTION ae packings for centrifugal pumps like 


; Hs yt this, but for rotary and reciprocating 

Ww H E N IT s H pumps, compressors, valves, engines, 

PACK E D ty hydraulic rams, and practically every 

WITH R/M - #77 other type of fluid handling or fluid- 

yy actuated equipment. See your near- 

by R/M distributor. Or write today 
for the new R/M Catalog. 


PACKINGS 


B RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgeport, Conn.; Manheim, Pa.; No. Charleston, S.C.; Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings * Asbestos Textiles * Mechanical Rubber Products * Abrasive and Diamond Wheels + Rubber 


Covered Equipment + Brake Linings + Brake Blocks ¢* Clutch Facings + Fan Belts + Radiator Hose + Powdered Metal Products + Bowling Balls 
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THE WITT CORNICE COMPANY, 


POCKETBOOK 
DOESN'T! 

















To be sure of longer wear ina 
Can, and less wear on finances, have 
_ your customers buy WITT CANS—they’re built to 
last—*‘Guaranteed To Outlast 3 to 5 Ordinary Cans." 


FOR A BETTER BUY LOOK FOR THESE FEATURES... 
STRAIGHT SIDES—assure extra resistance to rough 
handling. 

DEEP ROLLING CORRUGATIONS—run full length of Can 
adding further rigidity. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 
STRUCTURAL STEEL BANDS—protect top and bottom of 
Can and act as shock absorbers. 

HOT DIP GALVANIZING—a hand process after fabrica- 
tion insuring heaviest possible rustproofing. 

PINCH-PROOF HANDLES—for easy handling. 

STURDY LID—snug fitting, yet easy to remove. 


WITT CANS HAVE THE ‘Right Angle”’ Leg 


Cincinnati 
“Originators of the Corrugated Can” 


14, Ohio 
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Henry V. Pelton 


Maxwell A. Coe 


to be vice president of the 


corporation and general manager of 


sion, 1S 


his division 

Henry V. Pelton, factory superin 
tendent of the hardware division, 1: 
now vice president in charge of the 
hardware division 

Mr. Pease succeeds Maxwell A. Coe, 
retiring from the compam 
ifter +3 vears of service 


who is 


Federated Promotes Corson 


E:. C. Corson, Jr., has been ap 
pointed credit manager of the San 
Francisco territory of Federated Metals 
Division, American Smelting & Refin 
ing Co. He was formerly assistant 
credit manager at the company’s 
Whiting and Detroit offices 








THEN 


for Safety and Long-Time Service 


Be @ @ 


For 2000, 3000 and 6000 pounds service — Sizes 1/3" to 6” 


SCREW END TYPE 


B32 8 @ 


For schedules 40, 80 and 160 pipe — Sizes 1/3" to 4” 


SOCKET WELD TYPE 


Vest ite, Tom, Comm, ac. ae Shocks and stresses imposed by high pressures and high temperatures are taken 
pe anthagerdige te peal Bg in their stride because Vogt fittings are uniform in structure, fine grained, and 
Sak chaste aibaecar entices free from porosity . . . the superior product of laboratory controlled materials and 
giant forging hammers and upsetters. These properties also give higher resistance 
to erosive and corrosive conditions, thereby adding to service life expectancy 


in steam plants, petroleum refineries, chemical plants and related industries. 


HENRY VOGT MACHINE CO., INC. 


Louisville 10, Kentucky 
BRANCH OFFICES: NEW YORK e PHILADELPHIA e CLEVELAND e CHICAGO e DALLAS 


DROP FORGED 
STEEL FITTINGS 
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1000 Packing Problems 





with 7 Solution... 
BELMONT 


SHEET PACKINGS 


Yes, regardless of the problem—whether it’s tempera- 
tures encountered; pressures to be sealed; unique resili- 
ency requirements to be met; abrasive resistance to be 
overcome or tensile strength and toughness specifications 
to be lived up to—as long as you have flange and paral- 
lel surface joints to connect, you'll always find the most 
satisfactory sealing answer in Belmont Sheet Packings. 


Standard Belmont Sheet Packings are obtainable in 
sheets or rolls (according to style). The constructions 
include — compressed asbestos, asbestos metallic, red 
rubber, cloth inserted, vegetable fibre and a wide range 
of other basic materials and combinations, all scientifi- 
cally formulated to provide BETTER SEALING. 

For permanent joints or joints that must be taken apart 
frequently . . . for pliability . . . for compressibility . . . 
for the packings that will not creep or blow, try Belmont 
—the sheet packings made for every conceivable type of 
service—Distributors in every large industrial center are 
at your service. 


For engineering or technical help on special jobs, write 
direct. = icing 
— —o— Py 
'BELMONT--)© 
co 
Witsoe anos 


Catalog #40 is available, 
write for it. 


OWN GASKETS 
WITH BELMONT GASKET CUTTER 


THE BELMONT PACKING 
AND RUBBER CO. 


Butler and Sepviva Streets 


A portable tool for cutting 
1%," dia. to 19" dia. circular 
gaskets from all kinds of soft 
sheet packings. Rigid and 
simple to operate. Larger 


A BRIEFING on company policy is 
given the new assistant purchasing agent 
of Engineering Supply Co., Dallas, 
H. R. “Dick” Mormill, by H. C. Coet, 
president. 





New Glass Plant 
Planned in Danville, Ky. 


Construction of a new glass plant 
in Danville, Ky., to provide additional 
facilities for the manufacture of glass 
bulbs and tubing was announced re- 
cently by William C. Decker, presi- 
dent of Coming Glass Works. 

The new plant, which will have a 
floor area of 270,000 sq. ft., will be 
erected on a 30-acre site and con- 
struction is scheduled to begin im- 
mediately. 

The Danville plant marks Corning’s 
latest expansion in the bulb and tub- 
ing field in which the company has 
been active for nearly three-quarters 
of a century. It was at the company’s 
main plant in Corning, N. Y., that 
the first glass bulb was successfully 
blown for Edison’s incandescent lamp 
in 1879. 





Philadelphia 37, Pa. 


sizes only requires cutter bor 
replacement 41-3 
THERE'S A BELMONT PACKING 

ciciieely daaneiii RINGS * SPIRALS * COILS * REELS 


SPOOLS * SHEETS * GASKETS 


DONALD S. GRAHAM has joined 
the sales development department of 
Cummins Engine Co., Inc., at Colum- 
bus, Ind., in the newly established posi- 
tion of publications editor 


FOR STEAM * WATER © OIL * GAS © AIR * ACIDS * ALKALIES * AMMONIA 
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ARMSTRONG 


Sell the Complete System of 
ARMSTRONG TOOL HOLDERS 


There are ARMSTRONG TOOL HOLDERS in sizes and 
types for every operation on lathes, planers, slotters and 
shapers—for the heaviest cuts; for the most delicate cuts. 


With standard shaped cutters, bits and blades of 
ARMSTRONG HIGH-SPEED, ARMALOY (Cast Alloy) 
and ARMIDE (Carbide-Tipped) they provide a system of 
tooling that assures maximum production per machine hour, 
lower tool costs, and high machining profits. 


Comprising the basic tools of practically every tool room 
and machine shop, ARMSTRONG TOOL HOLDERS are 
being bought continuously . . . are a constant source of 
profit to the Industrial Distributors who catalog, stock and 
display them. It is a profitable practice to put the question, 
“What ARMSTRONG TOOL HOLDERS do you need?” 





Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


5205 West Armstrong Ave. Chicago 30, lil, 
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RALPH W. MORRISON, vice-presi- 
dent of the Aro Equipment Corp., 
Bryan, Ohio, has been elected to the 
board of directors, as well as... 





HEIN-WERNER HYDRAULIC JACK 


enables one man to move heavy machines ...no helpers needed 


You can’t beat the low cost, time saving efficiency of 





. .. JAMES P. JOHNSON, new vice- 
president in charge of the re-established 
Cleveland manufacturing branch of the 
corporation 


a Hein-Werner industrial jack. This versatile package 


of hydraulic power is great for moving heavy equip- 





ment, and for pushing, lifting, bending operations in ae 
Plant Addition 


Completed by Park 


The Park Metalware Co., Inc., Or- 
These compact, dependable chard Park, N. Y., has recently com- 
jacks are made in models of pleted a plant addition which will 
1%, 3, 5, 8, 12, 20, 30, 50 double its capacity. The firm held an 
and 100 tons capacity. Write open house in the new addition, to 
us for complete details. which manufacturers, distributors, 
jobbers, local officials and_business- 
men were invited. F. Birney Farring- 
ton, president, gave the guests a pic- 
ture of what the enlargement would 
ein mean in terms of * ts and — 
them a display of the complete line o 

he voRAUIIL JALKS, tools. 
Now celebrating its 30th anniver- 
sary, Park Metalware has originated 


HEIN-WERNER CORPORATION many of today’s tool designs, among 


them, the plastic-Nandled screwdriver; 
Waukesha, Wis. the pocket clip screw-driver; and the 


combination screwdrivers with detach- 
able blades. 


plant maintenance work. 
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Cash in 
on the big 
profit potential 


that’s yours 
with the CMH line 


REX-TUB 


convoluted 
flexible metal hose 


RKEX-TUBE is just one of the many highly salable 
and highly profitable items in the CMH line. It is 


manufactured in all commonly used types—square 





locked, ball bearing and various forms of fully 
interlocked—a variety that makes a prospect out of 
virtually every plant in the area you cover. Add to 
this the potential for sales of CMH seamless type 
hose, expansion joints for piping and several stand- 
ard commodity type hoses and you'll see why big 
profits and the CMH line go together. 

The CMH line is a quality line, backed by a sound A FEW OF THE APPLICATIONS 
distributor policy that includes such sales-boosting FOR WHICH REX-TUBE IS SOLD 


features as engineering and product application as- 





Conduit * Capillary Casing * Ducting 


sistance, sales promotion aid and a comprehensive © Gates Tebing* toe t Midaid 
w to Moderate 


program of business and trade journal advertising. 


aed ‘ : . Pressure Oil and Steam Lines 
Write today for full details concerning attractive 


* Vacuum Tubing * General Utility 


— 


\ 
es cei CHICAGO METAL HOSE Corporation 


_ eso pen 1314 $. Third Ave. * Maywood, Ill. * Plants at Maywood, Elgin, Rock Falls, and Savanna, Ill. 
spicata In Canada: Canadian Metal t Hose Co., Utd., Brampton, | Ont. 


ONE DEPENDABLE 
for every flexible m 


Convoluted ond Corrugated Flexible Metal Hose in @ Variety of Met 
Solar Stet ond Bren Gellows + Penile Metel Condit and 


se et 








distributor arrangements. 
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CH METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 
Capacities: 4 to 5 tons. 


WALLACE H. CAMPBELL, presi- 
dent of the Campbell Hdw. & Supply 
Co., Seattle, Wash., has been elected 
president of the Seattle Symphony Or- 
chestra, Inc 





Mallory And Sharon Steel 
Join To Produce Titanium 


P. R. Mallory & Co., Inc., India- 
napolis, and the Sharon Steel Corp., 
Sharon, Pa., have formed a jointly 
owned company in which each of 
them will have a 50 percent interest 
and to be known as “Mallory-Sharon 
Titanium Corporation,” for the de- 
velopment, production and marketing 
of Titanium and Titanium alloys. 

The Corporation will offer a series 
of proprietary alloys to meet the de- 
mands of various industries and, for 
the immediate future, the Armed 
Services. The offices will be located 
initially in Indianapolis. 

The following officers have been 
elected: P. R. Mallory, chairman of 
the board; James A. Roemer, presi- 
dent; F. H. Vandenburgh, vice presi- 
dent and general manager; F.. N. Cros- 
ier, treasurer and assistant secretary; 
} and, George Fotheringham, secretary 
and assistant treasurer. 


Industrial buyers and production executives listen when you talk 

CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders here are four “stock” items that move. 











4 


Cf CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 
chain. Capacities: % to 10 tons. 


C4 COMET 


Portable, speedy, low-cost elec- 


tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 ton. 


Cif PULLER 


Lifts and pulls at any angle. A 
safe, easy operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
mode! weighs 13 Ibs. Capac- 
ities: %, 1%, 3 and 6 tons. 


there is any question in your mind as to the efficiency and 
economy of your present materials handling methods then 


CHISHOLM-MOORE 


HOIST CORPORATION 


Affiliated with Columbus McKinnon Chain Corporatior 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES 


Link-Belt Appoints Moyer 
Division Manager 


Richard Moyer, former general su- 
perintendent at the Pershing Rd. 
Plant, Chicago, of Link-Belt Co., has 
been appointed General Manager of 
the North Central Div., with head- 
quarters in Minneapolis, Minn. 

He succeeds Leslie J. Carson, who 
has accepted the position of price 
executive of machinery branch of the 
industrial materials and manufactured 
Goods Div. of O. P. S. with head- 
quarters in Washington, D. C. 

Fred B. Skeates, former personnel 
manager at the Link-Belt Pershing 
Rd. Plant, has been appointed gen- 
eral superintendent to succeed Mr. 


New York, Chicago and Cleveland ¢ Distributors Everywhere 


Mover. 
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CONTROLLED TENSION 


OF GARRETT SPRING LOCK WASHERS 


Assure Satisfaction . . . Build Repeat Sales 


The washer’s live spring action—power zone—determines the life of 
your customer’s assemblies. Garrett’s exclusive Controlled Tension 
built in to every spring lock washer assures greater spring tension of 
the correct pressure on every bolt and nut for longer holding power, 


PROTECTION AGAINST 
WEAR AND STRETCH 
| Garrett Spring Lock 
Washers hove extra 
power zone to com- 
pensate for stretch 


Add these scientifically designed spring lock washers to your ling 
and you'll add customer satisfaction . . . and worthwhile sales 
builders. Diamond G Spring Lock Washers with the “‘Blue Guard” 
Finish have been torture-tested to provide the maximum Controlled 
Power Zone. 


of bolt . . . wear 
of assembly. 


SMALL PARTS FOR EVERY SALE... Whatever your needs in 
spring lock washers, there’s a Diamond G to answer it—high carbon 
steel, bronze, aluminum, stainless steel and monel metal spring 
lock washers or plated with cadmium, nickel, brass, copper or other 
finishes. Write today for complete catalog. 





PROVIDES AMPLE 
BEARING SURFACE 
Garrett Spring Lock 
Washers act as 
thrust washers .. . 
furnish bearing sur- 
face necessary in 

tight ossembly. 





INC. 
PHILADELPHIA 54, PA. 

ae E MANUFACTURERS OF 

K~“~ GBS gum 


FLAT WASHERS HOSE CLAMPS SPRINGS RETAINING RINGS 


GEORGE K. GARRETT COMPANY, 
D & TIOGA STREETS 


STAMPINGS 
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Sixth of a Series 


ee 9 
on a fitting means 


conformity to standards 





In respect to metallurgical formula, uniformity 
of wall thickness, and- pressure capacity, “K” 
Fittings meet the specifications of American : 
Standards on Weights and Measurements with D. E. Gilbert 
plenty to spare. 
Tapping is done according to American Briggs 
standards for pipe threads. The threads on “K” 
Fittings are true, full, clean, and perfect. 
In chemical and physical properties, “K” 
Fittings far exceed the specifications of the 
American Society for Testing Materials. 
The Underwriters’ Laboratories and Associ- 
ated Factory Mutual Companies approve the 
complete “K” line of standard and extra heavy 
screwed fittings, fittings for sprinkler work, and 
extra heavy flanged fittings and flanges. 
Your customers are safe by a wide margin 
when they use “K” Fittings—a mighty strong 
reason for pushing the “K” line. 


C. A. Bassett 


New Appointments Made By 


THE KUHNS BROTHERS COMPANY ee 
C. O. Newton, previously manager 
Dayton 1, Ohio of the New York branch, has been 
Established 1887 named Eastern sales manager of the 
L. S. Starrett Co., Athol, Mass. 
CAST-IRON FITTINGS * 3,000 Shapes and Sizes D. E. Gilbert, formerly in charge 
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of the Western New England terri- 
tory, also has been appointed manager 
of the New York branch. C. A. Bas- 
sett replaces Mr. Gilbert in the West- 
ern New England territory. 


New Office For 
American Chain 


The Atlanta offices of American 
Chain & Cable Co., Inc., are now lo 
cated in a new district office and ware 
house building at 1401 Howell Mill 
Rd., N. W., recently erected for the 
company, : 

rhe following district managers will 
make their headquarters in the new 
building which will be occupied solely 
by American Chain & Cable Co., Inc.: 
C. A. Goldstrohm, American Chain 
and Pennsylvania Lawn Mower Div.; 
J. V. Gasso, R-P&C Valve Div.; J. L. 
Filbert, Page Steel and Wire Div.; and, 
R. W. Bairstow, territorial representa 
tive for the American Cable and Haz 
ard Wire Rope Div. Only wire rope 
will be carried in the warehouse 


Frederic L. Rowe 
To Head District Sales 


Frederick L. Rowe has been ap- 
pointed district sales manager of the 
American Chain and Manley Divisions 
of American Chain & Cable Co., Inc., 
for the Pacific Coast area, with head- 
quarters at 695 Bryant St., San Fran- 
cisco 

Mr. Rowe has been with the com- 
pany continually since 1927, except 
for his military service during World 
War II and in recent years has been 
representing the American Chain and 
Manley Divisions in the Pacific North- 


PRACTICE SPIEL is made by Clyde 
L. Parker as his uncle, FE. L. Parker, 
president, Taylor-Parker Co., Norfolk, 
Va., listens 


DARNELL 


Maximum 
FLOOR 
PROTECTION 


SAVE EQUIPMENT 
SAVE FLOORS 
SAVE MONEY 
and TIME 


CASTERS 


Maximum 
FLOOR 
PROTECTION 


SAVE EQUIPMENT 
SAVE FLOORS 
SAVE MONEY 
and TIME 





DARNELL CORP. LTD. Long Beach 4, Calif 


2 60 Walker St., New York 13, N_Y. > 
36 N. Clinton, Chicago 6, Ill 
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pay top profits.. 


PROMPT SERVICE... 
You don’t lose V-Pulley sales due to poor service 
‘ “ V-Pulleys and 
when Maurey is your line. The Maurey sales interchangeable 
and service organization is geared to deliver Bushings 
V-drives and drive parts where and when you 
need them. MOR-GRIP 


V-Belts 
BIGGER PROFIT MARGIN... 


Maurey’s competitive prices allow you a bigger 
profit margin. Maurey quality gives your cus- 
tomer more for his money and wins repeat sales 
at bigger profits. 


LESS INVENTORY... : INSPECTING STOCK after business 
One interchangeable bushing for the complete hours is John MacPherson the owner of 
Maurey line of Cast Iron and Pressed Steel Western Tool & Supply Co., Oakland, 
V-Pulleys simplifies stock keeping, saves shelf Calif. : 
space and saves money. : 

Complete 


Write For Full Details V-Drives 





Ask About The Complete r a) 
Line of MAUREY Borg-Warner Corp. 


MULTI-V-DRIVES MAUREY MANUFACTURING CORP. Announces Promotions 


the line that includes 
FUL-GRIP Q-D Sheaves, 
Standard Cast Iron Sheaves 
and MOR-GRIP Multi V-Belts 


World's Largest Manufacturer of Pressed Stee! 
and Cast Iron Single Groove V-Pulleys Andrew W. Rose has been ap- 
2915 S. Wabash Avenue + Chicago 16, Illinois pointed assistant general manager of 
the Warner Gear Div. of Borg-Warner 
Corp., Muncie, Ind. He was form- 
erly a sales executive of the company. 
HEAVY DUTY L. A. Black, who has been purchas- 
L U X 4 ing agent since 1938, has been named 


BRASS CLAMPS director of purchases. T. J. Ault, 
FOR SUCTION previously assistant purchasing agent, 
has been advanced to the post of pur- 
AND chasing agent. L. T. Druck has been 
appointed assistant purchasing agent 
TANK HOSE of productive material and J. C. 
O’Harra, Jr., becomes assistant pur- 
chasing agent of non-productive 
material. 

Carl R. Brick has been made assist- 
ant to Roy C. Ingersoll, president of 
the Borg-Warner Corp. Mr. Brick 
served for several years as the corpor- 
ation’s industrial training consultant. 
Heavy gauge brass to withstand He was formerly vice president in 
tremendous tension. Flexible— charge of industrial relations with 
conform closely to hose. Extra Dealer's l'ransport Co. 
long tongues prevent hose pinch- 
ing or bulging. Extra heavy bolts 
with hexagon heads. For hose 
sizes from 4” to 63”. Write for 

















Cutler Hammer Opens 
Bulletin 13-14. Charlotte Sales Office 


For ALL SODERING—WELDING— H. B. SHERMAN MFG. CO. Opening of a sales office at 120 E. 


SOLD THRU DISTRIBUTORS 


BRAZING PROBLEMS BATTLE CREEK, MICH. Third St., Charlotte, N. C., is an- 


nounced by Cutler-Hammer, Inc., pi- 
° Sed Paste — Sod Sticks + Sod i 
fe ee ae ee Sis oneer electrical manufacturers, Mil- 


* Sodering Liquids ¢ Sodering Syrup « , oeeneee W iukee W is 
Acid «+ Solid Sal Ammoniac ¢ Send for Free < ’ . 
poo any 9 Chart which shows melting ae of all T he new office will be operated as a 
branch of the company’s Atlanta dis- 
L. B. ALLEN CO., Inc. trict sales office and will be staffed 


6731 BRYN MAWR AVE. by Frank A. Miller, Jr., and C. Lee 
fol “Trot Ccloue LT a INDUSTRIAL BRASS GOODS om 
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YOU WILL FIND THEM ALL IN 


DRIL 


Proved the most economical and efficient masonry drills on the market at any 
James F. Bishop price, Rawldrills are specifically made for drilling in brick, plaster, concrete, 
tile and similar materials. 





Bishop Elected Director 
Of American Hoist RAWLDRILLS ARE MORE RUGGED — they will not frac- 


ture or bend under the impact of a hammer. 





James F. Bishop, secretary-treasurer 


f the American Hoist & Derrick Co., 
St. Fak Diipsiaaih, ous cleceel bs RAWLDRILLS SHARPEN EASIER & FASTER— Alchough 


the Board of Disectors at a recent known throughout the world as the original 3 point masonry 
stockholders’ meeting. A veteran of drill, there is actually only one point, but the three flutes ter- 
28 years with American Hoist. Mr. minating in a three-faced point make the Rawldrill easier to 
Bishop has been secretary-treasurer sharpen than any other masonry drill. 
since 1945 

Since he started in 1923, Mr. Bishop RAWLDRILLS LAST LONGER... ALWAYS ACCURATE— 
has been manager of the order de- 
partment, and in charge of sales and 
distribution of the company’s line of 
snow plows and other specialized 
equipment 


The diameter of the drill is the same for the entire drilling 
length, therefore a resharpened Rawldrill is always a new drill, 
insuring accuracy in the size of the hole. 








RAWLDRILLS FOR HAND & POWER DRILLING 


Straight Flute Row/drills Twist Flute Rawldrills Rawl-Spiral Carbide Drills 


Worthington Breaks Ground (Symbol MIT) (Symbol R/T) a 


For Its 20th Plant | | | Taper Shank (Symbol T/S) 
tT} 





For Power Hammers 
Ihe Worthington Pump & Ma 


ale See hes > a) 


ground recently at Succasunna, N. J., 
Standard Type Forged Drills 


for a vertical turbine pump plant 
When finished, the construction Symbol S/T For Hand Drilling 








will contain several bridge-type trav- == 


eling cranes and will be used primarily 


: ; RAWLDRILLS are available in a sequence of diameters from 5/32 inch upward. 
for warehousing and assembly work. 


There. will be on. eneinserian- yoo Taper range includes small, medium and large sizes. Drill lengths are engineered 
at the plant, as well a . test stn to perfection. Each taper range embodies a wide selection of drill diameters and 
for simulating field conditions to lengths. Their exclusive taper design results in a perfect fit in the Drill Holder 
check the mechanical and hvdraulic when drilling by hand, and in the RAWL-CHUCK when drilling by power 
phase of the equipment. hammer. 

Features of the plant will be a 35,- RAWLDRILLS will answer practically 100% of Your Drilling Problems. 


000 sq. ft. macadam loading area on For further information write Dept. I 
the north and west sides of the build 


ing. A railroad siding will be run THE AWLPILUG COMPANY, IN! 


along the east side of the building. 
The plant is convenient to two state 271 CHURCH STREET * NEW YORK 13, N. Y. 
highwavs 

The plant will be known as Succa 2 F 
sunna Works of Worthington Pump : aa 
and Machinery Corporation. It will ‘ , & 
manufacture vertical turbine pumps to 
serve customers East of the Mississippi 
River, as well as customers abroad. 


(2-1-6 


0 
\ Py ) 
é/ as! di 


THERE ARE RAWL EXPANSION BOLTS, SCREW ANCHORS AND MASONRY DR 
SOLD THROUGH ALL LEADING HARDWARE, ELECTRICAL AND MIL 
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Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure! Tried once—re- ~~ 
ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... $29.9 J 
Territories Open for Distributors and Factory Representatives 
W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. 
SPEEDY AIR VISES « AIR REGULATORS « AIR FILTERS » PORTABLE COMPRESSORS + PAINT SPRAYERS 
AMERICA'S MOST TALKED-ABOUT VISE . . AT A PRICE! 


CONGRESS LUBRALIFE 
PILLOW BLOCKS 


Sponge iron 
section acts as 
a wick, lubri- 
cating the 
shoft by capil- 
lary action. 


SELF-ALIGNING PERMANENTLY LUBRICATED 
4g” Lubralite Bearing still operating after 860,760,000 revolu- 
tions! 


Vibration proof rubber grommets with static 
dissipator available for type A pillow blocks. 





ACTUAL 
SIZE 


This 414" test tube 


ittustrates the 
TYPE F, Flange type amount of lubricant 


Lubralife bearing with in a %” bore Lubra- 
heavy duty cast body. NO OILING! life Bearing 


CONGRESS DRIVES DIVISION 


3705 E. Outer Drive, Detroit 34, Mich. 
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PRESIDENT H. T. Bourne of Mont 
gomery & Crawford Co., Inc., Spartan 
burg, S. ¢ is former vice-presiden 
ind gencral sales manager of Sargent & 


( 





Remington Rand Folders 
Ease Payroll Problems 


Industrial management making the 
change-over from civilian to defense 
production will be interested in a 
scries of three new Remington Rand 
folders entitled “3 Ways to Stop 
Payroll Headaches — Before ‘They 
Start.” Each folder shows manage 
ment how to get the jump on pos 
sible payroll problems by incorporat 
ing the latest simplified machine a 
counting procedures. 

Methods outlined in the new scries 
are claimed to save man-hours, money 
and confusion despite increased hit 
ing Timely short-cuts in payroll 
methods illustrate how defense plants 
may achieve important saving, and 
point management’s way to high speed 
production of uniform payroll records. 

The folders may be obtained by 
writing to Management Controls Di 
vision, Remington Rand Inc., 315 
Fourth Ave., New York 10 


Bingham-Herbrand Appoints 
W. Coast Representative 


Ihe Bingham-Herbrand Corp. of 
Toledo and Fremont, Ohio, and _ its 
subsidiary, The Billings & Spencer 
Co. of Hartford, Conn., have ap 
pointed Dillon Stevens & Co., Los 
Angeles, their sales representative in 
the West Coast and Alaska tor all 
their products 

This firm of manufacturers’ repre- 
sentatives and engineers will cover the 
automotive trade for Herbrand Van 
Chrome Tools, the hardware and 








( 


The New 
ATLAS 
PERFECT 


Car Mover 
SPURS 








PERFECT 
TEMPERED 
STEEL 


PERFECT 
SHARP 
EDGES 


SPURS are the most important element in the per- 
fect operation of Car Movers. ATLAS Perfect 
SPURS can be used—not only on all ATLAS Car 
Movers—but on other makes as well. They are man- 
ufactured to withstand the tremendous strain placed 
on them and can be turned regularly to make use 
of all four edges, thereby giving much longer wear. 
Let us send you all facts on ATLAS Car Movers 
and ATLAS SPURS. We urge users to buy through 
their local distributors 


APPLETON-ATLAS CAR MOVER CORP. 


1421-25 SO. SECOND ST. 
MILWAUKEE 4, WISC. 








The HUOT brill 


No. 72 << 
Huot Drill Index 


JOBBERS, DEALERS! 


Here is an item that can’t miss—A 
drill stand and indexed container 
made in 17 sizes. The HUOT Drill 
Index is a compact, convenient and 
orderly drill index designed and 
priced to sell on sight. 


Write for Literature Today 


[HUOT MFG. CO. | 


551 N. Wheeler St. Paul 4, Minn. 











mill supply trade for Billings Vitalloy 
Yools. ‘They will also handle con- 
tracting for custom forging and stamp- 
ing in the Pacific States. 

Mr. Stevens, who has over thirty 
years experience in sales and manu- 
facturing, was formerly chairman of 
the board of the Plomb Tool Co. 
Currently an officer and director of 
several corporations, he is director of 
the Merchants & Manufacturers 
Assoc. of Southern California. 

Assisting Mr. Stevens in manage 
ment are John Arnett, manager of the 
Los Angeles office, formerly with 
Wright Acronautical Corp. and ac 
tive in sales management work since 
graduating from University of Cali 
fornia, and Mr. A. D. Wood, man 
ager of the San Francisco branch, 
formerly manager of Burdow 
& Co., Los Angeles. 

Additional experienced men _ have 
joined the organization in March to 
expand the sales staff for complete 
coverage of the Western States. By 
special arrangement, D. James Murray 
of Seattle will continue to handle the 
Herbrand Tool line in the Northwest 


sales 


Thompson Chairman 
International Nickel 


Dr. John F’, Thompson, president of 
the International Nickel Co., of Can 
ada, Ltd., was elected to the additional 
office of chairman of the board of 
directors, succeeding the late Robert 
C. Stanley at a recent special meeting 
of the board. 

Dr. Paul D. Merica, executive vice 
president and a director, was elected 
a member of both the executive and 
the advisory committee of — the 
company 





THOMAS G. JUDD has been ap 
pointed advertising manager of the 
Thermoid Co., Trenton, N. J 
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MORE TOOL SALES FOR YOU 
AS PLANT CONSTRUCTION 
AND MAINTENANCE SOARS 


Sell the Greenlee line of 
timesaving tools ...in greater 
demand than ever before 


Here are electricians’ tools designed spe- 
cifically to turn hard, tedious jobs into simple, 
fast ones. Here are tools in big demand... 
talk about them on every call and profit hand- 
somely. 

GREENLEE 
HYDRAULIC 
PIPE AND 
CONDUIT 
BENDERS for 
quick, easy on- 
the-job bend- 
ing of pipe and 
conduit. With 
a Greenlee one 
man in but 
minutes makes 
smooth, pfe- 
cise bendalin 
pipe up to §’, 
rigid and thin- 
wall conduit, 
tubing, bus- 
bars 


CONDUIT and PIPE BENDERS Owners report 
as high as 79% 
savings in man hours . , . and the cost of many 
manufactured bends and fittings is entirely 
eliminated. Compact, portable, casy to set @ 

and operate exactly when and where want 
In timesavings alone the Greenlee often pays 


for itself on the first job. 


GREENLEE HAND 
BENDERS for quickly 
making small radius bends 
in ooadl copper, brass and 
aluminum a 
or pipe. Especially de- 
prin val Bie nes bends 
up to 180° for sharp nooks 
and corners. Several types 
and sizes 


HAND BENDERS 


GREENLEE KNOCKOUT 
PUNCHES AND CUTTERS 
for making smooth openings 
up to 434” in 1% minutes Or 
less in metal, hard rubber @r 
bakelite. Simply operated — 
turned with an ordinary 
wrench. Eliminate tedious 
drilling and filing. Another big 
timesaver, too, is the Greenlee 
HydraRam Knockout Punch 
Driver, a powerful portable 
hydraulic tool which drives 
Greenlee Knockout Punches 
through 10-gauge metal in a jiffy to make 
openings for 1%” to 4” conduit 

OTA4ER GREENLEE TIMESAVING 
TOOLS: Hydraulic Pipe Pushers; Electricians’ 
Auger Bits; Bell Hangers’ Drills; Bit Exten- 
sions ; Expansive Bits; Joist Borers; Spiral Screw 
Drivers; Automatic Push Drills and many others. 


KNOCKOUT 
PUNCHES 


= 
GREENLEE 


Write today for sales facts, descriptive literature and 
salesmen's catalog pages on the Greenlee Line. 
Greenlee Tool Co., 1925 Herbert Ave., Rockford, Ill. 
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@ Alligator V-Belt Fasteners and open-end (long 
length) V-belting in rolls will enable you to make F. S. CORNEL 


L, former manager of 
up multiple V-belt drives for a wide variety of | A. O. Smith’s plant at Kankakee, IIl., 
applications. 


; ” , was appointed group executive for three 

Available for B, C and D sizes of V-belting. other divisions of the company. 

Not to be used for repairing endless cord V-belts. : 

Bulletin V-211 will give you complete details. 
A copy mailed on request. 

Order from your supply house 
FLEXIBLE STEEL LACING COMPANY 
4633 Lexington St., Chicago 44, Illinois 


Also sole manufacturers of Alligator Stee! Belt tect. for flat 
conveyor and transmission belts and FLEXCO Belt Fasteners 
and Rip Plates for fast g and g conveyor belts. 








Pp 


The WEAN. Lene 


for MILL SUPPLY HOUSES 





C. R. RIGBY has been named group 
COMPLETE, executive in charge of the A. O. Smith 


FAST-SELLING Corp. plant at Houston, Texas. He was 


formerly an executive at Milwaukee. 
ADDRESSING- 
| Rockwell Manufacturing 
SHIPPING tur 
Organizes New Division 
EQUIPMENT 





The organization of a separate di- 
vision to fabricate armor plate at the 
A dependable, well- Freeport, I]l., plant of Rockwell Mfg. 
=a established name for Co., is expected to be completed 
Exclusive Automat rriage— easy, profitable sales. within three months. 
yy ee np i at edema The armor plate fabrication will 

4 seak-proof construc . , 
tion — replaceable occupy several of the existing build- 

HANDY ANGLE FOUN- tips. P - r 
TAIN STENCIL BRUSH. axa tein whee: da ings at the company’s Arcade plant in 
SS a a = a oa Freeport, and will operate as the Free- 
fj} port Div., independently of the 

Arcade Div. 

® | Terrirories The new division will employ ap- 
io gummed ¢ — ¢ OPEN proximately 300 people. General 


n % sec y Write today for manager will be C. C. Shenkle, former 
ond Complete details 


general manager of the Rockwell’s 
‘AL Materials ‘Handling Eipesition. Pittsburgh- DuBois Div. He will be 
- STENCIL MACHINE CO. succeeded at DuBois by William T. 
“146 IOWA AVE. BELLEVILLE, ILL. Kieh], former assistant general man- 
ager. 
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THE MEN YOU SELL 
WILL RECOGNIZE THIS PICTURE 


BaF CE Rate aa rg OB. Yet 


Socket Head Hexagon Head Flat Head Fillister Head 
Cap Screw Cap Screw Cap Screw Cap Screw 





K. W. Atkins 


Headless Dog Point 
Set Screw Set Screw 





Hexagon Keys 
and Key Kits 


Flat Head Socket Pipe Plug Stripper Bolt 
Socket Cap Screw 


de 


Semi-Finished Nut Semi-Finished 
Castellated Nut 














Ray F. Ellis 

The men you sell use the same care in buying 
for replacement as those who buy for original equip- 
ment. They know Chicago “Safety Plus” Screw pro- 
ducts for their uniform high quality, their strength, 
accuracy and clean, true threads. They know “Safety 
Plus” Screws mean lower production costs, fewer re- 
jects, neater, sturdier construction, and tighter hold- 
ing power “originally”. Yes, you’ll find greater profit 
in stocking and selling Chicago “Safety Plus’ pro- 
ducts for service—for quality—for protection—for ac- 
ceptance—it’s the line for replacement AND original 
assembly in ALL fields of manufacture. 


Chicago “Safety Plus” products can be your 
“leader”—-it’s the recognized quality line—use it 
to get a re-stocking order on EVERY CALL. 


REMEMBER—our merchandising 

y policy is based on complete coopera- 

tion with the distributor. Ask for 

reLe) interesting, full details. 
Tie CHICA NY 

ny F . 7 SCREW co . Hexagon Head Cap Screws, Steel and Brass © Square 
Four Appointments In 2703 WASHINGT a Head and Headless Cup Point Set Screws @ Semi-Finished 
' Ls . 2 oop, : Hexagon Nuts, Steel and Brass @ Hexagon Castellated 
Atkins Sales Force BELLW 1872 Nuts ¢ Fillister and Flat Head Cap Screws © Taper Pins e 
7 Established Milled Studs © Socket Head Cap Screws @ Socket Set 
K. W Atkins. vice president and Screws @ Socket Pipe “5 © Stripper Bolts or Shoulder 


. : ‘ . Screws @ Square Head Dog Point Set Screws ® Keys, 
director of sales of E. C. Atkins & Assortments and Kits. . . 
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WEINBERG & McKEE | 
Compiled Catalog 


VJ ~ 


HAVE THESE MODERN FEATURES: 


EcecTRic 700k CO. 


| <p> caTaioe 0.49° 
® 
ml 10S ANGELES 11, CALIFORNIA 


Action illustrations demonstrate the use 
of many products. 


Nationally Advertised Lines are tied 

; u 
with Manufacturers advertising b ‘ 
of their trade-marks. 7 


H. Waddle 


Co., recently announced the follow- 
ing appointments in the company’s 
sales organization: 

Ray F. Ellis, assistant director of 
sales, Augustus Vogel, general ‘sales 


manager of the industrial div.; H. 
Waddle, formerly manager of the 
New Orleans branch is now general 
sales manager of the Mill Division; 
and A. L. Martinson is general sales 
manager of the hardware division. 


600 West Jackson Bivd., 


WILTON 


Defense Procurement 
Managers Named 





A manager and assistant manager 
of defense procurements have been 
named by Worthington Pump & Ma- 
chinery Corp., Harrison, N. J., ac- 
cording to J. J. Summersby, vice 
president in charge of purchasing 

F. C. Winter, manager of stores for 
Worthington Harrison Works, will 
also act as the corporation’s manager 
of defense procurement, dividing his 
time between Harrison and the com 
pany’s office 

C. W. Camp, electrical engineer in 
Worthington’s sales department, has 
been named assistant corporation man 
ager of defense procurement, with 
headquarters in Harrison. 








Link-Belt Distributes 
New Catalog 


Link-Belt Co., Chicago, Ill., has 
begun distribution of its new eight-lb., 
1,296-page catalog. Copies of the 
book, which has been three years in 
preparation, are being distributed to 
industrial and engineering firms, cn- 
gineering schools, and libraries. 

It contains 1,673 tables and charts 
of basic data that greatly simplify the 
problems of designing conveyor sys- 
tems, mechanical power transmission 
and varied types of processing ma- 
chinery. 


Wilton Combination Bench and Pipe Vises enjoy unusual patronage by vise experts because 
ot their improved design, extra strength and depth. Their attractive eye appeal quickly 
turns reluctant buyers into actual sales. 


WILTON TOOL MFG. CO., 925-D Wrightwood Ave., Chicago 14 


S$ E $ 
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Don S. Grove 


Chicago Wheel & Mfg. Co. 
Represented in Pittsburgh 
Chicago Wheel & Mfg. Co., Chi 


cago, Ill., is to be represented in the 
Pittsburgh area by the Don S. Grove 
Co., Pittsburgh, Pa. 

Members of the Grove organization 
include Donald S$. Grove, A. S. 
Greene, Robert Charlton, Alex Gip 
son, George Kurtz, Jr., and Edward 
Rankin. 

[he company will provide service 
to mill supply distributors on Chicago 
Wheel & Mfg. Co. mounted wheel, 
grinding wheel and Handee grinder 
products that heretofore has not been 
available. 


Philips Hardware 
Plans Expansion 


Philips Hardware & Supply Co., 
Columbus, Ga., has started an expan 
sion program which will add approxi- 
mately 2,000 sq. ft of warehouse 
space. A new building will be con 
structed adjacent to the present one. 

A new type of pipe platform will be 
constructed so that pipe can be han- 
dled directly from the railroad car 
by an overhead electric hoist. ‘This 
will cut the present handling time 
to one-fifth. A new railroad siding 
also will be constructed. 

Che shipping and receiving depart 
ments will be located in the new 
building. The move will provide addi 
tional space for sales, display and stor 
age facilities. 

Future plans include an entire new 
building which will consolidate all op 
erations. It will be one of the most 
modern in the industry and will in 
clude the latest technical advance- 


LPP PIPE EDs 


EXTENDED HAND WHEEL 


eeeeeeveveeee eee eeeee eee 


Where it is desirable to 
have the hand wheel at a 
distance from the hoist 
itself—for handling hot 
materials or large and 
bulky loads—it is possi- 
ble to readily convert the 
standard Chester Spur 
Geared Hoist to this type. 


LOW HEAD ROOM HOIST 


For existing structures 
with low head room, or 
for reducing costs of new 
construction by permit- 
ting lower ceilings, this 
low head room trolley 
hoist may solve the prob- 
lem. Fast service availa- 
ble on these and other 
types, in sizes from 11% 
to 24 tons. 


Write for complete catalog giving in- 
formation on hoist capacities, prices, 
reach, chain pull, test loads, etc. 


CHESTER HOIST DIVISION 


ments in sales and materials handling THE NATIONAL SCREW & MFG. CO., LISBON, OHIO 


technique. 1D 


In the revamped warehouse, all s - mate ra aa we 
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GREATER SECURITY 
FASTEN FAST WITH 
CLARK FASTENERS 


They work easy .. . hold 
fast and firm with a de- 
pendability that has been 
characteristic of CLARK 
FASTENERS for almost a 
Century. 





ve does what no 


other tool can do! 


AT LAST! AN OPEN-END 

RATCHET WRENCH —the 

world’s first true universal wrench. 

A patented design for connections 

on tubing, rods, piping, conduit, 

studs, etc. Sixty-four socket sizes makers of 
from 36” to 4”. Smallest effectiv: advanced tools 
ratcheting arc yet—5° to 742°. for industry 
TAC will also do every job any 

ordinary ratchet wrench will do: 

one TAC set replaces literally doz- 

ens of single-purpose hand tools. 


TUBING APPLIANCE CO. 
7112 South Victoria + 10321 Anza Ave. + Los Angeles, Calif 
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TRI-SAW 


PORTABLE POWER HACKSAW 


Cuts most anything . . . 
anywhere ... wood, sheet 
and heavy metal, pipe, 
nails, etc. 


Makes any cutting job easy... quick 
-.. economical 

Fits any heavy duty 1/4” or 5/16” drill 
Cuts directly into floors and walls 
without starting hole 

Completely replaceable highspeed 
bearings 

1-shot lubrication 

Balanced pistol grip design 

No side torque or spin 


DISTRIBUTORS WANTED 
Profitable possibilities for aggressive 
distributors. Write today for details. 


TRI-SAW CORPORATION 


6611 Clayton Road + St. Lovis 17, Missouri 








W. A. WHITNEY 
RIVETING 
and 


SETTING 


HAMMERS 


Riveting Hammer 12 oz. 


@ One piece head and handle 
prevents breakage and splintering 
@ Perfect Balance @ Leather Grip 
—CAN’T LOOSEN @ Sheet Metal 
Edje cannot damage the handle 
neck @ Black or polished @ Stock 
these and other W. A. Whitney 
Products for good returns. 


Setting Hammer 18 oz. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 











stock will be pallet stored so that it 
can be moved by fork lift truck. 

[he company is replacing all 
“squawk” boxes in all departments 
with the latest type of Bell System 
inter-ofice communication. 
eliminate the central PBX  switch- 
board and make for better commu- 
nication. 

Another improvement now under- 
way is the installation of a complete 
printing 


heads and office and salesmen mem- 
orandums. The plant will enable the 


company to get price changes out to | 
salesmen and customers quickly and | 
saving on | 


allow a_ substantial 
expense. 


will 
printing 


In line with these improvements, 
the company is installing complete | 
automatic office equipment to speed | 


clerical work. 


Independent Pneumatic 
Elects Faverty A V. P. 


Robert G. Faverty, managing di- 
rector of Armstrong Whitworth & 
Co., Pneumatic Tools, Ltd., Thor 
subsidiary im Newcastle-On-Tyne, 
England, was elected a vice president 
of Independent Pneumatic Tool Co., 
at the annual meeting of the board of 
directors held recently. 

Mr. Faverty, who assumed his 
present position as the head of the 
England subsidiary in February, was 
formerly manager of the Thor Chi- 
cago and Detroit branches. He has 
been in the company’s sales division 
since 1929, when he started as a serv- 
ice engineer 





EX-ARMY BASE patrolman, C. W. 
Holland, has been with C. E. Thurston 
& Sons, Norfolk, Va., for more than 
four years now. He is store manager. 


This will | 


plant so that the company | 
can print its own catalogues, letter- | 


with 
PEORIA 
CHAIN 


A sensible factory sales policy protects you when you sell PEORIA 


CHAIN. Keep your customers . . 


; DETACHABLE CHAIN 


PINTLE. CHAIN 


. and keep them happy by stocking 
high quality PEORIA CHAIN.. 


-a complete line of every size 
malleable iron chain. Order now or write for free catalog. 


PINTLE CHAIN 


ROLLER TOP 
TRANSFER CHAIN 


ELEVATOR 
BUCKETS 


H CLASS 
DRIVE CHAIN 


H CLASS 


REFUSE CHAIN 


ROOF-TOP 
TRANSFER CHAIN 


Cc CLASS 
“COMBINATION” 
CHAIN 


PEORIA ‘MALLEABLE CASTINGS CO. 


FT. OF ALEXANDER ST., 


PEORIA, 


ILLINOIS 


CHAIN MAKERS FOR OVER 30 YEARS 
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NEW SALES! 
NEW PROFITS! 


When You Sell 
TF ler Bandsaw 
Machines 


®@ With Tyler Spyral 
blade and special roller 
guides, sow will cut in 
any direction without 
turning work. Simply 
move work in desired 
direction. Tyler band 
sows ore provided with 
mproved flat blade 
guides adjustable from 
any direction 


© Extra rigid 162" x 
17” box type, precision 
ground cast iron work 
table. Tilts 45 degrees 
right, 5 degrees left 


© 15” bandsaw with 
Spyral blade cuts to 
center of work piece 
91," in width, any 
length. With conven 
tional flat blade cuts to 


Check these 
features! 


They make selling 
easier for you, in- 
sure satisfied cus- 
fomers. 


®@® Models available & 


to provide infinite 
speeds from 80 to 
5000 F.P.M. No belts 
to change, no gears 
to shift, Change 
speeds by simply 

turning 


3 hond 
, cronk 


®@ Pivot point of up 
per band wheel lo- 
cated at top center 
of wheel insuring per- 
fect blade alignment 
Vernier screw pro 
vides hairline adjust- 
ment 


ti 
‘] 
uy . » 
Upper band wheel 
pivots about pomt 
at top center of 
wheel. On all other 
bandsaws upper 
wheel pivot poimt 
is located near aris 
and in back of 
tends to 
top side of 
wheel in or out as 
shown in illustra- 
tron 


center of work piece 
291." in diameter 


® Eye level indicator 
gives blade speed in 
feet-per-minute 


® Bandsaw mounted on 
ntegrally cast base for 
maximum strength and 
rigidity 


®@ Entire upper bond 
wheel assembly 
mounted on rigid steel 
tube, adjustable ver 
tically 4” to provide 8” 
blade take-up 


James G. Sisson 


E. E. Warner 


Wren your customer 
needs a special sheave 
—one with flywheel 
effect or offset hub or, 
in fact, any type of 
round casting used for 
power transmission, 
you can give extra serv- 
ice and make a big 
profit by sending spec- 
ifications and rough 
sketch to Pyott. Diam- 
eter casting range is 
from 2” to 144” and in 
practically any desired 
hub, spoke, face width 
or rim design—practi- 
cally all made from 
stock pattern equip- 
ment. 


STANDARD 


ELEVATOR 
SHEAVE 


\WESSSSRRR EY) 


CABLE DRUM 


SHEAVES 


Renee delivery of 


your stock require- 


ments in fixed bore 
and interchangeable 
hub types of sheaves is 
one reason why more 
and more distributors 
rely on Pyott. A few 
franchises in selected 
territories are avail- 


able. Why not write 
for our interesting plan 
today. Pyott has inter- 
changeable stock flat 
belt pulleys. 


Backed by top quality material and work- 
monship these features of unique design 
make a team that’s hard to beat. 

Write today for details on the Tyler bandsaw 
machine and the Tyler Spyral blade, the biade 
thot sows in any direction. Sows ‘most anything, 
including rubber, plastic, tubing, steel, lead 
and balsa. Tyler Spyral blades fit any hack- 
saw frame with Tyler adopters ond Spyral 
blades fit most coping sows. 


FIXED BORE 
SHEAVE | 


- 
JOBBERS ! Some sales areas are still avail Cc. B. MeMillan 
able. Act today! Wire or write for details 
Tyler products will make you money! 


© Fyler 


MANUFACTURING CO. INC., Inglewood, Calif. ; bi 


Two Starrett 
Officials Retire 


\. H. Starrett, president of The 
S. Starrett Co., Athol, Mass., an- 


FOUNDRY & 


MACHINE CO. 
310 N. Sangamon St., Chicago 7, Illinois 


Western sales: Tyler Spyral Saw Co., ‘ siienan ‘ . . 
1005 W. Arbor Vitoe, Inglewood, Calif. n yunced the retirement of James G. 
. : Sisson, experimental engineer, and 
Eastern sales: Marlie Trading, Inc., EE. W ie | > acount 
60 Beaver St, New York 4, N.Y. Varner, purchasing agent. 
Mr. Sisson, completing 56 years 
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of service, began with the company 
in 1895, and trom 1912 to 1932 su- 
pervised operations on precision ver- 
nier types of tools. Until his retire- 
ment, Mr. Sisson served as experi- 
mental engineer in the Starrett dial 
gage division. He is well known for 
his work in standardization on the 
American Gage Design Committee. 

Mr. Warner, has served as purchas 
ing agent since 1929 and previous to 
that was head of the special order 
department. He has been active in 
the New England Purchasing Agents 
Association 

Mr. C. B. McMillan, previously 
issistant purchasing agent, assumes the 
duties of purchasing agent. 


Grand Rapids, Houston, 
Regional Cost Conference 


New applications of industrial ac- 
counting techniques to fit the chang- 
ing requirements of industry dictated 
by the demands of an enlarged defense 
economy, were features at regional 
cost conferences conducted Ly the Na- 
tional Association of Cost Account 
ants in Grand Rapids and Houston. 

Topics for discussion at the Grand 
Rapids Conference included “The 
Need for Agreement on a Uniform Ba- 
sis of Inventory Valuation;” “The Na 
ture and Extent of Supplementary La 
bor Costs;” “Costs and Government 
Contracts;” and “Costs and Controlled 
Prices.” There was also a panel discus 
sion on accounting for supplementary 
labor costs 

The Houston Conference program 
has as its theme, “Tailoring Cost Ac- 
Counting Procedures to Fit Industry’s 
Needs.” Among the subjects covered 
ire “Standard Costs for a Petroleum 
Refinery;” ‘Processing Costs in a 
Chemical Operation;” “Simplified 
Manufacturing Job Costs for the Oil 
Tool Industry;” and, “Adapting Cost 
Methods to the needs of Accounting.” 


Columbus Iron Works 
Buys Eight New Trucks 


Columbus Iron Works: industrial 
division, Columbus, Ga., has pu 
chased a new fleet of eight trucks to 
replace older ones which haye been 
in service for some years. 

I'he company has expanded its staff 
to include a priority clerk to handle 
defense orders, and also plans to add 
to its sales force. 

Robert Fouche has returned to the 
company as a counter salesman. Dick 
French has been added to the coun 
ter sales force and Bill Romeo is also 
en counter sales, having been trans 
ferred from the receiving desk. 
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CARTRIDGE -OPERATED 





VAPORIZING Liquid 
all-purpose extinguishers 
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1 at, (large itius 


World's best 
Sate on electrical 
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| vol and automatic fire-fighting systems. 
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And other extinguishers. 


There's @ 
for Every Fire Ha 
re 


MPANY 
PYRENE MANUFACTURING COMP)TT 


IF vim 581 Belmont Aven ¢-0-Two Fire Equipment Co. 


Affiliated with 





Tee ee oo v 


‘A BOOST FOR JOBBERS 


Pyrene believes in distributing through jobbers—and tells the world about it. 
Advertisements like this appear regularly in Business Week and a 
long list of industrial and trade publications. Count on Pyrene for 
the kind of product and the kind of merchandising help that 
make sales. Mention Pyrene on every call. If pays! 


| | y fi Waiver taaneent nell N 
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You Can't Miss! 





Everywhere you turn, there's a 
prospect for a new ‘Budgit’ Chain 
Block. Little plants, big plants, service 
depots, machine shops — all need the 
hoist that keeps production out of 
a jam. 


Why? Because this new chain block is 
easy on muscles, tough on delays. It 
combines lightweight portability with 
strength and lifting power found in 
no other hoist in the same class. One 
man can easily lift, carry, hang up 
and operate the ‘Budgit’ Chain Block. 
No waiting for help. No heavy strain- 
ing to get from job to job. Time, 
effort and money are saved wherever 
it is used. 


With defense needs taking over in 
big business and little business, your 
selling opportunity is multiplying fast. 
So — wherever you go — talk about 
the new aluminum alloy ‘Budgit’ Chain 
Block, the hoist that gets things done 
in a hurry. Bulletin No. 398 contains 
all the facts prospects want to know. 
Put it to work — you can't miss! 


CHAIN BLOCKS 


MAXWELL 


MANNING,MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 


Builders of “Shaw-Box"’ 


ican’ 
Instruments 


238 


Cranes, ‘Budgit’ and 
Load Lifter’ Hoists and other lifting specialties 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves 
Consolidated’ Safety and Relief Valves, "Amer 
Industrial and ‘Microsen’ Electrical 


PRODUCTION EQUIPMENT | is 
checked at Industrial Engineering 
Equipment Co., Davenport, Ia., by 
Clarence Hanssen and H. W. Peder 
son 





Link-Belt Appoints 
Birmingham Manager 


Link-Belt Co., Chicago, IIl., has ap- 
pointed Harry G. Anderson, former 
district sales engineer at Milwaukee, 
Wis., district manager at Birmingham, 
Ala. 

Mr. Anderson started his Link-Belt 
career in 1937 at the company’s Persh- 
ing Rd. plant in Chicago, where he 
served in various capacities in the engi- 
neering department and Chicago Dis- 
trict sales. 

Mr. Anderson succeeds J. T. Bell, 
Jr., who has been called back into the 
service of the U. S. Army, Corps of 
Engineers. 





Harry G. Anderson 
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Bring am back 








_B-RIGHT-ON 


Nu-Process Quality 


SOCKET SCREW PRODUCTS 


When you fill socket 
screw orders with 
B-Right-On products, 
‘ou’re building repeat 
usiness. B-Right-On 
Socket Screws are now 
better than ever. Cou- 
pled to famous “Uni- 
Quality” (every screw 
exactly the same — 
highest quality) are 
additional _ strength 
and hardness. Made 
possible by an entirely 
new metal - working 
process, selected alloy 
steels are formed into 
screws with continu- 
ous unbroken fibers 
and fine, compact 
grain. 


ntcnaie 
. Ae ekeeknaekee see ec QD 


A consistently improved product 
makes the B-Right-On line tops with 
careful buyers . . . brings them back 
for more. Brighton service backs you 
up... helps you keep these contented 
customers 


A dealer franchise may be 
available in your territory. 
Write for full details. 


Ze 


BRIGHTON 


Screw & Manufacturing Co. 
1827 Reading Rd. 
Cincinnati 2, Ohio 








Frank M. Archer 


Lilley Succeeds Archer 
At Superior-Sterling Co. 


Frank M. Archer, a veteran of 46 
years service with the Superior-Sterling 
Co., Bluefield, W. Va., has resigned 
his duties as president and treasurer, 
and has been made chairman of the 
board of directors of the firm. 

C. E. Lilley, new president, was 
vice president and manager, and will 
continue in the latter capacity. He 
has been with the company for 36 
years. Other promotions include those 
of C. F. Brooks and J. T. Harvey, both 
of whom have been made vice presi- 
dents. 


MORNING COFFEE is enjoyed by 
employees of W. S. Nott Co., Minne- 
apolis, in their new lounge. Until re- 
cently they had to wade through snow 
for refreshments 


WHAT DO YOUR CUSTOMERS WANT 
MOST IN HACK SAW BLADES? 


ov 
~ one: YparPn 
sin? (aes © 
= no Me 8° 
wor rer 


G.W. GRIFFIN CO. 


General Sales Agent 


JOHN H. GRAHAM & CO., Inc. * 105 Duane St., New York 8, N. Y. 
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When Purchasing Rope— 


a 
_ 
ite es ae eaee a wee 


sere 
- pore. a“ 


LET THE 
BLUE 
& 
YELLOW 
MARKER 
BE YOUR 
GUIDE 


Found on the outside of 
5g” diameter and larger 
sizes and on the inside 
of all smaller sizes 


THE EDWIN H. FITLER CO. 
PHILADELPHIA, PA. 
Sold by Dealers Everywhere 














World-wide recognition for 
outstanding line of 


smc byte big names 
for the TOUGH JOBS! 


(x mmmeAPOLs HONEYWELL 


Important 
news to 


DISTRIBUTORS 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 
users throughout the world, 
and an aggressive hard-hitting 
sales promotion campaign is 
telling the story to a 
quarter of a million key 
_ men in industry each 
s month. 


_HEXACON ELECTRIC sre 


AY AVE. RC LE PARK NEW 
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R. A. Hummert 


Porter-Cable Machine Co. 
Appoints Sales Executives 


Porter-Cable Machine Co., Svyra 
cuse, N. Y., has appointed R. A. Hum 
mert Central sales manager and J. J 
Diamond, Western sales manager 

lor the past two years Mr. Hum 
mert served as Western sales manage: 
for the company. Prior to that, he 
was district sales representative in 
Northern California. He will have 
offices in Porter-Cable’s sales and serv- 
ice branch, in Chicago. 

Mr. Diamond became 
with the grinder 
Cable five vears ago 
and 1947 he 
the western 


associated 
division of Porter 
During 1946 
traveled extensively in 
states with the grinder 
clini He subsequently became as 
sistant to the sales manager at Svyra 
For the past two years he has 
served as district sales representative 
in the central New York area. He will 
be located in San Francisco 


cuse 


J. J. Diamond 





FIRST SHOVELFUL of earth for 
Worthington Pump & Machinery 
Corp.'s planned plant at Succasuna, 
N. J., is turned up by C. E. Wilson, 
vice president of sales. Watching him 
are E. J. Schwanhausser, executive vice 
president E. J. Tribble, works manager, 
ind R. C. Tierney. 








Perkins, Bassett & Wright, 
Sponsor Industrial Clinic 


Nearly 100 representatives of North- | 
ern New England industry attended a | 
meeting sponsored recently by Per- 
kins, Basset & Wright, Inc., Keene, 
N. H. 

A clinic on abrasive problems was 
conducted by Frank Machleit, New 
England sales manager of The Car- 
borundum Co., Niagara Falls, N. Y., 
with a group of engineers and spe- 
cialty men from the company. 

Members of the two groups at- 
tended a dinner prior to the clinic, 
which was followed by a_ buffet 
luncheon. 





Flexible, Type “B”—for service as connecting link between shafts in 
industrial applications. Accurately machined for balance and coated 
for rust resistance. Maximum uniform bearing pressures with disc. 
Disc—of laminated fabric, neoprene-impregnated—withstands oil, 
grease, water, steam and high operating temperatures. Complete 
insulation between shafts, no metal-to-metal contact and no projecting 
parts—make it a SAFE coupling. 

Keyless Compression—Holds shafts in accurate alignment and, with- 
out keys, transmits power through a compressible sleeve which grips 
shafts by friction. 

Ribbed Type—Keyed—An exceptionally strong coupling of correct 
design, with ample metal properly distributed, making it suitable for 
very severe service. 

Flange Type—Designed to provide rigid, true running connections 
between shafts for ordinary lineshaft service. This type of coupling 
is supptied bored for a force fit and must be pressed on the shaft 
ends under heavy pressure. 


Write for detailed information. 


T. B. WOOD’S SONS COMPANY 


STACK OF ORDERS is plowed CHAMBERSBURG, PA. 


through at Rickert Industrial Supply Branches: Boston, Mass., Newark, N. J., Dallas, Tex., Cleveland, O. 
Co., Milwaukee, by Sari Czarniak 
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Safe, easy take-up feature of the 
CANTON TENSION PULL 


LOAD BINDER 


makes it a tool of many uses! 


GUARANTEED 
against breaking or spreading 


1, So easy to pick up slack and bind a load 
in one simple operation. So handy to tighten 
a shifting load 
2 Clevis design and extra heavy duty alloy con- 
struction positively eliminates spread or release in any 
way while in operation. Drop forged hooks give sure 
grip on chain, 360° swivel action 
3. Each loader factory tested, then guaranteed for 
rated capacities as specified 


and the continuous action makes it a versatile 
tool in steel, lumber, machinery hauling, logging, 
oil fields, and riggers. Additional uses—moving 
heavy objects, opening box car doors, fence 
stretching, etc. 
PROVEN A GREAT SUCCESS UNDER ACTUAL FIELD CON- 
DITIONS, CANTON hemes? 3 LOAD 


BINDERS ARE 
CANCAPS =x yenaer 4000 0 10. 35,000 LB. CAPACT. 
PROTECTORS 


ete te LISTING FROM $2.80 TO 
KEEP se 4 RAIN, oe 


Ralph N. Hillner 


| H. M. Harper Co. Makes 
Hillner Sales Manager 


The H. M. Harper Co., Morton 
Grove, Ill., has appointed Ralph N. 
Hillner central district sales manager. 

Mr. Hillner joined Harper in 1946 
and was manager of the St. Louis 
office until his new appointment. He 





M (°) P 

3 SIZES TO FEATURE ALSO AVAILABLE. 

ALL Se gus PIPES 
FROM 1% TO 4% 

EASY TO National distribution through 

INSTALL jobbers and industrial suppliers 

NO BUSHINGS now being established. Write 


for complete information, prices. 
OR FITTINGS PROMPT DELIVERY 


#2 my arg! san — CANTON CAST 


will supervise nine regional offices 
with headquarters in Morton Grove. 


#3 CANCAP—fits all exhaust — 
rom 2%” to 3% + $2.25 e 

#4 CANCA exhaust open 
from 3%” to 4%” - $2.75 ea. 


PRODUCTS CO. 
2300 13th St. N.E., Canton, O. 





Evans Sales Manager 
Of The Wyeth-Scott Co. 


W. E. Evans was recently appointed 
sales manager of The Ww yeth-Scott 
Co., Newark, Ohio, succeeding J. W. 
Brown, who has been called back into 
the armed services. 

Mr. Evans was for same time a fac- 
tory representative of the company, 
prior to which he was in Chamber of 
Commerce work. He has had extensive 
| experience in sales promotion, sales 
| personnel and #ales training work. 








For Safety's Sake . . . SELL 
DAYTON SAFETY LADDERS 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 








Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 





A FEW CHOICE TERRITORIES ARE STILL 
OPEN. 





WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 








Gtnae D Seek te 10 fort, be helg! 
a een S te oe. beandara 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. CINCINNATI, OHIO 
In Canada—Safety Supply Company—Toronto 


TWO ARTS, Art Blessington, sales- 

man, and Art Soulen, sales manager 

of the K. J. Papke Co., Inc., Milwau- 
kee, chuckle over new joke. 
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KLEINS 


RALPH D. WAY is one of the main- 
stays of the inside force at Onondaga 
Supply Co., Syracuse, N. ¥ 


Goodrich Appoints THE PLIERS 


Scott General Manager 


Robert D. Scott, Jr., plant manager Good Work 
of the polyvinal chloride resin plant men 
at Louisville, Ky., has been appointed 
yeneral manager of production for all 
re the B. F. Ghodrich Chemical PREFER 
Co. has announced. John L. Nelson, ‘ 
former production manager at Louis- 


ville, will succeed Scott as plant man- 
ager. 











Good workmen know that the quality of the work they do 
depends in no small measure upon the quality of the tools 
David L. Matthews has been ap- they use. Kleins were made for men who know and appre- 
pointed plant manager of the Avon 
Lake, Ohio, general chemicals plant : ates. 
of B. F. Goodrich Chemical Co. He —the most careful tempering throughout—the individual 
joined Goodrich in 1940, first as a testing and inspection of every pair—the carefully honed 
maintenance, engineer at the Akron kniyes—all add upto pliersthat last longer, do the job better. 
plant, then moving to Louisville, Ky., 
and finally to the Avon Lake plant as : ’ : ‘ 
project.engineer. sizes to suit every job,;,Be sure you have a represéntative 
- selection of these famous: tools in stock to care for your 


customers who appreciate and want the best in pliers. 
- 


New Goodrich Plant Manager 


ciate the finest in pliers. The highest quality drop forgings 


Klein Pliers are made in a wide variety of styles and 





Distributed Through Jobbers 
Foreign Distributor: International Standard Electric Corp., 
New York 


The Klein Pocket Tool Guide 
shows the many sizes and types of 
Klein Pliers and contains valu- 
able information on other Klein 
products. A copy will be sent with- 
out obligation. 


NEWS from a manufacturer in the 
form of a letter is discussed by L. M. i & Sons 
Dorman, office manager of George J. Chicago, Il, U.S.A. 
Fix Co., Dallas, and George J. Fix, 


3200 mE ® AVENUE CHICAGO 18 ILLINOIS 





Sr., president 
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SPUR GEAR ies | 

SCREW GEAR | 

DIFFERENTIAL e | 
CHAIN 


HOISTS 


EVERY SALE IS PROFITABLE FOR YOU AND YOUR CUSTOMER 


Philadelphia Hoists not only meet industry's needs from 
¥2 to 20 tons capacity but they handle these loads at big 
savings in operating costs. The greater efficiency and 
easier handling of these Timken-Bearing equipped, strong 
Light-Weight hoists make them profitable in the hands 
of your customers. They more than pay their way. And 
because they earn money for their users they make money 
for the Distributors who handle the line. 


Features which help clinch sales include: the special forged 
load sheave mounted on Timken Roller Bearings—solid steel 
forged driving shaft—steel safety hooks attached to special 
analysis steel die-formed electrically welded load chain 
chrome plated for rust resistance and increased life. Models 
include clevis, close headroom, extended handwheel and 
twin hook. 











Send for 


“A copy of Catalog 4-A containing valu- 
able information on the complete line of 
“Philadelphia Hoists”. 


PHILADELPHIA  cuAIN stock & mre. co. | 
Mascher & Norris Sts., Philadelphia 22, Pa. | 








Standard Type 
Drill Sleeve 


COLLIS 


COLLET EQUIPMENT 


COLLIS Taper Products are made by men 
skilled in this particular type of manufacture. 
Our more than 40 years of experience in the 
manufacture of small! tools is at your service 
to help solve your customers’ reaming, drilling, 
or tapping problems. We can give immediate 
lelivery. 


Drill Drift 


——— SS | SH 


THE COLLIS CO. “ow” 











WIPING 
CLOTHS 


© STERILE «© SOFT © DURABLE 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 


THESE INDUSTRIAL WIPING CLOTHS ... 


SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed, and sterilized. . . they are free of hard cuffs, 
collars, and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary. germproof. dustprool 

cartons attractively labeled and stating exact de 

scription of contents. You can build a fine, profitable 
business supplying the right wiping cloth for indi- 

vidual jobs. Get all information now 

on this money-making line which gives 

you repeat business over and over again. 


SANATEX CORP. | : 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 
Manufacturers representatives wanted—some territories open. 








ORANGEVILLE. 
TRUCKS 








‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 


ORANGEVILLE MFG. CO. 


ORANGEVILLE, 6, PENNA. Since 1879 
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THE DISTRIBUTOR’S COMPLETE V-DRIVE LINE 
A SURE ae 
BUSINESS BUILDER 


R. B. Little 


Eaton Appoints Little 
General Sales Manager 


R. B. Little has been appointed 
general sales manager of the Eaton 
Mfg. Co., Reliance Division, Massil- 
lon, Ohio. 

Mr. Little attended Washington- 
Jefferson College, and the Republic 
Steel sales school in 1932, and sub- 
sequently became a member of the 
sales department in the Republic 
Steel Co.’s New York office where he 
served for five years. 

In 1939 he was appointed sales 
manager in charge of the New York 
district territory for the Moltrup Prod- 
ucts Co., following which he joined 
Eaton as a sales representative. 


Industrial Suppliers 
Adds To Sales Staff 


Industrial Suppliers, Inc.,  La- 
Grange, Ga., has added Julian Still 
to its sales staff. Mr. Still will make 
his headquarters at 708 Peachtree St., 
Atlanta, Ga. 

The company has instituted a sys- 
tem of customer order control, show- 
ing monthly and yearly sales totals. 
A copy is sent monthly to salesmen. 








| 
| 
| 
| 


BROWNING STEEL CABLE 
GRIPBELTS 


MORE STRENGTH © LESS STRETCH 
More sales for you 


Much stronger than ordinary 
belts Browning Steel Cable 
Gripbelts will safely carry 
heavier loads with fewer belts. 
They have exceptionally long 
life without loss of power and 
efficiency. Here’s your an- 
swer to increased belt sales. 


The entire Browning V-Drive 
line is packed full of talking 
points. Each item in the line 
will deliver the kind of service 
for your customers that means 
repeat business. Make Brown- 
ing your source of supply. 
You'll find it the line with 
every profit-making advan- 
tage. 


WRITE 











FULL PARTICULARS 
BROWNING MANUFACTURING CO. 


1951 BROWNING DRIVE 
MAYSVILLE, KENTUCKY 


DELIVERIES were the topic of con- 
versation when Jerry Merrill (right), 
U. S. Rubber, called on Dale Clarke, 


Hollis & Co., Houston. SSCOHCHOSSSSOOSHOOOOOOSOOSS 
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NEW tHe Portable 
JEFFERSON “601” 


POWER HACK SAW 


yrtle saw doesa big; job 
on Brass, Aluminum *++ Cuts Steel, 
nd all Metals 


Large variety of uses, 
puts this handy saw in 
BIG DEMAND group! 





Faster metal cutting, portability, | 
accuracy, and ruggedness are just Otto M. Konrath 


CHECK THESE SELLING f a few of the outstanding selling 
FEATURES | points of the new Jefferson “601”. 
' BUILT by a leading hack saw manufac- 
@ Stroke f,* turer, the Jefferson “601” has all the ex- | Lyon Metal Products 


. perience and know-how of efficient saw 3 h 
© Strokes per Minute 150 design ‘Den = It’s small but does a Promotes Otto M. Konrat 


@ Pressure relief . . f} “Heavy Duty” Otto M. Konrath, formerly Eastern 
on return stroke sas on owt ore. -$ sales manager for Lyon Metal Prod- 
@ Capacity to. . . . 3!/2” DISCOUNTS ond DETAILS | ucts, Inc., has been appointed general 
production manager. He will super- 
vise production at both the Aurora, 
Ill, and York, Pa., manufacturing 
wees Mr. Konrath replaces C. T 
2347 UNIVERSITY AVENUE verett, who has resigned. 
ST. PAUL 4, MINNESOTA Leo Tilly, New York district man- 
ager, succeeds Mr. Konrath. Previous 
to his appointment, Mr. Tilly had 
been a salesman in the Chicago dis- 
trict, manager of the Dallas district 


THREE BASIC office, and manager of the New York 
ASSEMBLIES PROVIDE Somes 
VERSATILITY 














PUMP ONLY 
ASSEMBLY 


The “Pump Only” assembly is an 
adaptation designed to readily use 
existing power or operating facilities. 


FLEXIBLE COUPLED 
ASSEMBLY 
Greater flexibility and utility is made pos- 
sible when CMC DUAL PRIME Pumps are 
assembled in a flexible coupled manner. 


CLOSE COUPLED 

ASSEMBLY 
Close coupled construction assures perfect 
pump and motor alignment necessary for 
peak performance under given conditions. 





: Leo Tilly 
CMC innovations, such as improved open thrash type impellers, double 


shaft seals, and the exclusive double jet method of priming guaran- T. Ad k 
tee faster priming and greater capacities. Models range in size from 142 “ to 10°— eague vances Jac son 
capacities up to 240,000 G.P.H. Write today for latest catalog. , ec 








Jackson, former shipping 


clerk of the Teague Hdw. Co., Mont- 
ONSTRUCTION ACHINERY 0'S. Kea gomery, Ala., has replaced W. ‘C. Col- 
WATERLOO, 1OWA, USA. ws " ail quett, now in the Army Air Corps, 

as counter salesman. 
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EASY TO ORDER Complete information available from our 
plant simplifies ordering. De-Sta-Co “Suggested Stock Order 
List’’ makes it easy to maintain and control your inventory. 
Robert J. Stoddard 
Stoddard Vice-President [EAsY FO STOP: pb. cted in durable cartons to take hard 
Of American Hoist knocks in handling and shipping. Distinctively labeled for 
The bused of disuxtons of the Aceer instant identification. Send to customers right in these double- 


ican Hoist & Derrick Co., St. Paul, duty containers . . . just apply mailing label and ship. 

Minn., elected Robert J. Stoddard to 

the position of vice-president of en- ; ‘ 

ginoming | GUEASY 10 SERB Asked for by name . . ."De-Sta-Co”. . 
Mr. Stoddard joined American | a 

Hoist in 1937 as assistant chief engi- | 

neer. He was appointed chief engi- acceptance of well-known products, proven by use in thousands 


neer in 1947, and has been a member f sh _. . PROFITS FOR ! 
of the board of directors since 1950. en ee OR YOU 


because of aggressive advertising in trade papers. This ready 


Doxsey Joins Association DE-STA-CO SHIM STOCK 


Announcement was made by the : hg Steel or Brass, from .00] to .015. Selected max 
executive committee of the American | terials rolled to precision limits, oiled to resist 
Steel Warehouse Assoc., Inc., Cleve- | stain and rust, clean and free from burrs or ragged 
land, that John E. Doxsey has joined . edges. Handy, durable cartons distinctively labeled 
the organization as assistant to the Sheets 6” x 12°, ie Sheet SE. . - ew Sa aie 
president. In this newly-created post, 12 assorted thicknesses .001 to .015 storage without waste or damage to stock. 

Doxsey will specialize in public rela- _— 
tions and publicity for the ee wiiiia niall Pa Se DE-STA-CO FEELER STOCK 
tion. For the past 2-4-years he has aa . , ; 
been with Hill Falher an Cleveland, "on to thickness Demanded by name for years . . . favorite of 
where he has concentrated on in- os ty A > q 4 mechanics and machinists for close tolerance work. 
dustrial publicity and community — Rate cies Si, Se See 
wélabinens. , ; : Available in 12” strips, 42” wide, each identified 
by thickness, in moisture-proof cellophane envelope, 
12 pieces each thickness to box. 25 foot coils packed in 
clear plastic case, each coil identified by thickness every 
foot. 
Other popular, fast-selling products . . . De-Sta-Co Arbor 
Spacers for spacing milling cutters... De-Sta-Co Shims for 
shimming gears and bearings. Preferred by machinists for 
over a generation. 





-_= 


FOR COMPLETE INFORMATION ON THIS PROFIT-BUILDING 
LINE THAT’S EASY TO ORDER, EASY TO STOCK, EASY TO 
SELL, SEND COUPON NOW 


DETROIT STAMPING CO. 
332 MIDLAND + DETROIT 8, MICH. 


NAME 
FATHER AND SON, in this case 
Murray Dunberg and his dad, president COMPANY ........ - we sseaee “ 
A. H. Dunberg, confer before Murray 


Engineering & Supply Co., Passaic, pee __. ZONE STATE 
N. J 


begins his morning calls for Central i Jp ica Sa e -. : : onal J 
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qonrs 


MASONRY DRILLS 


¢ 


VOU". Anything! 


For fast, clean drilling of any and all non-metallic 
materials Willey’s Masonry Drills are your best bet. 


Willey’s Masonry Drills give you greater drilling 
speed. They are quiet, require no coolant, cut clean 
holes without chipping, outlast dozens of old-style drills. A. Ian Brown 
You can use them with a portable electric drill, a hand 
brace or drill press. Use speeds up to 1000 R.P.M. : 
according to the material to be drilled. Easily sharpened A. I. Brown To Represent 


on any standard grinder using a silicon carbide wheel. Boice-Crane In Quebec 


A. Ian Brown of A. G. & A. L. 
Write for Catalog Brown Co., manufacturers’ representa- 
tives of Montreal, Quebec, has been 
appointed by Boice-Crane_ Co., 
ViVi | L L E Y ’ S # AR B | ') . T re) ‘@) L C @) : Toledo, Ohio, as its representative in 
- : the Province of Quebec and the Mari- 
SOLE MAKERS OF WILLEY'S METAL prada eet 
1342 W. Vernor Highway Detroit 1, Michigan Mr. Brown and_ his associates 
specialize in representing U. S. manu- 
facturers of tools and industrial equip- 
ment distributed by machinery, in- 
dustrial supply and major retail hard- 
ware distributors. 

As representative for Boice-Crane 
he will have charge in his territory of 
the distribution of their line of wood- 
working machinery. 


Sizes from 3/16" to 142” 




















ane RUGGED! 


Just as Viking means rugged warriors, so does Viking stand for 
rotary pumps that are rugged. Designed and built for service, 
Viking pumps have proved dependable and long-wearing. 
Note the simple “gear-within-a-gear” construction, with only 
two rugged moving parts and no small, intricate pieces to wear 
and get out of adjustment. You'll then 
; know why Vikings are so famous for 
(bes long, dependable service. 
“esas For information on Viking pumps, 


write today for free Bulletin 51SMM. 


aVi ki } n Pump Company | DRILL SHIPMENT is checked and 
sorted by Paul Barry, receiving clerk, 
c Cedar Falls, lowa : 0. Se 


at Burns Piping Supply Co., Syracuse, 
LY 
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Alex J. Vogl 


Vogl Directs Wilton 
Sales and Advertising 


Alex J. Vogl has been named man- 
ager of sales and advertising for Wil- 
ton Tool Mfg. Co., Chicago. 

A U. S. Navy Air Corps veteran, 
Mr. Vogl holds a B.S.M.E. degree 
from Rose Polytechnic Institute. He 
comes to his Wilton Tool post from 
the advertising and sales promotion 
dept. of General Electric, Schenec- 
tady 


New Credit Manager 
At Federated Metals 


Charles W. Devan recently assumed 
the duties of credit manager for the 
Whiting, Detroit and St. Louis offices 
of Federated Metals Div., American 
Smelting & Refining Co. 

Mr. Devan, who has been with 
Federated Metals for the past ten 
years, formerly held the position of 
credit manager at the company’s San 
Francisco office. 





CATALOG LISTINGS are verified by 
Stephen J. Rabey and Warren Rahn 
of Morgans, Inc., Savannah, Ga. 














AIR-REFINED, AIR-TESTED 
MALLEABLE IRON 


-UNIONS 


... featuring the RECESSED BRASS SEAT 


Help your customers simplify pipe 


Note the plet of the Jeff line . . . straight 
through unions .. . union ells, union tees, flange unions 
, «. all of which are available in male and male-female 
types. Then study the exclusive “Recessed Brass Seat” 
. @ Jefferson feature which provides permanent tight- 
ness, and easy set up ... a true metal-to-metal ma- 
chined seat, fully protected. which imposes no restric- 
tions to free flow ... and you have a few reasons why 
“Jefferson” Unions will definitely help your customers 
simplify pipe jobs and reduce piping maintenance. 





Added to all this is the Jefferson line of unions with all- 
iron ground seats ... and you have another reason for 
the preference of leading distributors for the Jefferson 
line. 


Full details available promptly on request 


ePSON wnion co. 


671 W. 26th St., New York 1 N Y 
9 Green St, L port, NY 
49 Fletcher Av 


*E 
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Every press stroke 
produces another 
part, or completes 
another operation, 
with the new 


BENCHMASTER 
FRICTION ROLL 
FEED! 


5 sizes—from 112" to 9” 
widths. Adaptable for all 


nchmaster 


PUNCH PRESSES 
AND MILLERS 
2952 West Pico Boulevard, Los Angeles 6, California 


with Confidence 


OLD FAITHFUL 
INDUSTRIAL CRAYONS 


Sell the right marker for every need. Only the Old Faithful line is so complete and 
dependable! Includes markers for every surface, from sheerest textiles to white hot 
metal. It is your assurance of customer satisfaction. 


FREE! Industrial Crayon Guide. Developed through years of experience 
to simplify your IDENTIFICATION PROBLEMS. 
Dept. ML-56 


the American Crayon company 
Sandusky, Ohjo New York 
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Robert C. Tierney 


| Worthington Names Tierney 


Robert C. Tierney, formerly co- 
ordinator in the vertical turbine pump 


| division of Worthington Pump & Ma- 
| chinery Corp. at Harrison, N. J., will 


be in charge of the new vertical tur- 
bine plant when it is completed. 


Schaefer Vice-President 
Of American Brake Shoe 


Raymond H. Schaefer was elected 
a vice-president of American Brake 
Shoe Co., at a meeting of the board 
of directors recently, according to an 
announcement by William B. Given, 
Jr., board chairman. 
Mr. Schaefer joined Brake Shoe 
in 1940 as assistant foundry metal- 
lurgist of the company’s American 
Manganese Steel Division. He was 
appointed director of research and- 
development in 1947 and will con- 
tinue in charge of the research 
tivities of the company 


aCe 





I. D. BULLETIN in hand, Eugene 
Brown Jr. of Brown Engineering Co., 
Reading, Pa., gets a quick review of 
the week in Washington. You getting 
yours? 





Kenneth P. Hengesbach 


Swartwout Co. Establishes 
Detroit Sales Office 


The Swartwout Co., manufacturer 
of power plant and industrial venti- 
lating equipment, announces the es- 
tablishment of a new company-oper- 
ated sales office at 836 Michigan Thea- 
tre Bldg. in Detroit. 

Director of power plant equipment 
sales for the new A me which will 
service southeastern Michigan, is Ken- 
neth P. Hengesbach, former power 
plant equipment sales engineer for 
the Swartwout Philadelphia office. 
Mr. Hengesbach, a graduate of the 
University of Detroit, was previously 
with the Molded Specialties Co., Inc., 
and the Independent Pneumatic Tool 
Co., both in Cleveland. 





CHESTER F. DELBRIDGE has been 
named general sales manager of The 
K-G Equipment Co., new name of the 
KG Welding & Cutting Co, New 
York City. 








| 





Western Automatic 
Machine Screw mega gee ann 


Precision Screw Products, Parts and Assemblies Since 1873 
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ADVERTISING 


THIS 


ia 
i 
[Stock ain iF YON 
Made in 5 models WANT a 
with attachments for 
every cleaning job ’ p. 
PORTABLE COMBINATION SELLER 
BLOWER-SUCTION CLEANER WRITE US 
©. B FOR DETAILS 


Favored by 
» machine tool 
: _ builders 


SS 
Ry) SERIES 20 Ss 


REVERSIBLE RATCHET WRENCHES 


These wrenches may be quickly re 
ti celis Me lal-Me tale MOLAR Lal: Male late iis 
hands from hazardous pos 
safety feature, the wrenches 
design, and Ng-wearing, tr 
ro l¥Tolibilss mmaleh {-mumailele | —-mmmaal 1 Series 20 tt 
preferre a wrench 
italog = 60 


j fe) 
we Reversible 


LOWELL WRENCH CO. Fe: 


WORCESTER 8, MASS 








@ A six foot “Zig-Zag” Rule 
plus a 6” brass slide for 
accurate inside measuring. — 

@ Easy-to-read black Gothic 
numerals and markings ——- —] 
graduated in 1é6ths on all — 
edges. 


> 


> 
—— 


@ NEW protective plastic 
Richard I. Hanford coating — 4 times longer 


wearing. 
@ Selected, extra thick sticks 


Iig Announces Five — tough and flexible. Na- 
° e P tural finish with 
Engineering Appointments Green Ends. 


The Ilg Electric Ventilating Co., 
Chicago, Ill., has announced five ap- 
pointments in the engineering depart- 
ment: . Ve : : et 

Richard I. Hanford has been named | ® Concealed joints with in- * 

Ot | dividually tested springs. . 
head of the department. Other ap- | gay socket” action pre- measurin iS 
pointments include L. E. Peterson, vents stretching. oh gemabrcssih uM 
head of the research division; Elmo @ Exacting inspection and Bey eer bs ae 
Larson, in charge of the electrical tests assure top quality. and easier sale 
division; Fred E. Drechsel, in charge A 
of the design division; and James 


O’Brien, head of the information 
division. 


Ducommum Metals ee - you can count on the 
Adds To Warehouse ei a\* \ 
ee | ne No. 227 STANLEY 
ucommum Metals & Supply Co., \\e A ; 


Los Angeles, is building a 66,000 sq. 


\ - + 
ft. addition to its metals warehouse, Extension Rule 


? - 346 “Pull- 
which will increase the company’s ca- et ae Avail- 


pacity to handle metals by about 50 able in 6, 8 or 10 ft. 
percent. An additional 215 ft. has Accurate .. . durable . . . and easy-to-read 
been added to its four warehouse bays. Stanley Rules are easy to sell. In the com- 
é a y 
['wo 5-ton capacity overhead cranes plete line of Stanley Rules there’s a wide 
Ne slr thee eee ee ' assortment of styles, sizes and markings for 
af Pine: e oo industrial need. Powerful national 
now in operation. > . paiva Ge 5 
advertising tells prospects to see YOU, 
their industrial distributor for Stanley rule 
values. Keep a stock on hand, they’re sure 
to sell and satisfy. 





No. 106 “Zig-Zag” 
Rule. All the features 
of No, 227 without 
extension. Durabe 
white finish. 


STA N LEY THE TOOL BOX OF THE WORLD 
SALES PLANS are checked by three [ ] 


officers of Rex Supply Corp., Houston: 
J. W. Madden, president; O. S. Fer- oe SS A. ON 


guson, vice president, and F. D. Klein- HARDWARE + TOOLS - ELECTRIC TOOLS - STEEL STRAPPING + STEEL 
worth, sales manager. 


STANLEY TOOLS ® NEW BRITAIN, CONN, 
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BETTER 
WELDED 
CHAIN 


for every industrial purpose, for 
every essential industry—wherever 
chains are needed, you'll find 
Wesco Chains doing a better job be- 
cause they are better welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 
LOG CABINS 


RAILROAD CHAIN Write for the Wesco Industrial 
Chain Catalog 


WESTERN CHAIN COMPANY 


1819 BELMONT AVENUE e CHICAGO 13, ILLINOIS 








AS PRODUCTION INCREASES 
MORE MORGAN VISES 


| Go into Service 


The greater the production require- 
ments of industry, the greater is 
the need for dependable Morgan 
Vises. Today with production in 
high gear, the time is excellent for 
you to build your vise sales with 
Morgan quality. As you add more 
buyers to your list you add good 
profit to your earnings. Morgan 
Vises are sold only thru authorized 
distributors and we urge users to 
buy thru their local distributor. 


MORGAN VISE COMPANY 


108 N. Jefferson St. Chicago 6, Illinols 


Machinists ® Quick Action 
Bench Continuous 
Combination Screw 


Sheet Metal © Garage Vise 


Workers ® Hinged Pipe 
Woodworking Vise 





SEMI-STEEL 1") ) i & & 
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0. P. Proudfoot 


Cutler-Hammer Appoints 
Proudfoot Cleveland Manager 


O. P. Proudfoot has been appointed 
manager of the Cleveland district sales 
office of Cutler-Hammer, Inc. He 
succeeds the late R. J. Eckstein. 

Mr. Proudfoot joined Cutler-Ham- 
mer in 1928 as a member of the com- 
pany’s student training course. He 
worked for various headquarters de- 
partments, including sales, for the first 
two years, and then was transferred 
to the Pittsburgh sales office. 


Parker Gets Increased 
Boice-Crane Territory 


Samuel F. Parker, Boice-Crane Co. 
representative in Rhode Island, Mas- 
sachusetts and Connecticut for many 
years, will now sell hardware and mill 
supply dealers in four more states: 
Maine, New Hampshire, Vermont, 
and North Eastern New York. Mr. 
Parker operates from 720 Boston 
Post Rd., Marlboro, Mass. 





RUSH ORDER at Columbus Iron 
Works, Columbus, Ga., is accelerated 
by a three-man team, Bill Romeo, 
Bob Fouche, and Dick French. 











orange ig to Maintain High Machining- 


New Advertising Manager 


oi ees | Standards and Close Tolerances 


Delphine S. Byrne has been ad- 
vanced to the position of advertising METAL : 
and sales promotion manager of The CUTTING 
H. M. Harper Co., Morton Grove, | 


Il]. Miss Byrne has been associated 
with the company for nine years and 
leaves the sales department for her 
new position. She has been editor 
of the Harper internal house organ 
for five years and is a member of the 
Industrial Editors Association. 





Model J, pictured, 


Kirkwood Appointed 10”x18” Capacity, 


available as a wet 


Goodyear District Manager - oe “ae 


Thomas W. Kirkwood, Jr., member | Fo + tg — 
of the wholesale field operating staff (with er without 
at the home offices of the Goodyear | casters) 5”x10” 
Tire & Rubber Co., has been appointed ae 

Salt Lake City district operating man- | 
ager. He replaces William T. Good- 
wyn who has been named San Fran- 
cisco and Sacramento district credit Accuracy in a saw depends entirely on the way it is built... 
manager. That’s why we go the limit in maintaining high machining stand- 
ards and close tolerances in the manufacture of Johnson Band 


Saws. 





You'll do better when you sell Johnson Band Saws . . . Their 
many advantages keep them out in front . . . They offer extra 
value, extra capacity, top quality and low cost. Numerous trade 
magazines tell their story to industrial users everywhere. 


Decide now to step up your volume, your profits, by concentrat- 
ing on Johnson Saws. Take advantage of their great and growing 
demand. WRITE FOR DETAILS TODAY. 


Selected Dealers Sell Johnson's 
Are You One? 


——eeerapeml JOHNSON MANUFACTURING CORP. 


oo doubles at billing for ae ALBI 8) N ? MI C H| GA N 


Burns, Inc. of Providence, R. 
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A COMMANDER Production Tool 


This Tapper... SOLID STEEL COLLARS 


Means with 


BUSINESS! Y, | UNBRAKO 


Self-Locking 
HOLLOW SET SCREWS 





HERE'S WHY .... 


@ Widest Range—takes taps from #0 to } 
%”. 
@ Torque Control—thinks for the operator 5 

... automatically stops when taps are 

dull, overloaded or strike bottom... 


permits inexperienced operators to do 
Precision work. 


@ Spring Clutch Drive eliminates slippage 
Commander Tappers mean more business and wear. 


for you because they offer wee © your @ Compactly built .. . affords maximum 

end efficiency . ays meee ay everything visibility of tapping operation. 

they want in a Tapper. @ FURNISHED TO FIT ANY DRILL 
PRESS 


Investig the C d Tapper... 
see for yourself why they’re the easiest 
selling Tapper on the market. 


Sold through Industrial Distributors COMMANDER MANUFACTURINGCO. Used 


—, 4217 W. Kinzie Street, Chicago 24, Illinois 


Product of Commander . . . Builder of the Walti(-Drll Profitably 


pari to Find HIDDEN Sales by manufacturers of such 


widely diversified prod- 
on your regular calls! ects as lawn mowers, 
food machinery, textile 
machinery, juke boxes, 
snow plows, conveyors, 
air compressors, agricul- 
tural machinery, electric 
fans, bottling machines, 


Te) L EY automate ‘ I b s and dozens of others. 
SAW | LER ta ; | » Precision machined 


from solid bar stock in 42 


You probably have a lot of customers who use saws stock sizes for shafts from 
to > an euent, yet still Fp i hand a 3/16” t 3’ di t 
send the work out. You may find many hidden prospects ; iameter. 
for the Foley Saw Filer, and our 36-Dey Teal Offer ‘S : ad e . 
— each customer to prove its merits on his own - inclusive. 

In any plant where a number of saws are used, the 
Foley quickly pays for itself. Foley filed saws increase 


sawing production 25% to 40%, because they cut so V ri ; 
much faster and smoother, run cooler, stay sharp longer , Write for prices 




















WITH OUR 30-DAY 
TRIAL OFFER ON THE 








The FOLEY SAW FILER Practically Sells 
The FOLEY SAW FILER Is the ONLY 


Itself on our 30-Day Trial Offer machine that files BAND SAWS up te 41.” 
wide, CROSS-CUT CIRCULAR SAWS up 


Our 30-Day Trial Offer is open through you to any to 24” diameter and all types of HAND 

wer sated company, and your customers fake you ae Bn Saws a be sharpened 

to informed about it. Write today for full details with a cornered file 

and literature. cna =_—— 
We also make Foley Retoothers for hand saws, Saw 

Setters, Grinders, and Foley Power Woodworking Tools. 


FOLEY MFG. CO. 
3363 N. E. Sth St. Minneapolis 18, Minn. 











STANDARD PRESSED STEEL CO. 
JENKINTOWN 13, PENNSYLVANIA 
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4 ROPES—MANILA or SISAL—in 3 
SIZES of SELF DISPENSING C CARTONS 


SALES MEETING brings together 
Harry Lock, sales manager, and R. C. 
Neal, president of the R. C. Neal Co., 
Inc., Buffalo, N. Y., in the Buffalo 
office of J. E. Spaulding, district man- 
ager of The Van Dorn Electric Tool 
Co., Towson, Md 





P. H. Hagen Joins 
Raybestos-Manhattan 


P. H. Hagen, Seattle, Wash., has 
joined the West Coast sales division 
of Raybestos-Manhattan, Inc., Pas- 
saic, N. J., to handle the sale of man- 
hattan products in the Pacific North- 
west. 

He will be attached to the West 
Coast sales division, which has its 
principal office in San Francisco, un- 
der the direction of Littleton C. 
Barkley, Pacific Coast sales manager. 





Taylor Buys Chain Rights 


The S. G. Taylor Chain Co., has 
purchased the exclusive rights for the ; 
manufacture of the new “Downtown j length ia 
Type Frictionless Magnet Chain from sell every inch of rope 
the Downtown Co., Cleveland, Ohio. é _member — ~NEW BEDFORD 
ROPES COST NO MORE! 





EW BEDFORD CORDAGE CO. 
New Bedford, Mass. 











NEW BEDFORD CORDAGE COMPANY, NEW BEDFORD, MASS. 

[[] Rush me full details on New Bedford's triple profits. 

[] Please send me introductory trial order: Manila (_] Sisal [J 
Rope Size ( 
My Jobber is_ 





My Name. 





ERMAND L. WATELET was recently 
appointed directer of design of pre- | Company—____ 
cision tools and gages by the Brown & Siidiine 

Sharpe Mfg. Co., Providence, R. :. sae 
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GEAR and 


ARMSTRBE 


easy to set 
the harder 
the grip. 
12 types, 
3-arm, sta 
STEELGRIP 


end of sha 


Write ErFerotog 


G-BRAY 


EL PULLERS 


ARMSTRONG-BRAY & CO. 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 














No rail yard tie-ups when they're on the job 


a 


OU have the an- 

swer to your cus- 
tomer’s heavy shipping and receiving jobs. 
One of the three types of BADGER Car 
Movers (light, medium, or heavy) can do 
this job quickly and safely. They are 
sturdily built, easy to handle, and need no 
maintenance. Set your sights for this prof- 
itable business. 

@ We can deliver immediately and always 


urge our users to buy thru their local 
distributor. 


CAR 
OVERS 


and 
SPURS 


@ POWER KING 
Shown 
@ SLIPPROOF 


@ NEVERSLIP 
@ SAFETY CAR WRENCH 


THE NO. 22 

DOUBLE SPUR FITS 

MOST STANDARD MAKES 

OF RAILWAY CAR MOVERS. 

THERE IS A BADGER SPUR FOR EVERY 
CAR MOVER 
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CABELL DAVIS, shipping and receiv- 
ing manager, James McGraw, Inc., 
Richmond, Va., has as helpers, Roy E. 
Dunn and Robert V. Glazebrook. 





Kennametal Opens 
Minneapolis Office 


A district office has been opened by 
the Kennametal Inc. of Latrobe, Pa. 
in the Metropolitan Building, Min- 
neapolis, Minn., with Harry Brandvik 
as representative. Mr. Brandvik for- 
merly was a service engineer in the 
Midwestern district. 

Kennametal also has appointed 
Wm. J. Collins as representative in 
the New England district, and Frank 
Price as service engineer in the Middle 
Atlantic district. 


Strong, Carlisle & Hammond 
Issue Catalog 


The 1951 edition of the Strong, 
Carlisle & Hammond Co. catalog has 
been issued after two years of compila- 
tion. Containing 946 pages, it in- 
cludes information of every sort from 
the fastener, supply, cutting tool, 
power tool, steel tubing and abrasive 
divisions. 

In addition there is considerable in- 
formation pertinent to an industrial 
supply business. This is the first cata- 
log the company has issued in recent 
years. 


Georgia-Alabama Supply 
Prepares New Catalog 


Georgia-Alabama Supply Co., West 
Point, Ga., is now preparing its first 
catalogue which is expected to be 
ready for distribution in the near fu- 
ture. 

The company took over the indus- 
trial division of Batson-Cook, and has 
been using the latter’s catalogue up 
to the present time. 

Fred Reed, former counter sales- 
man, has been transferred to the out- 
side sales staff to cover the local terri- 
tory. 





K. A. Tamms Joins 
Manhattan Rubber 


Kenneth A. Tamms has joined the 
staff of the abrasive and diamond 
wheel department of Manhattan Rub- 
ber Div. of Raybestos-Manhattan, 
Inc., Passaic, N. J., as sales engineer 
for Wisconsin. 

He’ succeeds Alex Watchorn who 
has covered the territory for the past 


27 years, and who has recently retired. | SACHA SLR FAW A COOD LIN 

Mr. Tamms has been assistant pur- E 
chasing agent for Ampco Metal, Inc., reins 
since his discharge from the Army at 


e s * 
the end of World War Hy He wil Made by Specialists in 
make his headquarters in Milwaukee. 

Socket Screw Manufacture 


Allegheny Ludlum Steel Corp. 
Advances Robert T. Eakin 


Robert T. Eakin has been appointed 
manager of the Brackenridge, Pa., 
plant of Allegheny Ludlum Steel | 
Corp. He succeeds George Evans, | 
who becomes special consultant to the 
vice president in charge of operations. pate vay bn. Til fit 

Mr. Evans, who will serve as con- curate Class 
sultant until his retirement until the | 
end of the year, has been with the 
company for almost 42 years. 





Precision-formed 
hexagon sockets 
have true sides—no 
taper 





Neal & Co. Changes Name 
To Erie Industrial Supply Co. | 


The official name of Neal & Co., 
Erie, Pa., industrial supply distribu- 
tors, has been changed to “Erie In- 
dustrial Supply Company.” David B. 
Schuler mf W. a Millikin have |. « eae Narn yo 
been admitted to full partnership in ig 9 a 
the company. No other changes are sq. in. — 
planned in service, personnel or poli- | | \ — aE 
cies. 








— A line of high-quality products you can depend 
— on—manufactured in a new plant designed for 
= and devoted entirely to the manufacture of hex- 
we agon socket screw products. 

Dy 


“Blue Devil” Socket Screw Products— 
Socket Cap Screws—Socket Set Screws—Sock- 
et Pipe Plugs 
Flat Head Socket “Sap Screws—Socket Striper 
Bolts—Socket Screw Keys 





eck: 
Ae 6500 AVONDALE AVENUE ¢« CHICAGO 31, ILLINOIS 

“Here, gentlemen, surely you're not 11 Park Place, N. Y., N. Y. West Coast Warehouse 2022 E. Seventh St., Los Angeles 21 
going to forget this million dollar Warehoused in Canada by H. Paulin & Co., Lid., 1016 St. Patrick St., Toronto 


scheme of yours—" sm = ee er ed 
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Boost your 


SALES 
VOLUME 


PACKAGED Vuze Ce on 
SHIN 


eee ye SAVES 


CRITICAL “MORE POWER 
STOCK MATERIAL PULLER” 


L_as® Here's a sturdy, flexible, light- 
weight Power Puller that offers un- 
limited sales ilities. 

Today the most important thing about our hi is an unique unit in that it requires 

handy shim stock carton is that it stops easily carried in your kit and is 


ti 
waste—because it feeds out stock in perfect Gecciawebnaesaiiads — eee 


condition, as it's used. These days, when distributors to know that each bee Ce will find it ideal for 


. of them will get equal and loa 
shim brass and steel are not easy to get, intent Gamaait Hale aa opening car dos ani @ heat al 


waste just can’t be tolerated. whether shortages exist or not. a ise 
Comes equipped with 20, 30, or 40 ft. 
of cable. 
List Price $27.75 to $33.80 
Write for complete details 
Distributor and Dealer Openings 














LAMINATED SHIM C = 
foeiemenetettaiaaiematelig | 1. WETH-SCOTT C0. 


ARBOR SPACERS SHIM STOCK NEWARK, OHIO 











Originality 
LOOK TO 


THE TOOLS 


STRAIGHT-LINE, PENCIL BEAM IS || THAT BUILD 
VISIBLE FROM ALL ANGLES, NEARBY || GOOD WILL 
OR AT REALLY GREAT DISTANCES. | WITH EVERY 


Its exclusive fresnel globe is moulded SALE— 
with optically perfect prisms, designed ' 
to concentrate the light rays intoa paral- | 
lel, vertical beam of greatest possible —e © oe Aa ie See 
‘ . . * set! It « the man-size 
The NIGHT WATCH is strongly intensity assuring a safety and warning XCELITE combination handle and three 
made, finished in Contractors’ light of greatest visibility. The NIGHT double-duty blades—Nos. 1, 2 and 3 
, - : ° " f Phillips reversible to 3/16", “4” and 
Yellow; Ruby Fresnel Globe with W ATCH is the best burning lantern o 5/16” standard blades. And the handle, 
Peep-hole. Also accommodates its \cind. —, with no blade in it, is a 7/16” hex nut 
H " driver! 
Dietz Little Wizard and Little eee ‘lock S STICK WITH XCELITE— 
Giant Globes. Burns a generous ‘le area Sn o¢ —————— THE TOOLS THAT STAY SOLD! 
° ¥," Y releases chimney for ge 
100 hours. 8° high, 6%" diam liebei yh PARK METALWARE CO., Inc. 
eter at non-tip base. Casy bignting,ete. Vie Dept. F Orchard Park, N. Y. 


Self-locking. Quality Tool, 
ualily oots 


R. E. DIETZ COMPANY + SYRACUSE 1, N. Y. PREFERRED BY EXPERTS 


First to use plastic for screwdriver handles 








Write for circular. 
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Simplified Practice 
Recommended For Chain 


A pee Simplified Practice 
Practice Recommendation for Weld- 
less Chain and Chain products has 
been submitted to producers, distribu- 
tors, users, and others for acceptance 
or comment, the Commodity Stand- 
ards Division of the Office of Industry 
and Commerce, U. S. Department of 
Commerce, reported recently. 

The recommendation was en pamry 
by the Chain Institute, Inc., and con- 
sists of a simplified list of kinds and 
sizes of weldless chain and chain prod- 
ucts that currently are in pore use 
and demand, and are regarded as af- 
fording an adequate selection for or- 
dinary use and for stock. It shows 
in addition to sizes, the recommended 
finishes for the 26 items of chain and 
chain products covered by the recom- 
mendation. 

Mimeographed copies of the Pro- 
posed Recommendation for Weldless 
Chain and Chain Products may be 
obtained from the Commodity Stand- 
ards Division, Office of Industry and 
Commerce, Washington 25, D. C. 


Purchasing Officers Brief 
Businessmen on Procurement 


Score points raised by businessmen 
recently attending an institute .on 
armed services procurement in Wash- 
ington, fell into a pattern that can be 
grouped under five heads: 

1—Lack of information on what 
agency buys specific items and where. 

2—How a small businessman can 
get a prime contract; 

3—Where to get information on 
prime contracts so a businessman can 
go after a sub-contract; 

4—How to get by under controls 
which take away raw material before 
the firm gets a military contract; and, 

5—How negotiation is carried on. 

In answer to the first type of ques- 
tion, the experts (government pur- 
chasing officers masterminded by Emil 
K. Gubin, Washington administrative 
lawyer), pointed to their “How To 
Sell” booklets, all three recently re- 
vised. 

Government cannot break up large 
contracts into smaller ones so that 
more businessmen may participate be- 
cause some contracts cannot be split, 
the experts said. Only large firms are 
capable of assuming the — . 

If a tank contract is split into its 
components of engine, frame, armor 
and guns, they ask, who is going to be 
responsible for making sure that the 
tank performs as it should. Also, wno 
is going to be responsible for getting 
the tanks completed on time? The 





VY 


) 


- 42 ¥ A 
OHLEN-BISHOP 


“GREYHOUND” CIRCULARS 


Unexcelled in quality, design and saw manufactur- 
ing skill, these ‘‘Greyhound"’ blades meet every 
requirement of the woodworker. Fine steel, care- 
fully tempered, accurately toothed and filed, as- 
sures long hours of production. A century of saw 
manufacturing experience is back of these top- 
quality blades. Woodworking shops will do well to 
try these saws before investing in high-priced, spe- 
cial tooth blades that require expensive refitting to 
keep in condition. 


Ohlen-Bishop also offers hollow-ground, com- 
bination and mitre saws; groovers; band saws; 
as well as high-grade carpenters hand saws, 
mitre and back saws. Write for catalog. 


1314 Kinnear Road 
Columbus 12, Ohio 
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Need 
FLEXIBLE 


COUPLINGS? 
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Concave Jaw Surface of New 
Gerbing Flexible Coupling Holds 
Insert or Spider in Position 


Of exclusive design, the concave jaw sur- 
face of the new Gerbing Flexible Coupling 
actually holds the resilient synthetic rub- 
ber insert or spider in position, thus elimi- 
nating any tendency of the rubber to 
break or extrude. Capable of handling 
peak loads, shocks and overloads. In- 
stantly comp tes for angular and par- 
allel misalignment. 





Available for shafts from 12” to 1%” and 
H.P. ranges from fractional to 25. Stand- 
ard keyways are provided. A long-lasting 
vibration-free drive for a wide range of 
applications. 


Deliveries from stock. 


Distributorships Available 


GERBING MFG. CORP. 


NORTHBROOK, ILL. 
(Suburb of Chicago) 








Gerbing Manufacturing Corp. 
Northbrook, Hil. 


We are interested in full details about your 
new Flexible Couplings 


Name 
Firm 
Address 


City Zone... . State 
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three services want to avoid divided 
responsibility. But they would like 
to see more sub-contracting done by 
their prime contractors. 


The procurement officers admitted | 


there is no central place where a sub- 
contractor can find what contracts 
have been let and to whom. The Com- 
merce Department’s weekly synopsis 
of contract awards, which must be 


picked up in person at Commerce | 


Field offices, lists such information. 


But this is inadequate since it does | 


not include the many classified con- 
tracts. 

Panel members saw dim prospects 
for non-defense manufacturing. 

If their business existence is threat- 
ened because they have no govern- 
ment contracts which rate priority for 
raw material, they can appeal to the 


national Production Authority, under | 
its “Hardship Case” regulations, they | 


were told. 


Regulations Not Clear 


Businessmen complained that con- 


tract negotiation regulations are vague 
and ambiguous. The experts assured 
them that the lack of ground rules for 
negotiations does not mean there: is 
anything “under cover” about this 
method of buying. Competition has 
not been totally removed because a 
number of possible rg are al- 
ways approached to submit the orig- 
inal bids. From these, the government 
selects several for negotiating. 

The Bible for negotiation is the 
Armed Services Procurement regula- 
tions, ASPR. But ASPR only outlines 
the circumstances permitting negoti- 
ations, and discusses policies in gen- 
eral terms, and in part, defines some 
costs that may be allowed. 

The majority of military contracts 
are now negotiated. Advertised bids 
are not out the window, but have been 
cut by at least 50 percent. Determin- 
ing factors for negotiating are military 
urgency, public exigency, impractic- 
ability of advertising, research and de- 
velopment work, and “broadening the 
Base” policy of Defense Secretary 
Marshall. 


Commercial Building 
Applicants Bat .800 Plus 


Distributors who are contemplating 


| additions to their building facilities, 


should be encouraged by the fact that 
commercial building applications 
batted better than .800 during the first 
weeks under the NPA licensing sys- 
tem. Up to February 23, NPA offices 
had approved about 565 of some 675 
applications passed upon. 

Approvals. to this date totaled nearly 
$40,000,000 as compared to $16,000,- 
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Far advanced in de- 
sign and construction 
these new Speed Drills are 
lighter, handier, yet more 
powerful and faster drill- 
ing than more cumber- 
some, more costly old 
type drills. Quality-built 
for trouble-free, lifetime 
service, these drills are 
die-cast aluminum with 
cast-in air-cooling sys- 
tems, cast in lubrication, 
ball thrust bearings, 
heavy cut-steel gears, and 
extra power for size. They 
will drill steel, wood, con- 
crete or stone rapidly and 
efficiently. See these new 

tools before you buy for 
more drill per dollar, and 








more power per pound. 


No. 400  * capacity—more 
power than similar drills costing 
almost double. Come with Jacobs 
Geared Chuck, removable handle 


is formed os fit hand. $39.50 


No. 79 \" capacity —power of 
ordinary 4” drill. New die-cast 
“revolver frame” construction. 


Geared Chuck $27.50 9 B90 





No. 200 \ ” capacity. Surpris- 
ingly fast-drilling because of 
added power and special gearing. 
Beautifully styled die cast hous- 


ing. 
ith J bs 
ith Jecobs . $19.50 9976-50 


Write for Catalog Sheets on drills, 
grinders and sander. 


7 MANUFACTURING CO. 
1832 So. 52nd Avenue ® Cicero 50, lilinois 





GOOD 
RY 744 7'A) 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man cai 
open or close the most 
stubborn freight car 
door quickly . . . safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
Good repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


Used in industrial 
plants, construc- 
tion work, quar- 
ries, mines and oil 
fields for moving 


machinery and 
other heavy arti- 
cles. Two types: 


TAIL CHAIN 


3 ton(5 ton with sheave block), 15 ft. load 
chain, 31 ft. tail chain with release block. 
¥% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


* 





Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


Highly efficient 
for getting cars 
and locomotives 
back on the track 
Railroads and in- 
dustries are big 
users. 


NOLAN TRACK BRACES 


Holds railway tracks 
to desired gauge 
where service is : 
severe. Can 

be used a 
again and <> 
again for 

quick, 

easy, low 

cost repairs. 


~~ 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


118 Pennsylvania Street «+ 





000 denied. In this preliminary 
period, Washington headquarters re- 
jected the majority of the projects 
that failed to gain acceptance, approv- 
ing 51 projects costing $12,000,000 


and rejecting 44 with a larger money | 


total, $13,500,000. 
Washington handles 


the bigger | 


jobs, in addition to buildings proposed | 
for the District of Columbia metro- | 


politan areas. The field offices pass on 


projects that cost up to $1,000,000 | 


and require no more than 50 tons of 
steel. 

The first of the field offices began 
acting on applications February 6. In 
the two weeks following, Dallas ap- 
proved nearly 150 of some 180 appli- 


| 
| 
| 
| 
| 


cations on which it acted. Chicago | 


denied six out of 80 and San Francisco 


tejected seven out of about the same | 


number. 


Field office action, however, is ex- | 
pected to tighten as the local staffs | 


learn their jobs. The order announc- 
ing the commercial curb came out 
January 15, and new starts were frozen 
until February 15. During that time, 


NPA authorized 13 regional directors | 
and five district managers of Com- | 


merce Department offices to pass on 


applications under the —- limits. | 


Until the middle of Marc 
eleven district offices were added to 
the list, these were the only people 
could make decisions in the field. 


| Small Business Eats 


Bigger Procurement Pie 


For the six-months period ending 
December 31, 1950, the military de- 
partments obligated $12 billion for the 


when | 


purchase of major equipment, supplies, | 


military construction, and expansion 
of production facilities. This was an 
average of $2 billion a month. At the 
end of January 1951, total obligations 
for major procurement were $16.4 bil- 
lion, an increase of $4.4 billion for the 
month. 

Figures collected to the end of De- 
cember 1950, give an indication of the 


| share of defense contracts going into 


| small business. For the October-De- 


cember quarter, $858,000 of all Army, 


} + . . 
Navy and Air Force contracts went to 





Bowerston, Ohio | 


firms employing less than 500 persons. 
This was 50 percent more than the 
$576,000,000 purchased from small 
business in the previous quarter; and, 
for the six-months period to the end 


of the year, was 21 percent of the | 


value of all defense contracts. 


It is to be noted that most of the 


defense business which goes to small 
business does so, not directly, but 


through sub-contracts from other firms. | 
| Therefore, figures for direct contracts | 
awarded to small business are not the | 
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WHEN YOUR CUSTOMER 
FOR THE BEST 





oo + SURE 


CHANNELLOCK 


Wade only by CHAMPION DeARMENT 


Channellock pliers are made by skilled 
craftsmen of a ounene known for nearly 
of a century for its highest quality pFo- 
ducts. The outstanding features of Channel- 
lock pliers such as Longer Wearing, No 
on the doint Bolt, Closely Spaced Adjustmapes 
and Greater Strength make them the m@st 
desired pliers. : 
Whenever your customers ask for pliers 
... help thom select the Best .. . Hand them 
Channellock. 
And remember, Only Champion _ 
ment makes Channellock. Send for Cat 
D5 today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers are listed in the 
i Yellow Pages of mest Telephone ) 
Directories under ‘‘Tools*’ 








6 Sound Reasons 
Why You'll Sell 
More MYERS 


centrifugal pumps! 


SIMPLIFIED CONSTRUCTION assures 
long and trouble-free operation; 
allows easier servicing. Minimum 
i llation space required 


oQ OVERSIZE BEARINGS are pre-lubri- 
cated and extra-durable — a fea- 
ture that guarantees long life 
under severe conditions. 


Se SHIELDED SHAFT is protected against 
liquids and wear by bronze or 
stainless steel sleeve — readily 
accessible. 


RENEWABLE WEARING RINGS on both 
casing and suction heads. 


HYDRAULICALLY BALANCED IMPELLER 
minimizes thrust. Both casing and 
impeller quickly replaceable to 
meet changing conditions. 


6) WIDE SELECTION of direct-connected, 
motor-mounted and belt-driven 
models; types to handle any liquid 
at temperatures to 220° F.; sizes 
Yq H.P. to 20 H.P.; capacities to 
650 gpm. against heads up to 
280 ft. 





This new Myers line combines 
many other unusual advantages, 
for a broad range of industrial and 
agricultural users. And — MOST 
IMPORTANT — it’s backed by 
Myers 80-year reputation for 
building only the best in pump- 
ing equipment! Sound reasons 
why it will pay you to write for 
full trade information today! 


THE F. E. MYERS 
& BRO. CO. 
Dept. W-81, 

Ashland, Ohie 





full measure of the volume of defense 
business handled by small firms. 

Of the seven months total, Army 
obligations account for $6.3 billion, 
the Navy $3.4 billion, and the Air 
Force $6.7 billion. These figures in- 
clude $1.7 billion obligated for Mu- 
tual Defense Assistance Program pro- 
curement. 

A breakdown of procurement shows 
$14.1 billion for hard goods (aircraft, 
ships, tanks, weapons, ammunition, 


| etc.); $1.5 billion for clothing, subsis- 


| tence, and petroleum products; and 
| $800 million for expansion of facili- 
| ties. Total Department of Defense 


obligations for the fiscal year period 


| through January, including military 


pay, research and development, and 
other activities, were approximately 


| $23.1 billion. Funds made available 





by the Congress to the Armed Forces 
for fiscal 1951 total $45.7 billion, of 
which $16.8 billion (including $13.5 


| for procurement and construction) 
| was not made available until January 
| 5, 1951. Procuring agencies report that 
| they have reached advanced stages of 


negotiation, committing much of the 
remaining funds available. 

Of the $123 billion defense appro- 
priation, $87 billion is estimated to 
cover procurement, plant expansion 
and tooling. ($31.8 billion from 1951 
present appropriations, and $55.2 bil- 
lion from the 1952 proposed and the 
1951 third supplemental.) 

The major programs covered by con- 


| tracts already placed involve combat | 


vehicles and aircraft. Award of these 
contracts is much further along than 


| in other areas of procurement. 


Much of the 15.4 billion still avail- 
able for contracting under 1951 ap- 
propriations to date will be spent in 
the field of electronics and communi- 
cations equipment, for ships or non- 


| combat vehicles, such as trucks and 


jeeps; for plant expansion; for tooling 
up plants; for military public works, 


| and, to a lesser extent, for ammuni- 


tion and weapons. 


| Noland Transfers Burch 


Jack Burch, former salesman of the | 


Atlanta branch of Noland Company, 
has been transferred to Montgomery, 


Ala., as manager of the electrical divi- | 
| sion there. B. T. Gilbert is branch | 


manager. 





“Since World War Il, the British have 
built one new house for every 66 
Britons. American builders, in the 
same period, have put up one for every 
41 persons.”—U. S. News. 


Fine. But we still think that's too 
many people living in one house. 


KEEP THINGS RUNNING SMOOTHLY 
OlL WITH AN EAGLE O/LER! 


ALWAYS 
DEPEND 


on EAGLE 
OILERS 


“Eagle Welded Steel Bench Oilers 
have been at our machines for years 
—they’re always ready to use, don’t 
leak and stand up under hard service 
for a long time. They sure are made 
good and strong with their 

bodies electrically welded 

to bottoms. Yes, in our 

plant Eagle on oilers is 

the mark of Quality.” 


Order from your 
Distributor 


EAGLE 


MANUFACTURING 
COMPANY 
Wellsburg, W. Vo. 

















BELT 
WAX 


° We urge 
users to buy 
thru their 
local dis- 
tributor. 


Sell CANTOL 
WAX to your 
customers who 
use flat belt 
drives, for bet- 
ter traction 
and longer 
belt life. 


CANTOL WAX 
PRODUCTS CO. 
Bloomington, Indiana 
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WITH HARRISBURG 
COUPLINGS and FLANGES 
your customers get: 
1. CONTROLLED QUALITY 
2. TWO COMPLETE LINES 
3. ACCURATE THREADING 


Seamless Steel Pipe Couplings made to 
A.P.1. and A.1.S.\. specifications ... bored and 
threaded on special machines assuring accu- 
racy of form, height, angle, and lead. 


Drop-Forged Steel Pipe Flanges manufac- 
tured to A.S.A. standards...threads are 
perfect in height, angle, taper, and gauging 
to meet exacting engineering requirements. 


* 


Where your customers demand 
Couplings and Flanges that will take 
abuse and stand up year after year, 
specify Harrisburg...a name with 
98 years of performance behind it. 
Write for prices and catalogs. 


Harrisburg 
hi 3 4 Gele) ite) 7-Nile),| 


NHI) Harrisburg 18, Penna. 


9B vears IN PENNSYLVANIA'S CAPITAL 


Custom-Built Quality Products in Quantity 


Dabney-Alcott Supply 
Moves Into New Quarters 


Dabney-Alcott Supply Co., Inc., 


new quarters at 45 West Virginia St., 
a three-story building with 15,000 sq. 





| veying chain, 


ft. of floor space. 
The firm was organized in 1946, 


| when Lee Dabney and Harry Alcott 
| returned from the armed forces. Win- 


ston Hoover joined them in 1948 as 


partner. 


The firm now has six salesmen trav- 


eling the Tri-States territory. Lee | 


Dabney makes his headquarters in 
Memphis; Harry Alcott in Greenville, 


Miss., and Winston Hoover in Sikes- | 


ton, Mo. 


The company’s employees, besides | 
the three partners, include Gregory | 


Roberts, Thomas B. Rhodes, Reama 


DeVall, Robert Hillyer, John J. Pel- | 
| louchoud, the two truck drivers, Mon- | 
roe Cathey and Davie Leigh, Jr.; Mrs. | 
Jeanette Ciulla Platt, Robert E. Stein- | 
metz, Charles Douglas Moss, John T. | 


Parran and Gerald Kenneth Daniel. 


Harper Sales Conference 
| Views Unsettled Conditions 


The problems created by today’s un- 
| certain conditions received major at- 


| tention at the recent sales conference | 


of the H. M. Harper Co., Morton 

Grove, Il]., manufacturer of nonfer- 

rous and stainless steel fastenings. 
The conference, held at the Dairy- 


man’s Country Club, Boulder Junc- | 


| 
| tion, Wis., was attended by Harper 
district office men and factory repre- 
sentatives. 

| 

| 


L. M. Hamlet, representative for | 
the company in the Milwaukee terri- | 
tory since 1942, received the Harper | 


| Sales Achievement Award for 1950, a 
| six-inch solid brass nut mounted on a 
| trophy base. 


| Sales-Service Coast Branch 
For Whitney Chain Co. 


The Whitney Chain Co. of Hart- 
ford, Conn., one of the oldest, widely 
known chain manufacturers in the in- 
dustry, has just occupied its new 
offices and warehouse building located 
at 5400 Pacific Blvd., Los Angeles. 
The branch is under the direction of 
A. J. Swisler, district manager. 

The modern headquarters will func- 
tion as the engineering sales and serv- 
ice outlet for the complete line of 

| Whitney power transmission and con- 


Coast points. 
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Memphis, Tenn., has moved to its | 


sell cleanliness , 
with Victor 475. 
food conveyor 

belting 








couplings, keys and | 
sprockets throughout Southern Cali- | 
fornia and Arizona, with facilities for | 
| giving emergency service to all Pacific | 


—— 


Food handling industries insist of 
cleanliness. Supplying them with a 
belting that can convey any food prod- 
uct safely is a tough job—wnless you 
sell VICTOR 475. 

This tough, sanitary food conveyor 
belting cannot impart contamination. 
It is thoroughly impregnated with 
waterproof Neoprene. Food odors and 
tastes are cleaned away completely 
with steam or hot water. Belting is 
highly resistant to wear, moisture, and 
most food acids and oils. And VIC- 
TOR 475 takes the toughest treatment 
—thanks to its solid, compact weave. 

You'll build sales volume when 
you recommend VICTOR 475 because 
it brings a high percentage of re- 
orders. Learn more about it—write 
today for Bulletin No. 18. 


® 6631 








LOGAN 


ARIDIFIER 


REMOVES 92% OF 
OIL, WATER AND 
DIRT FROM GAS 
AND AIR LINES BY 


CENTRIFUGAL FORCE 


For paint and lacquer 
spraying, ceramic sand blasting, 
air cleaning, etc. Make new instal- 
lations more efficient. Easily 
replaces any standard type of 
drier. Saves tools. Capacity range 
7CFM to 17,000 C.F.M. 


Bocked by national 
advertising, dealer helps and a 
distributor policy 
that gucrantees 
stock movement. 

Write for details 
of our sure-fire 
sales plon. 

® 
Exploded illustration 
shows how air move- 
ment operotes multi- 
blade rotors at high 
speed, thereby remov- 
ing contamination 
from line. 





MANUFACTURERS’ 
AGENTS WANTED 
Some territory still 
available. Write giving 
complete information 
onlines you handle and 
territory you cover 











The Aridifier is made by 
the builders of Logan 
Lathes and Shapers 


ENGINEERING 
COMPANY 


4911 W. Lawrence Avenue + 
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Chicago 30, Ill. | 


|Baltimore Welding Show 
|Holds Three Day Clinic 


| A three-day welding clinic featuring 
|demonstrations of welding techniques 
by the country’s top technicians was 
held on April 18, 19 and 20 at the 
Baltimore warehouse of Whitehead 
Metals’ Products Co., Inc., Baltimore. 

Organized to answer the myriad 
|questions asked of metal suppliers 
since the start of the defense pro- 
|gram, the clinic provided competent 
| instruction and demonstration on 
| individual welding problems—for the 
| welder in steel now switching to metals 
he has never handled before. 
| Demonstrations included motion 
|pictures and actual welds performed 
| by welding technicians on similar and 
dissimilar metals, covering the tech- 
niques of gas, electric, heli-arc, induc- 
tion, gas and air, flame cutting and 
resistance welding. Thus, the visitor 
was given both the alloy and technique 
answers to his questions. 

Metal users with special metal-join- 
ing problems were invited to bring in 
sample welding-problem pieces or to 
mail their questions in advance to in- 
sure adequate demonstration time over 
| the three-day clinic period. 





| Connors Steel Lets 
Expansion Contracts 


Connors Steel Co., Birmingham, 
Ala., a division of H. K. Porter Co., 
Inc., has let contracts for its $2,000,- 
000 plant expansion. When com- 
pleted, it is expected the plant will 
increase its capacity by 40 percent. | 

An additional electric furnace will | 
be installed, as well as an additional 
billet heating furnace. Also pending | 
are an 18 in Nescions mill, new hot- | 
| bed and coiling facilities, and enlarge- | 
|ment of the laboratory and metal-| 
| lurgical facilities. 














“Before we begin to wrassle over the 
check—do | get an order from you?” | 
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THE MOST COMPLETE SOURCE 


ae | 


IN ALL METALS = 


OLTS;- 


THREADED & 
PRODUCTS 


STAINLESS STEEL ‘aa 
NAVAL BRONZE - STEEL - BRASS 
ALUMINUM - MONEL - EVERDUR 

NICKEL ALLOY STEEL 


v a l 


Naan: 
BOLT & NUT CORP 


135 CHURCH ST., N. Y. 7, N. Y. 
WOrth 4-4600 








ECONOMY 
PRODUCTS 





f, 


» 
A 
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I 
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Screw Machine Products 
that are MADE RIGHT 


Economy Screw Machine Products have ‘‘holding 
power’’ which is so important for keeping produc- 
tion running smoothly. They make possible more 
efficient and more economical plant operation. They 
are a good business item because they are used in 
such large quantities—get facts. 








ECONOMY MACHINE PRODUCTS CO. 


5217 Lawrence Ave. Chicago 30 
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IVAN is watching you 


‘AN is a dyed-in-the-wool Communist. 

There are only 6 million party mem- 
bers like him in all Russia, yet these Com- 
munist brass-hats enforce the iron 
dictatorship of the Kremlin over 200 mil- 
lion Russians. 

He’s sold to the hilt on Red ideas. Which 
means he’s out to get you. He believes it’s 
either you or him . . . that the world is too 
small for both. 

Ivan is working hard to beat you down. 
He has a big head start. 


Right now he’s got you in a bad spot. 
Ivan is afraid of only one thing. 


He fears your ability to out-produce him 
in guns, tanks, planes. 


Frankly, he doesn’t think you value your 
free system enough to do it . . . to make 
willingly the sacrifices he has squeezed out 
of the Russians. 

But he’s wrong! 


Because you and all of us have set out 


to build more and better weapons—to do 
it faster all the time. 


We must use every bit of know-how and 
inventive skill we have to improve our 
machines and methods—to turn out more 
and more for every hour we work. Only in 
this way can we become militarily strong. 

But we’ve got to supply essential civilian 


needs as well. We can’t allow needless 
shortages to take prices skyrocketing and 
lower the value of our dollar. 


Sure, that means sacrifices for everybody. 
But doing this double job well is the only 
sure way to stop Ivan in his tracks—and 
to save the freedoms which are ours and 
which he has never known. 


FREE... this important booklet tells you how our American System Grew Great 


How Americans developed bet- 


How we can meet today’s challenge—Why 


ter machines, power and skills 
to build a great nation ... Why 
we have been able to produce 


constantly more per hour... . 
How this has given us the world’s 
highest living standard. 
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of America,” endorsed by representatives 
of management and labor. Send for 
your free copy today! 
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gets lift from 
MORSE tempest 


is men” 


You want to make calls on as many plants as 
you can, of course. But, in the final analysis, it 
isn’t plants that buy—it’s men. 


When the Morse Chain Company wants to present a powerful cage 
in behalf of their products—and help their distributors sell—they pi¢k 
FACTORY. Morse knows that FACTORY has top readership among 
plant operating men throughout industry. Morse knows, too, that ad- 
vertising in magazines like FACTORY is one of the biggest sales helps 
they can give their distributors. 


Does it pay off ? Here’s the best answer to that, in the words of 
R. J. Howison, Vice President-Sales of Morse, “our thinking... hag 
assigned a role of great importance to FACTORY for over twenty- 
four years.” 

When a publication has a performance record like that, it deserves 


your interest on every product line you handle. When manufacturedy 
advertise in FACTORY, that means more sales for you. 


@® 


A McGRAW-HILL PUBLICATION 


330 WEST 42nd STREET, “Sy NEW YORK 18,N. Y. 
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TEAR 


YOURHAIR! 


Short on top quality circular saws? Stop 
Worrying! We're in the business of quick- 
ly supplying, from our big stock, circular 
sows to meet your every need. 

Your industrial accounts are fully pro- 
tected by BLADE. Our saws are sold only 
through distributors. 

BLADE Brand Circular Saws are made 
from the finest quality alloy saw steel . . . 
scientifically heat-treated. They are 
tough, smooth running and free from vi- 
bration . . . uniformly set and filed. Each 
is individually packaged. 

DISTRIBUTORS! BLADE Brand Cir- 
cular Saws assure you customer 
satisfaction. BLADE'S better dis- 
counts permit you to give better 
service at a profit. 


WRITE FOR THE NEW BLADE CATALOG 
AND PRICE LIST TODAY! 


SIZES 
6 to 16 inches 
inclusive Combination & 
Hollow-Ground 


909 W. 3rd Ave. 
Columbus 8, Ohio 











Packaging Three Unrelated Incidents 


T hee apparently unrelated incidents set me to thinking the other 
day about salesmen and selling attitudes. I hadn’t gone far in my think- 
ing when a similarity in the three incidents splashed right out of my ears. 

1. I read about a baseball player being fired because he was sunning 
when he was supposed to be running. 

2. I sat in on a meeting at which a project was being discussed—a 
project that called for a departure from routine. 

3. I had a talk with a sales manager who thinks there is no substitute 
for the pride a real salesman takes in making a sale. 

After reading the sports item, I just couldn’t help but think of how 
similar ball players and salesmen are. Given two players of equal ability, 
the one with drive, determination and confidence will stand head and 
shoulders above his competitors; fellow players pay him the ultimate in 
compliments, they refer to him as “a great competitor”, the spark plug 
of the team. In selling, the situation is identical; there are salesmen who 
have definite selling ability but stifle the spark that is the badge of a 
good salesman. Those in this category invariably have to look up to 
fellow salesmen who have no more basic knowledge, but who are equipped 
with drive, determination and confidence. 

The big question, of course, is: Where and how does a salesman 
acquire drive, determination and confidence? Leadership is the obvious 
answer and it is a good one but, unfortunately, not a complete one. For 
my money, drive, determination and confidence are born when average 
or above average ability is wed to enthusiasm. 

If you can’t be enthusiastic about selling, you can’t sell! 

Enthusiasm was the connecting link in my thinking with the second 
incident—a meeting I attended at the managerial level. The project 
under consideration was still in the embryonic state so far as thinking 
was concerned. In fact the purpose of the meeting was to crystalize 
thinking. All seven men in attendance agreed the project had merit but it 
remained for only one—yes, only one—to show definite enthusiasm— 
the others just went along for the ride. (And don’t think this doesn’t 
happen in our own shops—often. Think it over! ) 

It didn’t take any great mental agility on my part to see the connec- 
tion between this incident and what the sales manager of an industrial 
distributing organization talked to me about: Six of the seven men at 
the top-side meeting were weighted down with apathy; this sales manager 
complained of apathetic salesmen. 

“Scientific selling is a wonderful thing,” the sales manager said. 
“We've made tremendous strides in selling techniques. But, we have yet 
to find a substitute for the pride a real salesman takes in making a sale. 

“Today’s salesmen are too concerned with the return in money they'll 
get personally from a sale. Sure, salesmen have to live and they're 
entitled to every opportunity to improve themselves financially. But, for 
their own good, they’re putting the cart before the horse when they 
concentrate on ‘How much can I make on a sale?’ rather than on making 
the sale. Selling pays well for the salesman who is enthused over selling; 
it pays well in sense of accomplishment and, incidentally, it’s the 
enthusiastic salesman who makes money.” 

W-e-1-1, what do you think? Is tiere a relationship between the three 
incidents? 
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A hard and fast policy... since 1880 


HE Starrett Industrial Distributor Policy is a policy of close cooperation and 

complete protection for distributors stocking the Starrett line. This firm policy was 
established by Laroy S. Starrett when he sold his first combination square through 
dealers and distributors 70 years ago. Today the complete line of Starrett precision 
tools, dial indicators, steel tapes and rules, precision ground flat stock, hacksaws, band 
saws and band knives offers the industrial distributor tremendous possibilities for 
volume and profit. And the Starrett distributor policy is backed by aggressive advertising 
and sales promotion that makes it easy for you to get your share. 





STOCK AND sit THE COMPLETE LINE LINE 


Starrett 6 & a> 


THE L. S. STARRETT CO. . World’s Greatest Toolmakers . ATHOL, MASSACHUSETTS - U.S.A. 





no. ISO 
Cast Steel 
Gate 
Valve 


no. GO56 
Forged Steel 
Gate 


NO. InA 
Bronze 
no. 1050 Globe 

4 Stainless Valve 

Steel 

Bar Stock 

Valve 


--- part of the Complete R-P&acC Line 


@ Their popularity is evidence of the longer service life and lower service cost 
obtained from R-PaC. They illustrate the “built-for-service” construction of 
every valve in the complete R-PaC line. 


® This preference for R-PaC means more sales for you. Get in touch with your 
nearest R-PaC district office for details about the line. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 





